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Commissioners Back 
Two Rating Methods 
For Multiple Risks 


Plans Are Dissimilar Yet Each 
Held Effort to Achieve Equity 
Between Classes of Risks 


MLSO REVISIONS APPROVED 


Minimum Location Requirements 
Reduced to Two; Other 
Amendments Outlined 


Approval of two rating plans for 
multiple location fire imsurance risks was 
recommended by the Committee on 
Rates and Rating Organizations of the 
National Association of Insurance Com- 
missioners in a report released this week. 
Prepared following the April 3 and 4 
meeting in New York City, the. report 
compares the two plans and reaches the 
conclusion that while they are “dissimilar 
in important respects, nevertheless the 
committee ...feels that cach plan repre- 
sents a sincere effort to achievé equity 
between classes of insureds and to com- 
ply with the reasonable needs of in- 
surance buyers.” 

The report was signed by Bernard R. 
Stone, Director of Insurance, Nebraska, 
chairman; J. Herbert Graves, Insurance 
Commissioner, Arkansas; Hugh Christie, 
(representing J. Edwin Larson) Florida; 
David A. Forbes, Michigan; and Alfred 
J. Bohlinger, New York. 


No Departure From Precedent 


The committee felt that approval of 
these alternate plans did not represent 
a departure from previous rating prac- 
tices. It pointed out that buyers of 
workmen’s compensation insurance for 
some years have had the privilege of 
selecting among various rating plans. 

The Independent Plan developed by 
the America Fore Group, was submitted 
originally to the Committee on Rates 
and Rating Organizations at the Decem- 

- ber, 1950, meeting of the NAIC. At the 
same time amendments to the Multiple 
Location Service Office Plan, previously 
known as the Escott Plan, were sub- 
mitted to the same committee. The com- 
mittee deferred action on both of these 
submissions until it had had an oppor- 
tunity to study them. 

The committee also considered the re- 
port of a technical subcommittee which 
had been appointed in December, 1950, 
to review methods of cost finding in 
connection with multiple location risks. 


(Continued on Page 24) 
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This was the year the Pony. Express became history and the 
London & Lancashire Insurance Company, Ltd. was founded. 


They galloped from St. Joseph, Missouri to Sacramento, California 
in 7 days, 17 hours! That was the record-breaking time of the Pony 
Express. For a dollar per half ounce your mail could be carried across 
2,000 miles of unknown territory by 75 different ponies. 

For 90 years now, ever since.the last year of the famous Pony Express, 
The London & Lancashire Insurance Company, Ltd. has been growing 

; , in strength and stability to better serve its policyholders in all parts 
“S' of the world. 
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Nine Tailors 


A Breton proverb has it that “It takes nine tailors to make 
a man.” A good underwriter has many activities other than that 
of being an underwriter. He is a civic worker, he is a church 
man, he belongs to various fraternal groups, he has other private 
interests. These various activities are not entirely collateral. They 
are essential. It takes numerous usefulnesses to make a man of him 
—the man that his friends know and the man that his acquaint- 


ances know. 


It is important to him to know many men but his activities 
will not make a whole man of him unless some of the things he 
does are entirely unselfish. He must be active in many directions, 
not because those activities are advantageous to him but because 
some of them enable him to make other men bigger. 


Just as it takes nine tailors to make the man, so that man is 
one of the nine tailors who make another man. And it is while 
being one of the nine tailors that he does his growing. If he wiil 
but remember the proverb and realize that it works both ways it 
should humble him to his own good. 
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NALU Position On 
Benefit Plans Under 
Wage Stabilization 


Trustees Formulate Statement at 
Close of Mid-Year Meeting 
at Minneapolis 


HELD NOT COMPENSATION 


Do Not Add to Purchasing Power 
or Inflation; Should Not 
Need Approval 


The position of National Association 
of Lite Underwriters on Federal Wage 
Stabilization as it affects employe 
health, welfare and pension plans was 
set forth in a statement by the board 
of trustees at the close of the mid-year 
meeting in Minneapolis last week. 

Such plans have a vitally important 
place in the present day economy, the 
statement says, pointing out that NALU 
members have been instrumental in the 
adoption of many such plans and fur- 
ther liberalization and extension of 
these benefits are urged upon employers. 


Are Not Compensation 


The statement continues: “We think 
that it is clear, as heretofore expressed 
by the Economic Stabilization Admin- 
istrator, that benefits under these plans 
in general do not constitute payments 
which in fact compensate for increases 
in the cost of living, that they do not 
add to the purchasing power of workers 
and thus to inflationary pressures, and 
that, as a form of saving, they are to 
that degree non-inflationary. Moreover, 
we think it particularly important in 
this time of national crisis to encourage 
reasonable employe benefit plans in the 
interest of not interfering with a neces- 
sary and desirable mobility of labor 
without which this nation’s defense ef- 
forts will be seriously impeded. 

“We believe that the Wage Stabiliza- 
tion Board in preparing regulations to 
govern the writing of employe benefit 
plans, should give careful consideration 
to the special problems of small employ- 
ers. We do not think that regulations 
and standards, whether on a national 
or a regional basis, applicable to large 
employers, will necessarily be equitable 
or proper when applied to small em- 
ployers. 

Basis for Regulations 


“We believe that any regulations or 
restrictions governing employe benefit 
plans should be simple and susceptible 
of expeditious administration, particu- 
larly insofar a they affect small em- 


(Continued on Page 21) 
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Report to Metropolitan Policyholders 


for 1950 


ANOTHER YEAR OF OUTSTANDING SERVICE 


6 eee: COULD BE no better summary of the 
Metropolitan Life Insurance Company’s 
activities and achievements during 1950 than 
the following message with which President 
Charles G. Taylor, Jr. opens the Company’s 
Annual Report to Policyholders. 

“You have every reason to be pleased 
with the results of the operation of Metro- 
politan in 1950. 

“The major test of a Life insurance com- 


and in the increase of the insurance protec- 
tion which the company affords them. New 
high records ineach respect were made in 1950. 


‘Metropolitan has been able to maintain 
this year, with minor modifications, the pre- 
vailing dividend scales. The Company has 
also made appropriate additions to surplus 
funds and contingency reserves held for the 
protection of policyholders. This means that, 
with very few exceptions, individual policy- 
holders’ dividends will be equal to, or greater 


gratifying to report that, notwithstanding in- 
creased costs due to inflationary trends which 
have affected every business and every indi- 
vidual, Metropolitan has thus continued its 
low cost record.”’ 


Whether or not you are a policyholder in 
the Metropolitan Life Insurance Company, 
you will find the 1950 ‘Annual Report to 
Policyholders”’ interesting and informative. 
If you would like to have this booklet, sim- 
ply fill in and mail the coupon below. A copy 





pany’s value to the public is in the payment 
of benefits to policyholders and beneficiaries 


than, the dividends paid last year. It is 


will be sent to you without charge. 





High Lights 


Payments to policyholders and their beneficiaries . . . $837,000,000 
—the greatest sum ever paid in benefits in any one year by the 
Company. 

During 1950 the ownership of Metropolitan Life insurance was 
increased by a record amount of $3,725,000,000. 


The total in force was $45,425,000,000 on the lives of 33,150,000 
persons—$21,930,000,000 was Ordinary; $10,464,000,000 was In- 
dustrial; and $13,031,000,000 was Group. 

After deducting investment expense, the net rate of interest earned 
was 3.07% 


STATEMENT OF ASSETS AND OBLIGATIONS...DECEMBER 31, 1950 


(In accordance with the Annual Statement filed with the Insurance Department of the State of New York.) 


ASSETS IN THE COMPANY’S POSSESSION 

Bonds .. * ° . . $7,563,030,021.20 

U. S. Government 's2, 868. “782, 497.44 
Canadian Government 211,012,588.10 
Provincial and Municipal Sani cet 67,643.429.06 
Relea... +s + ft le ss © «eee 
Public Utility . « 1,369,897,129.54 
Industrial and Miscell: ancous . 2,396,007,960.42 
Bonds of the Company's housing develop- 

ment corporations ie hee Se 


Stocks .. oe om 161,909,397.72 
All but $7,452, ‘502. 72 are . Preferred or Guaranteed. 


121,095,071.93 


Mortgage Loans on Real Estate 1,494,180,283.78 


Mortgage Loans on Urban Properties . 
Mortgage Loans on Farms . 


$1,368,405,298.20 

125,774,985.58 
Loans on Policies ° 423,056,767.55 
Made to policyholders on the security ‘of their policies. 


Real Estate (after decrease by adjustment of $14,000,000.00 
in the aggregate) . ss See 
Housing projects and other r res nT estate ac- 
quired for investment . 

Properties for C ompany use 

Acquired in satisfaction of mortgage in- 
debtedness (of which $5,149,699.81 is 
under contract of sale) . 


284,524,458.56 
228,599,995.17 

41,516,517.97 

28,407,945.42 


179,412,703.97 


450,252,553:13 


Cash and Bank Deposits 
Premiums, Deferred and in Course of Collection 


Accrued Interest, Rents, etc.. 81.705,405.77 
TOTAL ASSETS . $10,338,071,651.68 


OBLIGATIONS TO POLICYHOLDERS, BENEFICIARIES, AND OTHERS 
Statutory Policy Reserves . $8,783,541,759.00 
This amount, which is determined in sicabsiiilieas with legal re- 
quirements, together with future premiums and reserve inter- 
est, is necessary to assure payment of all future policy benefits. 


Policy Proceeds and Dividends Left with Company 
Policy proceeds from death claims, matured endowments, and 
other payments, and dividends—left with the Company by 
beneficiaries and policyholders to be paid to them in future 
years. 


575,626,718.00 


Reserved for Dividends to Policyholders 172,477,246.00 
Set aside for payment in 1951 to those policyholders eligible 


to receive them. 
Policy Claims Currently Outstanding . 
Claims in process of settlement, and estimated claims that 
have occurred but have not yet been reported to the Company. 
Other Policy Obligations 
Including premiums received in adv ance, special r reserves 5 for 
mortality and morbidity fluctuations. 


41,962,052.40 


68,842,135.82 


38,016,113.00 
10,000,000.00 
25,479,914.09 
$9,715,945,938.31 


Taxes Accrued (Payable in 1951) 
Contingency Reserve for Mortgage on, 
All Other Obligations 
TOTAL OBLIGATIONS .. . 
SURPLUS FUNDS 


$115,389,000.00 
. 506,736.713.37 


Special Surpius Funds 
Unassigned Funds (Surplus) . 


622.125.713.37 
« $10,338.071,651.68 


TOTAL SURPLUS FUNDS 
TOTAL OBLIGATIONS AND SURPLUS FUNDS 








NOTE—Assets amounting to $485,501,548.28 are deposited with various public officials under the requirements of law or regulatory authority. 


In the Annual Statement filed with the Massachusetts Insurance Department, 


Statutory Policy Reserves are $8,783,606,754.00. Policy Claims 


Currently Outstanding are $41,962,052.40 and All Other Obligations are $25,414,919.09. 
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Home Office Life Underwriters at White Sulphur Springs 


President Cheney Gives Views on 
Some Underwriting Matters of ‘Today 


Current matters of outstanding inter- 


est to home office underwriters were 
discussed by George W. Cheney, vice 
president of Phoenix Mutual Life in 


his address as president of the Home 
Office Life Underwriters Association at 
its White Sulphur Springs meeting this 
week. He recalled the early days of the 
association and the great changes in 
practices that has taken place. He was 
one of the charter members. 
Non-Medical Insurance 

Turning to the subject of non-medical 
insurance Mr. Cheney said: “It has been 
well demonstrated by the experience of 
over 25 years that insurance without 
medical examinations can be safely and 
profitably issued for moderate amounts 
up to age 35 or perhaps to age 40. Cer- 
tainly above age 40, the non-medical 
mortality experience becomes unfavor- 
able. Originally the maximum limit so 
issued was generally $2,000, but now 
many companies will issue $5,000 freely, 
and some up to $10,000. The usual prac- 
tice is to grant an additional amount 
after one year. When the companies 
first studied the question of non-medical 
insurance, it was anticipated that there 
might very likely be an increased mor- 
tality due to physical impairments, per- 
haps not even known to the applicant, 
and information as to medical histories 
might be withheld. 

“However, it was felt that the saving 
in medical fees would more than offset 
this increased mortality. I don’t believe, 
however, that companies have experi- 
enced much of an increased mortality 
on their non-medical business issued up 
to age 35. An important advantage, of 
course, is the great convenience to the 
agent in not having to arrange for a 
medical examination. This especially ap- 
plies to the new agent anxious about his 
sale. With a non-medical application, 
he has the opportunity of completing 
the transaction in one interview if he 
can secure an adequate prepayment. If 
the insurance is issued exactly as ap- 
plied for, the company assumes the risk 
from the date of the application and the 
policy could be sent to the applicant by 
mail. 

“I think that it is wise for a com- 
pany to limit the privilege of writing 
non-medical to its own agency force, and 
it goes wtihout saying that the agents 
should be constantly reminded of their 
great responsibility in this program. In 
this connection, I think we will all agree 
that the writing of non-medical insur- 
ance is in much safer hands today than 
it was 25 or 30 years ago. Our agents 
are much more carefully selected and far 
better trained than they used to be. 
This result has been brought about in 
very large measure by the splendid work 


done by the Life Insurance Agency 
Management Association by reason of 
the studies that have been pursued 


through many years on selection meth- 
ods and in the establishing of guide- 
posts for companies to follow in picking 
new agents. 

“Now, just a comment as to the form 
of application used when the applicant 
can be insured on a non-medical basis. 
Most companies, I believe, have a special 
form which contains on one side all the 
necessary questions. It is perfectly pos- 
sible and convenient to rearrange the 
form known as the Part II so that fill- 
ing out the Part I and the face of this 
Part II will give all the information 
needed. Therefore, in the non-medical 


case, the agent can secure the applicant’s 

signature to both the Part I and the face 
of the Part II and sign as witness. In 
cases w here an examination is required, 
the examiner would ask the questions on 
the face of the Part II and then com- 


plete the reverse side. The only possible 
objection to this arrangement is that the 
applicant has to sign twice. 

Application Referred to Medical 

Department 

“If a company is willing to give the 
Senior Underwriters authority to un- 
derwrite and accept amounts up to $50,- 
000, then it should not be necessary to 
refer to the medical department more 
than about 25%, or at the very outside 
30%, of all applications received. This is 
on the basis, furthermore, that the un- 
derwriters only approve the absolutely 
clear cases with no questionable medical 
histories or physical findings. The only 
exception to this would be the simple 
overweight case for which a rating can 
readily be determined by the under- 
writer. I am aware of the fact that in 
some companies this percentage has 
been reduced to 10 or even lower by 
having one or more of the underwriters 
specifically trained to develop cases with 
questionable medical features. The de- 
gree to which this may be done depends 


Campbell, Phoenix 


upon how far the company wants to go 
in the training of the lay underwriter. 
But even if the underwriter refers to 
the medical department every case 
where there is any doubt in his mind as 
to the insurability of the applicant, the 
result should be that at least three- 
quarters of all applications received can 


be taken care of without the necessity 
of securing a medical opinion. The ad- 
vantages of such a result are, I think, 


quite obvious. 
Underwriting by Territory 

“Whether or not it is practical for a 
company to divide its agencies in groups 
for underwriting purposes depends, of 
course on the average number of appli- 
cations received daily. I would say that 
probably it would not be worthwhile to 
do this unless a company received at 
least 50 or €0 applications a day on the 
average. 

“My 
companies which 
tories group their agencies by 
phical areas. In my own company, 
are three underwriting divisions and, 
since the daily average is about 100 
applications, each division averages from 
30 to 35 applications a day. However, 
we have an alphabetical and not a 
geographical division, and I would com- 
mend this plan to you. One advantage is 

(Continued on Page 18) 


impression is that most of the 
underwrite by terri- 
“geogra- 
there 


Mutual Counsel, 


On Application and Binding Receipts 


Hugh S. Campbell, counsel, Phoenix 
Mutual Life, in his address before the 
Home Office Life Underwriters Associa- 
tion at White Sulphur Springs this 
week, spoke on “Applications and Bind- 
ing Receipts.” 

“The life insurance application has a 
dual role to perform,” Mr. Campbell 
said. “It is expected to provide fact an- 
swers to questions so designed as to 
supply the underwriter with information 


which will permit him to determine, to- 
gether with information derived from 
other sources, the insurability of the 


applicant. The other role of the applica- 
tion is the idea that it constitutes the 
basis of the insurance contract. The 
application is sometimes considered the 
offer; the issuance and delivery of the 
policy by the company is considered as 
the acceptance, the two elements to- 
gether constituting the contract. 

“As a rule, both application and policy 
form will be drafted to require certain 
conditions precedent to be fulfilled be- 
fore any contract comes into existence. 
For example, the application form will 
commonly provide that (1) the applica- 
tion be approved at the home office, (2) 
the policy be issued, (3) the policy be 
delivered and (4) that the first premium 
be paid. These so-called conditions 
precedent are included by the company 
for its protection.” Continuing, Mr. 
Campbell said: 

The Agent as a Factor 

“The picture is complicated at the 
outset, however, by the fact that insur- 
ance contracts are made through the 
medium of agents which introduces ele- 


ments and principles of the law of 
agency. Thus we encounter questions 
with respect to the authority of the 


agent, his power to bind the company, 
whether his knowledge of facts concern- 
ing the applicant is imputable to the 
company, whether acts or words of the 
agent in taking the application and in 
dealing with it thereafter are such as 
to constitute a waiver of some provision 
designed to protect the company with 
the consequence that the company may 
be bounded when it did not intend to be. 

“This supposedly simple contract which 
results from the offer and acceptance is 
not so simple as it originally appeared 
to be. The popular notion is that the 





says. In prac- 
whatever the 
be some- 


contract means what it 
tice it is likely to mean 
court says it says, which may 
thing quite different. 

“Historically, every 


statement made 


by the insured in his application for 
insurance was deemed to be a_ war- 
ranty,” Mr. Campbell said, “for the 


slightest breach of which the company 
was entitled to invalidate the contract 
and to forfeit the payments made by the 
insured. The courts and the legislatures 
so rebelled at the action of the com- 
panies that they effectively plugged this 
technical loophole for escaping liability. 


The result has been that statements 
made by the insured are no _ longer 
deemed to be warranties but  repre- 


sentations which need only be substan- 
tially true.” 
Binding Receipts 

Claiming that there is a great deal of 
confusion and uncertainty attached to 
the question of binding receipts, Mr. 
Campbell added: 

“The confusion would be completely 
dispelled if it were frankly admitted that 
the so-called binding receipt is a sales 
device whose primary function is to pro- 
mote the sale of insurance and only sec- 


ondary to provide coverage. I feel that 
the term is a complete misnomer and 
that much of the difficulty which the 


companies have ex xperienced is directly 
ascribable to the use of the term. It is 
a conditional receipt without question 
and should be so designated. This is 
true of both the approval and the in- 
surable type receipts.” 

In conclusion Mr. Campbell stated: 
“All of you know that the life insur- 
ance contracts of today are much more 
liberal than those of an earlier day. 
Part of this result has been produced 
under compulsion of law, but a large 
part has been produced by a change in 
the attitude of the companies themselves 
who have grown increasingly aware of 
the quasi-public service nature of the 
insurance business. The fact is the com- 
panies have moved faster than the courts 
and part of the lawyer’s job today is to 
educate the courts in an effort to cor- 
rect the inequities and deficiencies which 
exist in the body of insurance law. This 
will be, however, a long and gradual 
process.” 


Officers Elected 





WEBSTER 


ANDREW C 


Home Office Life Underwriters Asso- 
ciation elected the following officers and 


members of the executive council at its 
White Sulphur Springs meeting this 
week: 

President, Andrew C. Webster, mana- 
ger of selection, Mutual Life of New 
York. 

Vice president, Marshall L. Cleaves, 
underwriting vice president, Home Life 
of New York. 

Vice president, John C. Archibald, un- 
derwriting vice president, Bankers Life 


of Iowa. 


Secretary, Thomas K. Dodd, vice presi- 


dent, underwriting, Connecticut Mutual 
Life. 

Treasurer, George A. Pillman, as- 
sistant secretary, Mutual Benefit Life, 
New York. 

Editor, Arthur Faulkner, manager, un- 
derwriting department, Massachusetts 
Mutual Life. 


New Members Executive Council 

J. E. Morrison, underwriting execu- 
tive, Great-West Life; A. N. McAulay, 
vice president, National Life of Ver- 
mont; J. T. Phillips, vice president in 
charge of underwriting, New York Life; 
Earle M. MacRae, actuary, Occidental 
Life. 

Hold-Over Members 

Frank G. Whitbread, vice president, 
Reliance Life; Henry W. Cook, IJr., sec- 
ond vice president, Columbian National; 
Henry J. Southern, Jr., second vice 
president, Union Mutual; Arthur H. 
Evans, underwriting officer, Fidelity Mu- 
tual. 

Ex-presidents on Executive Council 


president and 
Dougias 


Shepherd, vice 
actuary, Prudential; 
second vice president, Metro- 
Walter O. Menge, first vice 
Lincoln National; Alton P. 
Morton, associate actuary, Prudential; 
George W. Cheney, second vice presi- 
dent and secretary, Phoenix Mutual. 


Pearce 
associate 
S. ‘Craig, 
politan; 
president, 


State and Highway Police 
Study by Morris Pitler 


An occupational study of state and 
highway police was made by Morris 
Pitler of Mutual Life of New York and 
reported upon at the Home Office Life 
Underwriters meeting. This study sup- 
plemented and brought up to date two 
other studies on this general subject 
It covered six-year period from 1945 
to 1950 inclusive. 

In concluding his report Mr. Pitler 
said: “I should like to call attention to 

(Continued on Page 18) 
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Fidelity Mutual In Force 
$700 Million by Dec. 31 


PRESIDENT ROBERTS’ PROPHECY 





Individual Underwriting on Apps of 
Applicants Subject to Active Military 
Duty; Co.’s Investment Picture 


In his address before the Fidelity Mu- 
tual Life’s field ss at White 
Sulphur Springs last week, President E. 
A. Roberts said that the ‘company had 
$667,000,000 in force at end of February, 
1951, and was looking to pass $700,000,- 
000 by December 31 of this year. New 
insurance paid for in 1950 was $70,118,000. 
Increase of insurance in force during 
the year was $38,669,000. Average amount 
of new policy was $6,576 as compared 
with $6,226 in 1949. 

An all-time high of 44.5% of the com- 
pany’s applications in 1950 were sub- 
mitted on the non-medical basis. 

Mr. Roberts said that 25 of its 72 
agencies paid for more than $1,000,000 
in 1950, nine of them going over the 
$2,000,000 mark and one paying for more 
than $4,000,000. Fewer new agents were 
recruited than in the preceding year, but 
they produced more than 25% more 
business than did the larger group of 
new agents in 1949. 


Favorable Mortality 


The 1950 ratio of actual to expected 
mortality was 46%. Policies on which 
death claims were paid had been in 
force an average of more than 25 years 
although 15 deaths occurred within the 
first year after the policy was pur- 
chased. The average age at death was 
63. Diseases of the heart and blood ves- 
vels and cancer were the cause of 83% 


of the death claims paid by the com- 
pany last year. 
The company paid five claims on 


policyholders killed in Korea, total claims 
being $37,338. The Fidelity Mutual han- 
dles the underwriting situation result- 
ing from the Korean conflict by special 
individual underwriting of applicants 
subject to active military duty. 


Discusses Securities 


investments in Govern- 
ment securities Mr. Roberts said: “The 
situation has swung around a good deal 
in 1951 and with the support peg being 
removed at least half a dozen issues of 


Discussing 


marketable Governments are now sell- 
ing below par. The Treasury is now 
offering to take the 2%’s of 1967- 72 and 


give in exchange therefore a 234% bond 
of longer maturity which nay not be 
sold, but which must be converted into 
14%4% notes, and quite probably at a 
discount, if the holder desires to turn 
the new 234’s into cash. 

“Almost overnight we find a tightened 
money market where many companies 
like our own are committed to buy about 
all we can see in the way of excess in- 
come during part or all of 1951. 

“For the past several years our assets 
have been climbing at the rate of $1,- 
000,000 a month. In addition to this in 
1951 we will receive cash on the call and 
maturity of certain securities, the re- 
payment in substantial sums of mort- 
that are on an amortizing plan 

and from other miscellaneous sources. 
This should bring about higher rates of 
interest return on securities newly of- 
fered and should lower the premium to 
be paid for mortgages. Here again I 
am somewhat in the field of prophesy 
and time alone can tell. Much of what 
happens will be affected by future Treas- 
ury decisions. 

“We intend to convert the major part 
of our long 2%’s to the new 234’s. We 
have so largely traded out of that ma- 
turity that the question is almost aca- 
demic with us. Such is not the case 
with many of our sister companies as 
you will observe in the insurance and 
other trade journals. 


yages 


Investments of 1950 
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(Continued on 


million was in- 


Page 9) 


“Approximately 


Fidelity Mutual Panel 
On Business Policies 


LED BY COUNSEL H. S. REDEKER 


Average Size Business Policy From 
$30,090 to $40,000; General Agents 


Give Experiences 








One of the panels at Fidelity Mutual 
Life convention in White Sulphur 
Springs last week covered business in- 
surance topics. Harry S. Redeker, gen- 
eral counsel, made the opening remarks. 
Panel consisted of these general agents: 
Arthur L. Sullivan, New York; N. G. 
Caputi, Providence, R. I.; George A. 
Hatzes, Washington, D. C.; and C. K. 
Gordy, New Haven. 

Mr. Sullivan said that the percentage 
of cases in his agency in which business 
insurance approach is used is 43% by 
volume and 22% by lives. Of phase of 
business insurance stressed most, stock 
purchase is 40%, key man, 50% and 
partnership, 10%. 

In concluding his remarks Mr. Rede- 
ker said that three of the general agents 
on the panel used business insurance 
approach in half their cases. Mr. Gordy 
used it initially three times out of four. 
The average size policy in business in- 
surance of these agencies runs from 
$30,000 to $40,000. This compares with 
$6,000 to $8,000 in simple programming 
or package selling. With only 9% of the 
Hatzes agency lives, business insurance 
represents 26% of its volume. 


Redeker on Stock Purchases 


Mr. Redeker said in part: 

“Stock purchase by the individual 
surviving shareholders is preferable to 
stock retirement by the corporation for 
the several reasons explained on Page 
57 of the Speciment Booklet. It may not 
always be practicable to use stock pur- 
chase—particularly in these days of sal- 
ary freezes which preclude unlimited 











cal equipment business. 


and thoughtful agent! 








Pontius Tells Why New 
Men Sell From Start 

TOOLS AT ONCE AVAILABLE 

No Other Field Has Such Equipment 


for Beginners; Advice to 
Agents 








On the morning of the opening of 
the Fidelity Mutual Life’s convention in 
White Sulphur Springs last week Vice 
President Calvin L. Pontius expressed 
the opinion that life insurance is the 
only major business in the world which, 
combining joint humanitarian, social and 
economics aspects, offers a_ profitable 
career from the first day in which a 
neophyte starts work. 

This fortunate situation grows out of 
the evolution of generations of experi- 
ence which includes that of the com- 


pany making insurance ownership avail- 
able and the army of salesmen who have 
helped life insurance reach the magni- 
tude and achieve the popularity now 
characteristic of it. From the days of its 
infancy the life insurance contract has 
not been static, he said. As the needs 
of the people have changed, the contract 
has marched along with the progress 
of the nation’s citizenry, furnishing an 
expansion and a liberalization of the 
policy which match and further that 
progress. 


Most Sales Not Complex 
All of this has resulted. in the new 
agent finding himself provided with an 


(Continued on Page 9) 





increases that could be made 
available for premium payments. In 
many cases, therefore, the second choice 
—stock retirement plan—must be util- 
ized.” 


salary 








Monte A. Goldstein 


on the completion of another fine year as a member of 
our Agency and our Company. 

Mr. Goldstein joined our Company as a Special Agent 
over 17 years ago, after disposing of his interest in a chemi- 
He has applied himself through 
these years to the problems of men and women who need 
and buy life insurance, to business organizations with key 
men, to buy and sell, and other business life insurance 
problems. He has also been helpful to employers in ar- 
ranging employee retirement plans and to men and women 
with important estate tax matters as to the availability of 
life insurance for the solution of such problems. 

Over these 17 years, Mr. Goldstein has assisted many 
men and women with their financial and insurance plan- 
ning problems and has paid for approximately $8,000,000 
of personal, business and retirement insurance. An excel- 
lent record of consistent production by a highly competent 


We are proud to have Mr. Goldstein as one of our 
Associates. We join in Congratulations for a fine record 
and in best wishes for continued success! 


WILLIS F. McCMARTIN, General Agent 
AND ASSOCIATES 
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Congratulations 


To 
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If Urgent, Women Will 
Save, Says Miss Ullrich 


TALKS TO FIDELITY MUT. AGTS. 





They Also Know How to Figure; Sees 
No Economics Training for 


Widowhood 





The average woman can find money 
to buy anything she wants if she wants 
it enough. And women can save money, 
too, but they must save it for something 
—not just for the sake of having a bal- 
ance in the bank as men do. 

This observation was made at Fidelity 


Mutual Life convention last week by 
Elsie Ullrich, agency secretary. From 
the feminine viewpoint she was giv- 


ing tips about women which will help 
agents in understanding more about 
them as prospects for insurance or as 
influences in helping make possible the 
sale of insurance to their husbands or 
children. 

When it comes to spending money 
man is more inclined to think objec- 
tively, in terms of the world outside. 
The speaker continued: “Woman thinks 
subjectively—she must be able to iden- 
tify an object or a happening with her- 
self before it can become important to 
her.” So, whatever you have to sell to 
her must be presented in terms of 
something she intuitively identifies with 
herself which means her needs, her par- 
ticular points of interest. 


Acumen of Wives 


“And don’t ever take too seriously the 
idea that women can’t count, just be- 
cause she gets her check book balance 
completely out of line, or stripped right 
down to the bare bone. It doesn’t mean 
she couldn’t work it out right if she 
wanted to do so. You'll find that there’s 
usually some very good reason why she 
benefits by letting the checkbook stub 
become pretty well involved. Maybe she 
comes out a lot better by an extra $20 
now and then if she just doesn’t know 
too definitely how much she has or ac- 
cidentally gets down to her last penny 
now and then. Or, maybe, in spite of 
all his fussing and stewing she knows 
that friend husband (though he never 
would admit it) gets a certain satisfac- 
tion from straightening out the check- 
book. It casts him in the role of the big 
strong protector of the clinging wife 
who can’t count and to whom mathe- 
matics are so confusing. But she can 
count all right. Don’t underestimate the 
counting power of your client’s wife.” 

The average woman is trained in ad- 
vance for every phase of life except one. 
They are trained for college, for voca- 
tional choices, marriage, motherhood, 
but they are not trained for widowhood, 
said Miss Ullrich. 


Changing Statures 


“Vet, any wife may become a widow,” 
she said. “Women live longer than men. 
The average wife now living will be a 
widow for approximately eight years. 
There are 7,000,000 women in this coun- 
try over 65 and 55% are widows. That 
compares with 3,000,000 men over 65, 
only 23% of whom are widowers.” 

Miss Ullrich traced the economic and 
home responsibilities of men and women 
from the early days of the country. At 
the start the man was responsible for 
providing from the land for himself and 
his family. He built his home in the 
woods or near the forests. He was the 
provider. Eventually, he grew more than 
he needed an sold it at a profit. Grad- 
ually he moved out of the sphere of ac- 
tual provider into the world of business 
and industry. He came to think of 
money in terms of power, of standing 
among his fellow men, of prestige. Then, 
the woman in the home moved into the 
role of provider—not to be confused 
with role of money maker. She made 
sure that the children had clothes, that 
there was food on the table. She be- 
came the provider at point of consump- 
tion. Through this evolution she has 
come to think of money only in terms 
of what she can get for it. Money, as 
such, is useless to her until it is spent.” 
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Bert N. Mills Dies 
After Long Illness 


A LIFE ADVERTISERS FOUNDER 





Retired as Secretary of Bankers Life Co. 
in 1945; Former President Insurance 


Ad Conference 





As mentioned briefly in The Eastern 
Underwriter last week, Bert N. Mills, 
secretary of Bankers Life Co. Des 
Moines, from 1928 to 1945, died in Des 
Moines on April 3 at the age of 64. Mr. 
Mills, who was nationally known for his 
work in insurance advertising, joined 





BERT 


N. MILLS 


sankers Life Co. in 1914 and served 31 
years before he retired in November, 
1945, because of a disability. He suf- 
fered for years from a rare lung ail- 
ment. In recent months he had been 
confined to a wheel-chair. 

Born at Harlan, Iowa, Mr. Mills lived 
during his youth in Mason City, Iowa, 
working as a reporter on the old Mason 
City Times-Herald. He was graduated 
from Grinnell College in 1906 and came 
to Des Moines in 1910 as a reporter for 
the old Des Moines Capital. Later he 
became city editor of that newspaper. 

After he joined Bankers Life Co. in 
1914, Mr. Mills instituted the use of 
direct mail advertising for insurance pro- 
motion and established the company’s 
sales organ, Onward, and its prede- 
cessor, Grit. Many advertising awards 
were given the company while Mr. Mills 
was supervising all the Bankers Life 
advertising activities. In addition to his 
insurance duties, Mr. Mills directed the 
publicity for the Liberty Loan cam- 
paigns conducted in Des Moines during 
World War I. 

He was secretary of the old Des 
Moines Press Club and of the old Polk 
County Automobile Association He 
edited the Iowa Motorist, published by 
the Iowa State Automobile Association. 
He was a former president of the In- 
surance Advertising Conference and was 
one of the founders of the Life Adver- 
tisers Association. Last year he was 
elected to an honorary life membership 
in LAA—an honor only one other man 
has received. He was active in the af- 
fairs of the Des Moines Chamber of 
Commerce and was a member of the 
Wakonda and Des Moines clubs. 

Surviving Mr. Mills are his wife, two 
daughters, a son, his father, two sisters 
and four grandchildren. 


Helped Start Life Advertisers Ass’n 


Commenting on Mr. Mills in early 
days of Life Insurance Advertisers As- 
sociation Kenilworth H. Mathus, who 
founded the association and who is with 
Printers’ Ink, said this week: 

“Those who knew Bert Mills well will 
remember him both as a gentleman and 


Shenandoah Life Holds Its 


Convention in New Orleans 

The agency convention of Shenan- 
doah Life was held at Roosevelt Hotel, 
New Orleans, April 2 to 4. A full pro- 
gram of entertainment and sightseeing 
was arranged for the qualifying under- 
writers and their wives. Paul C. Bu- 
ford, president of Shenandoah Life, 
was host at a reception and banquet 
on the opening night, and the affair 
included a floor show and dancing. 
Sightseeing tours and a special lunch- 
eon were scheduled on the second day. 

At the closing business meeting on 
the final day of the convention, Dr. 
Edward G. Simmons, executive vice 
president of Pan- American Life, was 
the principal speaker. Dr. Simmons, 
who first began his insurance career as 
an agent, related his personal experi- 
ences in selling insurance, and com- 
pared the problems he faced at that 
time with those confronting the pres- 
ent-day underwriter. 





a scholar. In early days of the founda- 
tion of Life Advertisers Association he, 
along with Ne’son White of Provident 
Mutual and Cy Stevens of Phoenix 
Mutual, gave inestimable help in getting 
that now flourishing organization off to 
a good start. His dignified manner, his 
impressive white hair, his kindly humor 
will be missed by all who knew him.” 


MARKS THIRD ANNIVERSARY 
Newark Office of Great-West Life Cele- 


brates Occasion by Placing 
Over $1,200,000 
The Newark, N. J., office of Great- 
West Life celebrated its third anniver- 
sary during March by placing over $1,- 





200,000 of personal life insurance, exclu- 


sive of Group and pension plans. In the 
three-year period this office now has 
over $10,000,000 of insurance in force 
There are now 12 men representing the 
company on a full-time basis. 

The Newark agency is under the di- 
rection of Verne K. Pitfield and is lo- 
cated at 549 Raymond-Commerce Build- 
ing. 


Reliance Staff Changes 

Four branch office staff changes have 
been annouced by Reliance Life of Pitts- 
burgh, effective April 16. Maurice I. 
Carlson, for the past three years man- 
ager of the Dallas branch, has been 
appointed assistant superintendent of 
agencies at the home office; Royce E. 
Goodbread, formerly assistant manager 
in Los Angeles, has been made man- 
ager in Dallas; Warren G. Fandrey of 
Los Angeles has been named assistant 
manager of southern California; Edgar 
Hartley, Jr., formerly field supervisor 
of the Roney Hilliard agency, Asheville, 
N. C., has been transferred to the train- 
ing section of the agency department at 
the home office. 











series of advertisements outlining advantages enjoyed 
NUMBER FOUR “aA field underwriters of the Equitable Life of lowa 


Compensated For 


SUCCESS 


Peta underwriters of the Equitable Life of 
lowa are compensated on a commission arrangement 
based on the assumption of a lifetime career. A 
liberal and comprehensive contract featuring life- 
time renewals for quality business, and other special 
remuneration, is the foundation of the compensa- 
tion plan. This modern contract is supplemented 
with sickness and hospital benefit plans, and com- 
pleted with Equifund, the modern retirement income 
plan for the Company's field associates which makes 
the term, Lifetime Association, a reality. 


HOvITABLE 


Lofe Insurance Company 


FOUNDED IN 1867 IN DES MOINES 


OF IOWA 








Voluntary Restraint 
On Credit Meet April 19 


INSURANCE SUB-COMMITTEES 


F. B. Wilde, R. B. Richardson, W. L. 
Vogler, A. V. Call, Regional Chair- 
men; Conference To Be in Wash. 





Life insurance will be well represented 
at the meeting of chairmen of regional 
committees of the new Voluntary Credit 
Restraint Committee which will be in 
Washington April 19. Chairmen will dis- 
cuss problems involved in relations of 
the regional committees, national com- 
mittee and various money-lending insti- 
tutions. The industry-wide voluntary 
code under which the committees are 
acting was promulgated by the Federal 
Reserve Board on March 12. 

Insurance companies, banks and _ in- 
vestment bankers and other lenders of 
funds have been invited to submit to 
regional committees questions as to de- 
sirable lending activities. Purpose of 
the program is to reduce inflationary 
pressures arising from expanding loans 
and to facilitate national defense. 


Insurance Regional Committee Chairmen 


Four regionz il committees for insur- 
ance companies and four for investment 
banking houses have been organized in 
Federal Reserve Districts. Chairmen of 
the regional life insurance subcommit- 
tees follow: 

Eastern ‘razar B. Wilde, 
president, Connecticut General. 

Midwestern division—Robert B. Rich- 
ardson, president, Western Life of 
Helena, Mont. 

Southwestern division—W. L. 
executive vice president, 
tional of Galveston. 

West Coast division—Asa Y. Call, 
president, Pacific Mutual. 

Members of the eastern insurance sub- 
committee follow: 

Julian D. Anthony, president, Colum- 
bian National Life. 

Frederic W. Ecker, executive vice 
president, Metropolitan Life. 

Robert E. Henley, president, 
surance Co. of Virginia. 

*. A. Camp, Jr., vice president, Lib- 
erty National. 

W. W. Bodine, chairman, Penn Mu- 
tual. 

William F. Treiber, vice president, 
Federal Reserve Bank. 





Vogler, 
American Na- 


Life In- 


Endorse F. L. Garrabrant 
For Secretary of NALU 


The name of F. Leroy Garrabrant was 
submitted as a candidate for the position 
of secretary for the National Associa- 
tion of Life Underwriters following the 
recommendations of the executive board 
of the New Jersey State Life Under- 
writers Association, which met at the 
Hotel Robert Treat in Newark recently. 

In making the announcement, Joseph 

Fox, general agent for Berkshire 
Life and president of the State Associa- 
tion, said, “Leroy Garrabrant, as a na- 
tional trustee, has served the National 
Association of Life Underwriters, its 
members and the insurance industry 
with unceasing enthusiasm and with 
great ability. For a number of years he 
has been an important part of the Na- 
tional Association’s activities and gained 
wide attention for his work as chairman 
of the public relations committee. He 
was the guiding light behind the found- 
ing of the Monmouth County Life Un- 
derwriters Association, served ably as a 
state president in New Jersey and is 
one of our most valued association ex- 
ecutives. 

“We are sure that others will agree 
with us that Garrabrant should go ahead 
in the National Association and assume 
the post of secretary, which he can so 
capably handle. It is noteworthy that 
not only the state, but all of the other 
chapters in New Jersey have unani- 
mously and most heartily endorsed his 
entering the campaign.’ 
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Leaves Philadelphia to 
Become Oakland Manager 





Photo-Crafters 


KELLY 


EDGAR M. 


In announcing the promotion to be 


Prudential’s Oakland 
Edgar M. Kelly the company’s western 
home office director of agencies, Donald 
QO. Cramer, commented on Mr. Kelly’s 
remarkable record in production and 
recruiting when serving as assistant 
manager of the Philadelphia agency. 
Mr. Kelly succeeds Herrick Brown who 
has asked relief from full managerial 
duties. He will assist Mr. Kelly as 
ciate manager after the new manager 
arrives in Oakland about June 1. 

A native of Philadelphia, Mr. Kelly 
joined Marine Corps in 1932 and left 
the service in October, 1937, when he 


agency manager of 


asso- 


became a district agent of Prudential 
at Camden, N. J. Next, he was made 
Camden staff manager and in Septem- 


reentered the military service. 
Prudential in July, 
1946, becoming a special agent in the 
Philadelphia agency. Fourteen months 
later he was made int manager of 
the Philadelphia agency. In Philadelphia 
he completed advanced courses in insur- 
ance studies, including work at Penn 
State and University of Connecticut. He 
has a daughter, 8 and 


ber, 1943, 


He returned to 


assist: 


a son, 5. 


Asst. Medical Head of Mutual 


Dr. W. Pepper Constable, Jr., of 
Princeton, has been promoted to as- 
sistant medical director of Mutual Life 
of New York. Dr. Constable, a gradu- 


ate of Princeton University and Harvard 


Medical School, joined the company in 
October, 1949 as a medical examiner. He 
was a flight surgeon during World 
War II. 


Great-West Production 


With new March of $21,- 
600,000 setting that month, 


business in 
a record for 


Great-West Life’s total for the first 
quarter exceeded $80 million. Business 
in force at the end of the quarter was 


over $1,730,000,000. 

March business was nearly $2 million 
better than the corresponding month in 
1950. The Chicago agency again led all 
the company’s branches with California 
second; Newark, third; St. Louis, fourth 
and Winnipeg, fifth. Newark enjoyed 
its best month ever. 

A. H. Thorndycraft, veteran Winni- 
peg underwriter, was individual company 
leader for the month. D. A. Stevenson, 
Sherbrooke, Quebec, placed second. 
Third and fourth respectively, and tops 


among United States representatives, 
were H. A. Feustel, Los Angeles (Wil- 
shire) and G. H. Smith, Santa Monica, 


California. 


Large Registration for 
New School Insurance Course 


Philip chairman of the new 
course, “Life Insurance: Principles and 
given by the New School 
for Social Research at the McMillen 
Institute, 4CO Madison Avenue, New 
York, reports that highest percentage of 
new persoumel from mid- 
town agencies. The c‘'ass begins April 14 
and meets for four consecutive Satur- 
days from 10 o'clock to 12:30 o’clock to 
prepare students for the May New York 
State life insurance agents examination. 
Those who pass this exam are licensed 
to sell all forms of life insurance and 
annuities. Tuition for the course is $12, 
which includes the registration tee. 
Registrations are accepted at the New 
School for Social Research, 66 West 
12th Street, or the McMillen Institute, 
400 Madison Avenue. 


Gordis, 


Practices,” 


students are 


EMPIRE LIFE APPOINTMENTS 

The Empire Life has opened a new 
branch in North Toronto, Canada, with 
Scott F. D. Taylor, manager. The com- 
pany also has named E. W. Kaitting 
chief accountant, succeeding H. L. Car- 
ter. 


MUTUAL LIFE, N. Y. LEADERS 





Richard E. Myer Agency Is Company 
Leader for First Quarter in 
Volume and Policies Sold 
The New York (Myer) agency of Mu- 
tual Life of New York led all the com- 
pany’s agencies throughout the country 
in both volume of insurance sold and 
number of policies sold during the first 
1951, it announced by 
Hale, and 


agencies. 


was 
vice president 
manager of The agency is 
managed by Richard E. Myer, CLU. The 
Leland T. Waggoner, 
second in volume 


quarter of 
Stanton G. 


Boston 
CLU, manager, was 
and Grand Rapids, managed by Charles 
held second place in policies 
Kendrick C. 


agency, 


kE. Brown, 
sold during the period. 
Hawkes’ Seattle agency was third in 
volume and Spokane, managed by Lyle 
H. Funnell, CLU, was third in policies 
sold. 
HALLOCK SAN DIEGO SPEAKER 
Robert P. Hallock, Jr., Superintendent 
of agencies of the Massachusetts Pro- 
tective Association and the Paul Revere 
Life, addressed the April meeting of the 
San Diego Accident and Health Under- 
writers Association. 











“Soul END 


DIAPER 
SERVICE 








“I'll bet I could find some darn good prospects if I rode around 


your route with you!” 


Bankerslifemen Have Good 
Prospecting Methods 


Specific training in prospecting keeps Bankers/ifemen from 
needing to resort to the method shown here for finding 


prospects. 


During the first days in their agency offices, Bankers- 
lifemen are taught several different and specific methods of 


prospecting. 


We know that good prospecting is essential to 


success in the business. Therefore, we accept readily the 
responsibility of teaching new men how to locate and 


qualify prospects. 


Good prospecting procedure is just one of the career 
characteristics which make the typical Bankers/ifeman the 
kind of life underwriter you like to know as a friend, fellow 


worker or competitor. 


Bankers /ife ComPANY 


DES 


MOINES 





Advertising, Publications 
Manager for the Provident 





FREDERICK J. KIEFNER 


Vice President James H. Cowles of 
Provident Mutual Life has announced 
the change in title of Frederick J. Kief- 
ner from editor of publications to ad- 
vertising and _ publications manager. 
Mr. Kiefner recently celebrated his 15th 
anniversary with the company. He has 
served as chairman of the Keystone 
Group of Life Insurance Advertisers 
Association. 





Advertising Executives 
Meet in Winnipeg May 31 


Advertising executives of the 50-odd 
British, Canadian and American life in- 
surance companies operating in Canada 
will gather in Winnipeg, May 31 when 
the Life Insurance Advertisers Section 
of the Canadian Life Officers Associa- 
tion holds its 12th annual meeting. The 
annual meetings of the association and 
the Life Agency Officers Section will be 
held at the same time. 

Chief Justice E. K. Williams, of 
Manitoba, will be the guest speaker. 
Addresses will also be given by R. H. G. 
Bonnycastle, president, Winnipeg Cham- 
ber of Commerce and Alan M. Kennedy, 
director of public relations, Northwest- 
ern National Life, Minneapolis. 

Program arragements are in charge 
of a committee under the chairmanship 
of W. A. Neville, Great-West Life, as- 
sisted by J. P. Ferguson, London Life, 
and P. Ian Murray, Confederation Life. 
Over 200 are expected to attend. 


T. T. PHILLIPS DEAD 





Founder and Chairman of Gulf Life Was 
Aged 74; Brother of President 
E. L. Phillips 

T. T. Phillips, Sr, aged 74, founder 
and chairman of the board of Gulf Life 
of Jacksonville, died April 2, in a local 
hospital. He had successfully undergone 
an operation on March 22 and his death 
was unexpected. 

Native of Decatur, Ga. Mr. Phillips 
founded Gulf Life in Pensacola, Fla., in 
June, 1911. With the expansion of the 
company, he moved it to Jacksonville in 
1915, and since then it has enjoyed 
steady growth. 

Mr. Phillips remained as president of 
the company until 1947, when he as- 
sumed chairmanship of the board of di- 
rectors. He was succeeded by his 
brother, E. L. Phillips. 

The deceased is survived by _ his 
widow, Mrs. Bertha Phillips; a son, T. 
T. Phillips, Jr., and a daughter, Mrs. J. 
Judson Chalmers. 
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Northwestern 
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on the special 
record set by 
Northwestern Mutual 
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1950 FACTS IN BRIEF 


from the 93rd Annual Report to Policyholders of 


the NORTHWESTERN MUTUAL 


1950 
(Millions) 


The Company’s Income...... $365.6 


Benefits Paid and Credited. ... 319.7 


Cost of Operations, Including 


NBM OG soca rile erate nadie b.. 37.1 


Credited to Contingency 


ROGOEN CB ecer oases bse wae 10.9 
Contingency Reserves........ 167.5 
Set Aside for Dividends...... 39.4 


454.8 


New Insurance.............. 


(Billions) 
TOR Wee FORNE yc fxn + Ses 6.3 
Ree tA 2.6 
Net Interest Rate Earned... . .3.15% 


(63% from premiums, 24% 


from investments, 13% from 
other sources.) 


(Paid beneficiaries and policy - 
holders; credited policy and 
other legal reserves for future 


benefits.) 


(Home Office operating and in- 
vestment expenses, commis- 
sions, fees, taxes.) 


(1950 figure includes $2.1 mil- 


lions from 1949 tax reserve.) 


(Improving the ratio to total 
liabilities. ) 


(Continuing 1950 scale.) 


(A record average of $6,729 
per policy.) 


(Exceeding 1949 by 5%.) 
(Exceeding 1949 by 6%.) 


(Continuing gradual improve- 


ment from 3.01% in 1947.) 


1949 
(Millions) 


$348.5 


305.5 


ow 


156.5 


38.2 
110.3 


(Billions) 
6.0 

2.4 
3.138% 


These and other facts are presented and interpreted for policyholders in the Annual 
Report now being mailed to them. You’re welcome to a copy on request. 








@ Total insurance in force in all life insurance com- 

panies is $228 billion on 83 million lives—or an 

average of $2747 of life insurance protection. 
Contrast this figure with the new record made by 





: isin rome average set this past 
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Harold A. Loewenheim 
Marks Ist Anniversary 


HOME LIFE OF N. Y. MANAGER 





Agency’s Production Exceeds Expecta- 
tions; Assistant Manager Is 
Harold Liebross 





Harold A. Loewenheim, manager for 
Home Life of New York, recently cele- 
brated his first anniversary as manager 
with the company in his offices at 11 
West Forty-Second Street, New York. 
Plans for the present organization were 
formulated two years ago when Mr. 
Loewenheim started to recruit the six 








LOEWENHEIM 


HAROLD A. 


representatives now associated 
Progress of this group is at- 
tested by the fact that their average 
earnings for the past year exceeded 
those of the previous year by more than 
33%. The agency’s production for the 
year exceeded home office expectations 
by more than 331/3%. There is no brok- 
erage business included. It is the hope 
of Mr. Loewenheim that the produc- 
tion staff of the agency will be boosted 
to ten by the end of the second calendar 


full time 
with him. 


Mr. Loewenheim, who is a Chartered 

Life Underwriter, is immediate past 
president of the New York CLU 
Chapter. A graduate of Princeton Uni- 
versity, he became associated with Home 
Life in 1944. He served as a planned 
estate field underwriter and as an agency 
field assistant. He served as an 
assistant manager in the New York- 
Evans Agency and the New York-Joseph 
Agency. He was associated with Clarence 
Oshin in the New York-Oshin Agency 
as associate manager concentrating on 
recruiting and training of full-time 
career life underwriters. 

He served as chairman of the 1949 
CLU Forum, vice chairman of the 1951 
sales congress of the Life Underwriters 
Association of the City of New York 
and is on the committee of the New 
York CLU Forum which will be held 
April 19. He is chairman of the 1950-51 
LUTC and is on the faculty of the New 
York City Association’s training course. 
A resident of Larchmont, Mr. Loewen- 
heim is chairman of Larchmont Federa- 
tion of Jewish Philanthropies Campaign, 
and a member of the Qu: iker Ridge 
Country Club, Scarsdale. He is also a 
member of the Princeton Club of New 
York 

Assistant manager of the 
Harold Liebross, who was appointed to 
that post in January. His background 
includes training in law and as an ac- 
countant. Before joining Home Life he 
served | as assistant to the controller of 
a large manufacturing company. Prior 
to his appointment as assistant manager 
he did an outstanding job in building 
clients through Home Life’s Planned 
Estates procedure. Mr. Liebross has 
passed Part A of the CLU examination. 


also 


agency is 


Seymour H. Kopelman, who practiced 
law before entering the insurance busi- 
ness, is the leading field underwriter of 
the agency. He passed all five CLU 
examinations last year. 

Other associates of the agency are 
Sidney Sternhell, CLU, Lawrence H. 
Rosenthal, Edmond J. Nouri and Sey- 
mour B. Danchig, who ranked fourth in 
production for the month of March for 
the entire company. The agency also 
has two younger men, William V. Van 
Herwarde and Jay L. Funston, who are 
being trained under Home Life’ s train- 
ing procedure for a career in life un- 
derwriting. 

Mrs. Madeline 
office manager. 


Siegel is the agency’s 


Prudential Southern Agents 
Meet at Hot Springs, Va. 


Sales representatives from five south- 
ern agencies of The Prudential gathered 
at Hot Springs, Va., on April 5 for 
the first of a series of “inter-agencies” 
according to Sayre 
Pruden- 


conferences which, 
MacLeod, CLU, 
tial Ordinary agencies department, will 
be held in various sections of the coun- 
try through June. Attending will be 
agency managers and leading assistant 
managers, special agents and _ brokers 
from the company’s 90 agencies. 


vice president, 











Connecticut General 


Life Insurance Company 


Hartford, Connecticut 





FRAZAR B. WILDE 
President 


EIGHTY-SIXTH ANNUAL REPORT 


DECEMBER 31, 1950 


OBLIGATIONS 
+ Funds set aside for future payments to policyholders and beneficiaries $678,894,919 
Money paid to policyholders and beneficiaries, and put back with the 
Company to be held on deposit at interest. Also premiums paid 
in advance by policyholders 68,885,656 
Participating policy dividends payable in 1951 3,424,672 
Taxes payable in 1951 4,559,564 
Special funds set aside chiefly because present interest rate is less 
than is guaranteed in certain policy contracts 19,000,000 
All other obligations 2,256,443 
Total obligations $777,021,254 
Capital stock $ 6,000,000 
{ Contingency funds 25,289,000 
Surplus 34,546,308 
Total to provide additional security for policyholders and beneficiaries 65,835,308 
Total $842 856,562 562 
+ These funds shown in Massachusetts, New York, Ohio and Tennessee state- 
ments differ slightly because of technicalities in the laws of those states. 
ASSETS 
Bonds $436,260,776 
Stocks 21,884,927 
First mortgage loans 319,962,512 
On city and farm properties (including FHA home loans and 
loans under the veterans’ home loan program of $99,873,010) 
Reai estate (including $2,518,421 for Home Office) 19,075,340 
Loans to policyholders 16,307,201 
Bank deposits and cash 10,190,563 
Other assets 19,175,243 
Premiums in process of being collected, accrued interest on in- 
vestments, etc. 
Total assets $842,856,562 


Insurance in force, December 31, 1950 $3,591,450,991 


LIFE, ACCIDENT, HEALTH AND GROUP INSURANCE AND ANNUITIES 





Made Division Group Sales 


Manager for New York Life 




































































































































WILLIAM L. FEHON, JR. 


William L. 


pointed Group 


has been ap- 

manager, South- 
New York Life, it 
Wendell Milli- 


man, vice president in charge of Group 


Fehon, Jr., 
sales 
eastern division, by 
has been announced by 
insurance. The company, which is en- 
tering the Group business this year, ex- 
pects to develop its field organization 
for initial sales operations this sum- 
Further appointments of managers 


offices will be an- 


mer. 
to head regional 
nounced in the near future, 

Mr. Fehon, whose headquarters will 
be in Washington, D. C., will direct 
Group sales activities in fifteen eastern 
states, ranging from New Jersey to 
Florida and from Kentucky to Missis- 
sippi. Sub-offices are being established 
in Philadelphia, Pittsburgh, Baltimore, 
Atlanta and several other major centers 
to be selected. 

Mr. Fehon entered the insurance field 
with the Prudential. After serving in 
the Army during World War II, retiring 


it was said. 


from active service as captain, he re- 
turned to the Prudential as a Group 
service representative. Prior to joining 


the New York Life’s new Group depart- 
ment he was district sales manager of 
Prudential’s Baltimore Group _ sales 
office. 


C. L. McMillen Advisor for 


New Life Insurance Course 

Clifford L. McMillen, who for 36 years 
was a leading general agent of North- 
western Mutual Life, will act in an ad- 
visory capacity for ‘the new course in 
life insurance given by the New School 
for Social Research. This class pre- 
pares for the New York State Life In- 
surance Agents Examination in May. 
The course will begin April 14 and will 
run for four consecutive Saturdays from 
10:00 a.m. to 12:30 p.m. Tuition for the 
course is $12, which includes registra- 
tion fee. Students may register at the 
New School for Social Research, 66 West 
12th Street, New York City or the Mc- 
Millen Institute, 400 Madison Avenue. 
All classes meet at the McMillen Insti- 
tute. 


DALLAS AGENCY MOVES 

American National’s Oak Cliff district 
offices, formerly located at 515%4 West 
Jefferson, Dallas, are being moved into 
a newly completed brick building at 310 
Sunset. Earl C. Brown, agency mana- 
ger, said the new building, property of 
the company, will give the agency sev- 
eral times the amount of space in the 
former location. 
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Cowden Admitted to Bar 


J. Fleet Cowden, Penn Mutual Life, 
Henry M. Faser, Jr., Agency, Boston, 
led all New England in total volume for 
both 1949 and 1950. He has just been 
notified that he has passed the Massa- 
chusetts Bar examination and will be 
admitted to the bar in Massachusetts. 
He is a graduate of the Harvard Law 
School. 


E. A. Roberts Report 


(Continued from Page 4) 


vested during the year 1950, of which 
approximately $12 million represented 
net income from operations and $28 mil- 
lion represented refunding or repay- 
ment of existing investments. The se- 
curities division invested $23 million and 
the mortgage division $17 million. New 
securities consisted chiefly of public util- 
ities and industrials. Almost $8 million 
were private placements. New mortgages 
consisted chiefly of residential loans 
either insured or guaranteed. The net 
increase in mortgage asset was $11 mil- 
lion. 

“Outstanding mortgage commitments 
at the end of the year were approxi- 
mately $16 million. In the light of Fed- 
eral Reserve Board regulations increas- 
ing the amount of down payments re- 
quired to purchase real estate, it is ex- 
pected that new construction in 1951 
will be substantially lower than in 1950. 
This probably will proportionately de- 
crease mortgages available for purchase. 

“The yield on securities purchased 
during the year was 3.03% and on new 
mortgages was 3.72%. Over-all net yield 
on investments was 2.98%. 

“We acquired in 1950, by purchase 
for investment, five parcels of real es- 
tate for a total of $600,000, and agreed 
to purchase two more parcels which will 
be acquired in 1951 for $1,345,000. 

“Mortgage interest delinquencies 
showed no appreciable change and pre- 
sent no problem at year end.” 

Total bonds owned by the company 
have decreased to 65% of assets and 
mortgages have gone up to almost 25% 
of the total assets. 


Pontius Talk 


(Continued from Page 4) 


amazing equipment which will meet the 
insurance requirement of almost every 
person upon whom he calls in solicita- 
tion. 

“And in most cases the contract which 
the new agent can sell is not a com- 
plicated one,” said Mr. Pontius. “He gets 
off to a running start; he has some- 
thing the public needs; he is in a mar- 
ket which is undersold; his equipment is 
within easy reach of his desk; but he 
must provide the motivation and the 
urge to get out and see the people.” 

Many persons have made public state- 
ments that life insurance can be tailored 
to meet any need, and to repeat this 
may apnear to be a cliche, but there are 
some aphorisms and epigrams, whether 
cliches or original expressions, which 
cannot be repeated too often. 

Agent Grows With Experience 

With the great equipment life insur- 
ance offers its field forces not one of 
its contracts was adopted unless based 
on a fundamental need. 

“The agent must early saturate him- 
self with knowledge of fundamentals,” 
Mr. Pontius said, “and then study the 
contracts in order to implicate the fun- 
damentals in his sales talks. As he 
keeps on meeting people he will ob- 
serve the real significance of those 
fundamentals and how many of them 
there are. At the beginning he will 
devote his energies to applying the more 
simple fundamentals—the young fellow 
with his first good job; the new family; 
the man who has just started a busi- 
ness on his own. These will all lead to 
insurance in other directions. As he 
develops his abilities and his opportu- 
nities he will have no difficulty in keep- 
ing pace with the development of his 
clients.” 


Great-West Life Holds ager; Gordon P. Rollo, supervisor of HEAR GORDON R. BINGHAM 
R ; i C f — non grec pe Morrison oy hg en University of Washington Insurance 
e 10na on erence ansen 1roup actuary ne of the tea- Society sponsored a dinner meeting last 
of tures of the meeting was.a panel dis- week at which time Gordon R. Bingham, 


Great-West Life held its western re- Cussion on “Selling in Today’s Market.” actuary, Northern Life, was the guest 

gional sales conference of managers and Presided over by J. B. Netteifield, Spe aker. Mr. Binghz am discussed “Agents’ 
: ; intendent of agencies, the participants Compensation.” 

representatievs this week at Colorado were R. H. Threlfall, Minneapolis; K. A. p 


Springs. Over 150 attended the three-day Mullins, Chicago; Cx Panet, Van- CROWN APPOINTMENTS 
meeting. couver; D. Jolin, Calgary; and 'W. A. I. M. Gilbert has been named asso- 
Johnston, Winnipeg. D. E. Kilgour, as-. ciate superintendent of posi ar gs" for the 


Speakers i ’. Manni : 

SF om ncluded H. W. Manning, sistant general manager and director of Crown Life in Canada, and G. Mar- 
vice president and managing director; agencies, was general chairman of the shall has been appointed setae super- 
Earl M. Schwemm, CLU, Chicago man- meetings. visor. 













Pro grams 


Suffer Disability, Too! 


Many a ire insurance program is disabled 
when its owner is. 





Emergency help from cash values is fine when 
the disability is a short one, but it has to be 
paid back. Waiver of premium keeps the 
insurance in force, but doesn't keep the 
family in groceries. 







The dollars from Income Disability insurance 
don’t have to be paid back. They support 
the insurance program and the family and the 
policyholder. 








Occidental writes Income Disability insurance 
(1) as part of the life policy, (2) in combi- 
nation with the life policy, (3) as a separate, 
independent policy, or (4) under Group plans. 







xb 
| ee, Life 


INSURANCE COMPANY OF CALIFORNIA 
W. B. STANNARD, Vice President 
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State Mutual Life, Worcester, 

a new Group office at 225 
New York. The new office is 
Stough- 


has opened 
Broadway, 
under the direction of Jason E. 
ton, home office representative in charge. 
Mr. Stoughton and his four associates 
in the new office are concentrating on 
Group sales and service in the New York 
City area. 

An open house was held at the new 
acquaint State Mu- 
and _ bro- 


offices recently to 
tual’s general agents, 
kers, with the new services 
Representing the home office at the 
open house were H. Ladd Plumley, vice 
Alan R. Will- 
and Carl 


agents, 
available. 


president of the company; 
son, Group division secretary; 


A. Whitman, superintendent of sales, 
Group division. 

State Mutual’s first Group office in 
New York City was opened at 79 John 
Street in 1946. These quarters were 


soon outgrown and the Group office was 


1948. The 


moved to 150 Broadway in 





D. J. Cravens, 51 Years With 
Kansas City Life, Retires 


D. J. Cravens, for many years general 
agent in Nebraska for Kansas City Life 
and associated with that company for 51 
years, retired March 31. He was long a 
close friend of the late J. B. Reynolds, 
past president and founder of Kansas 
City Life. He is widely known in Lin- 
coln and the state of Nebraska and has 
been active in the Shrine, Chamber of 
Commerce and the Isaac Walton League 
of Nebraska. In January, President W. 
E. Bixby of Kansas City Life pre- 
sented him with a diamond studded serv- 
ice pin in recognition of his fifty years’ 
service. 


New Dallas Agency Opens 

A new insurance agency owned by W. 
M. and Erwin Waldman, has opened its 
offices in the Gulf States Building, Dal- 
las, Tex. The agency will sell all forms 
of insurance. The two brothers have 
been in the insurance business for sev- 
eral years. W. M. Waldman began sell- 
ing insurance in 1939. He now special- 
izes in estate analysis and business in- 
surance. He is secretary of the Leaders 
Round Table of Texas and a member of 
the board of directors of the Dallas 
Association of Life Underwriters. 

Erwin Waldman will specialize in the 
fire and casualty business of the busi- 
ness. He audits insurance programs for 


individuals, business and industry. 


Mass., 





























Jerry Saltsberg & Associates 
Left to right—Carl A. Whitman, Jason E. Stoughton and Alan R. Willson 


Group office was maintained at that lo- 
cation until expanding Group operations 
in the New York City area made it nec- 


essary 


to acquire the 


quarters. 


present 


larger 
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“*"NOTHING BETTER 
In Life Insurance" 


MUTUAL TRUST LIFE’S 
PREFERRED RISK ORDINARY POLICY 


at Age 35 over a period of 20 years 
has an average yearly net cost per 
$1,000 of only $1.19. 


PETER B. FLEMING AGENCY 
Mutual Trust Life Ins. Co. 


175 Main St. 30 Church St. 
White Plains, N. Y. New York 7, N. Y 
WhHiete Plains 8-5175 WoOrth 2-4596 
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G. S. Haushalter’s New Post 


Appointment of George S. Haushalter as 
underwriting supervisor of Home Life of 
New York was announced by Marshall 
Cleaves, underwriting vice president. 

Mr. Haushalter brings to Home Life’s 
issue department extensive underwriting 
experience having served two other life 
insurance companies over a period of 
years as underwriter, senior underwriter 
and more recently as assistant secretary. 

As underwriting supervisor Mr. Hau- 
shalter will participate in all phases of 
selection. Mr. Haushalter is a Fellow of 
Life Office Management Association In- 
stitute and currently is serving on the 
examination committee of the associa- 
tion. He is a resident of East Orange, 
New Jersey. 








A Look at the Record 


A look at the record shows that 1950 was a big year for the 
We think 





Washington National. 


bigger one. 


Here are the main figures, 


in round numbers: 


Life insurance in force, $660,000,000. 
Admitted assets, $134,000,000. 
Premium income, $41,280,000. 


Excess security to policyowners (capital, surplus and con- 
tingency reserve combined), $26,750,000. 


Policies in force, over 3 million. 
Claims paid daily, over 3,000. 


Operating in 46 states and the District of Columbia, with 
over 4,000 local representatives. 


Washington National is in the top 25 per cent of life 
companies in insurance in force; fifth among accident and 
health stock companies in premium income. 


Lines written: life, accident, health, hospitalization, fran- 


chise, group. 


H. R. KENDALL, Chairman 
G. P. KENDALL, Secretary 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


EXECUTIVE OFFICES — EVANSTON, ILLINOIS 


as of December 31, 


1951 should be an even 


1950 — 


R. J. WETTERLUND, President 
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CHECK THESE SPECIFICATIONS 


VI. Accidental Bodily Injury Insuring Clause. 

V 2. "His Occupation” Definition of Total 
Disability. 

V/V 3. Non-aggregate coverage for as long as 
120 months or to age 65—House con- 
finement never required. 


. Lifetime Accident if desired. 

. Waiver of Premium after 90 days. 

. Liberal Hospital and Surgical Benefits 
on an optional basis. 


. Policies Guaranteed by one of America's 
oldest and largest Accident & Health 
writing companies. 


qlus an outstanding 


pre-approach plan 








e Brokerage Business Invited © 


PROVIDENT LIFE AND ACCIDENT 


HIS UALS OMY 





Cerf Leads State Mutual 


LOUIS Ac’CER®F, jr. 


The Louis A. Cerf, Jr., Agency of 
State Mutual Life at 90 John Street, 
New York, has been the No. 1 agency 
in paid-for ordinary production through- 
out the country for the past four 
months. For the first quarter of 1951, 
according to home office figures, the 
agency is approximately $900,000 ahead 
of the No. 2 agency. 

As of May 1 the Cerf Agency has 
leased additional space at 90 John 
Street and will occupy the entire 27th 
floor of that building. This expansion 
is in keeping with the increased growth 
of the agency’s business this year. 





Franklin Life Names Boyd 


Manager San Francisco Area 


Franklin Life of Springfield, Ill., has 
appointed John W. Boyd, president of 
the San Francisco Life Underwriters As- 
sociation and formerly with Connecticut 
General Life, as regional manager in 
San Francisco, Marin and Sonoma 
Counties, under California state man- 
ager George A. Landis. Mr. Boyd has 
been a successful producer for 20 years 
having started with Northwestern Mu- 
tual in Newark, N. J. He is a past presi- 
dent of the Leading Producers Club of 
Northern California. 


Wolfson Agency Leads 
The S. S. Wolfson Agency, New York 
City, which has».been Berkshire Life’s 
leading agency since 1942, continues in 

the lead for the first quarter of 1951. 
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During the recent meeting of Society 
of Actuaries here about 55 actuaries 
visited the home office of Mutual Life 
of New York here. Part of the group 
shown examining the mechanical section 
of the company’s tabulating department 
are shown in accompanying cut. Reading 
left to right they are A. Thomas Leh- 
man, Union Mutual; Dennis N. Warters, 
Bankers Life Co.; Charles E. Rickards, 
Penn Mutual; Henry H. Jackson, Na- 
tional Life of Vermont; Harold A. 





Canadian Report for 1950 

The net amount of life insurance ef- 
fected in Canada during 1950 was $1,798,- 
864,211, according to R. W. Warwick, 
Canadian Superintendent of Insurance. 
This was an increase of 9.9% over 1949 
and reflected a renewed demand for life 
insurance in the latter part of the year 
as a result of Korean developments. In 
the earlier months of 1950 the trend in 
life sales had been lower, reversing 
sharply with Pacific developments. 

Of the total amount effected, Ordinary 
insurance amounted to $1,394,739,086, 
Industrial to $161,107,251 and Group in- 
surance to $243,017,874. Total net busi- 
ness in force at the end of the year 
was $15,745,707,067, an increase of 9.3% 
over 1949. Of the total in force, Ordinary 
insurance amounted to $11,625,083,025, 
Industrial $1,537,914,420 and Group $2,- 
582,709,622. Canadian companies carried 
$10,756,120,942 and British | ae 
companies $4,989,586,125. 

During 1949, insurance premiums re- 
ceived amounted to $349,813,007 and the 
annuity consideration to $52,653,397, while 
in 1950 these receipts were $370,091,273 
and $59,079,132. 

The total net business in force in 
Canada of Canadian fraternal societies 


was $150,119,227 and of foreign fraternal 
societies $274,635,048. 


and 





OBSERVE ANNIVERSARIES 

Seventy-five years of service with Pa- 
cific Mutual Life, Los Angeles, is the 
joint achievement of four active general 
agents who are observing company an- 
niversaries in April. 

Rounding out 20 years with Pacific 
Mutual-are E. Walter Albachten, De- 
troit, Rex N. Rafferty, Indianapolis, and 
C. M. Smith, Allentown. For Arthur C. 
Krauel, Los Angeles, a fifteenth anniver- 
sary is on the April calendar. 

All four of these long-service general 
agents -are listed. on Pacific Mutual 
honor .rglls as production leaders in 
the early months of 1951. 




















E. M. McConney, 
Bankers Life Co. and J. Straus, tabulat- 
ing division, and William H. Schmidt, 


Grout, John Hancock; 


assistant actuary, Mutual Life. 


AMA Publishes Report on 


Supervisors’ Compensation 
Supervisors’ Compensation, a recently 
published report of a subcommittee of 
Agency Management Association’s Agen- 
cy Costs Committee presents a system- 
atic collection of facts. Not unexpectedly, 
it was found that a wide variety of 
practices for compensating agency su- 
pervisors exist among companies and 
often among the agencies of individual 
companies. Committee members making 
the report conclude that the differences 
are due in large part to the differences 
in company policy and further to the 
tendency of managers and general agents 
to concentrate on agency objectives 
which supplement their own particular 
abilities. 








WANTED — Girl for Estate Analysis, 
Planning, and _Iilustra- 
tions. State age, experience, education, 
salary. Box 2006, The Eastern Under- 
writer, 41 Maiden Lane, New York 38, 


Programming 











Included in the report are detailed 
digests of the practices of four man- 
agerial and three general agency compa- 
nies which have formal plans for super- 
visors. Comments of the companies on 
the success of their plans are included. 
Another section of the study consists 
of an extensive tabulation of replies 
from 25 companies to questions on many 
phases of the operation of agencies with 
supervisors. 

Although the report draws no conclu- 
sions about the supervisory problem, the 
Association believes it is valuable to any 
agency officer seeking facts on the sub- 
ject since it presents a fairly complete 
picture of the best plans now in use. 
The report is for the use of home offices 
only. 

Milton J. Goldberg, agency assistant, 
Equitable Society, served as chairman 
of the Supervisors’ Compensation sub- 
committee which prepared the report. 








RCSA 

ROY CLARK SERVICE AGENCY 

Complete Facilities for Handling 
DBL Claims on Long Island 


390 Hillside Ave., New Hyde Park, L. |. 
Fieldstone 7-0047 

















Digby 4-0040 


ASSOCIATES 


L. P. Robinson 
H. H. Moore 


HOME OFFICE 
NEWARK, N. J. 











-where every day is pay day 


e 
At the DOWNTOWN AGENCY, there's no waiting for commissions. 
Usually we pay them on the same day the premium is received. And e 
commissions continue as lang as they are due, whether or not the writer 
stays in the business. rs 
More than that — you get full First and Renewal commissions on every e 
case — big or small. There are no split commissions at the DOWNTOWN 
AGENCY — and no volume, no quota requirements. ° 
For fast, courteous, professional brokerage service call us today. o 


“BROKERAGE SPECIALISTS” ¢ 


DOWNTOWN AGENCY 


EUBANK & HENDERSON, Managers 


40th Floor, 40 Wall Street, New York, N. Y. 


Leo Blatz 


E. J. Curtin 
W. Q. Meeker 


THE PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 
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Committee Action Taken at Mid-Year 
Meeting of NALU at Minneapolis 


Minneapolis — Legislation, state and 
national, got major attention at com- 
mittee sessions of the midyear meeting 
of the National Association of Life 
Underwriters here last week. N. H. 
Seefurth, chairman of the federal law 
and legislation committee, said there is 
no immediate chance of elimination of 
the estate tax unless there are some 
fundamental changes in the estate tax 
law but he said the Treasury Depart- 
ment recognizes that there are tax in- 
equities that should be corrected and 
is planning to simplify present tax 
regulations. The Treasury Department 
also was represented as admitting that 
changes are needed in the tax on an- 
nuity income. 

Members of the legislation committee 
took the stand that installment settle- 
ments are more important from the tax 
standpoint than annuities. Life insur- 
ance death benefits should be regarded 
as indemnities, committee members 
argued. 

Wage Freeze Effects 

Carlyle M. Dunaway of the National 
Association staff explained in detail 
how the wage freeze affects pension 
plans. An effort is being made to get 
some definite regulations adopted covy- 


ering this problem but no decision has 
been reached. The trustees of the Na- 
tional Association have authorized the 


drawing up of a plan to be considered 
by them. 

National Service Life Insurance was 
given considerable attention, and mem- 
bers of the committee were optimistic 
that Congress eventually will replace 
this insurance with a flat death indem- 
nity. 

On the state level, midwest agents 
told of problems confronting the indus- 
try. Ellis Sherman, president, Minnesota 
Association, cited a case his association 
is now fighting in the courts to protect 
life insurance funds from creditors who 
are trying to make not only death bene- 


fits but cash surrender value of life 
insurance attachable for debts. In 
Colorado, Frank Devitt said, agents are 


having difficulty in getting an examina- 
tion and qualification law through be- 
cause of the opposition of a powerful 
ieee group. 

Other subjects taken up at the state 
law and legislation committee had to 
do with Group life definition; savings 
bank life insurance and disability bene- 
fit laws in bills in various state legisla- 
tures. Robert L. Reno, Jr., presided 
at the meeting assisted by Carlyle M. 
Dunaway of the national headquarters. 
They'submitted a supplementary report 
to bring down to date the printed re- 
port of the committee. 

Some of the members voiced the 
opinion that the National Association 
is not aggressive enough in pushing 
legislative objectives, both on the state 
and national level. 

At the council 
Julian S. Myrick, 
man of Citizens 
Hoover Report, 


meeting Wednesday 
assistant to the chair- 
Committee for the 
reviewed the accom- 
plishments to date of the committee 
about half of whose recommendations 
have been approved effecting, he said, 
an annual saving of about two billion 
dollars in governmental operations. If 
all the Hoover recommendations are 
adopted it will mean a saving of about 
six billion a year, Mr. Myrick added. 
Adopt Prestige Program 

A program designed to strengthen 
the position and prestige of the life 
underwriter was approved at the mid- 
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year meeting and will be presented to 
the annual convention in Los Angeles 
in September. 

Getting top attention at the four-day 
midyear meeting were legislative moves 
that affect the future of the industry, 
such as changes in the Federal estate 
tax laws, annuity income tax and Na- 
tional Service Life Insurance. 

The importance of the life insurance 
industry being more alert on legislation 
both on the state and national level 
was stressed when one instance was 
disclosed in New York state where a 
bill adversely affecting the life under- 
writers and their business had passed 
both houses and had reached the Gov- 
ernor’s desk when an alert_state em- 
ploye detected the situation with the 
result the bill was recalled before it 
became a law. 

The bill now before Congress in- 
volving the future of National Service 
Life Insurance was discussed by Gor- 
don D. McKinney of the headquarters 
staff who has kept in close touch with 
the progress of this bill, HR 1, in both 


houses of Congress. This measure 
would replace the present National 
(Continued on Page 13) 








LIFE INSURANCE 


RENEWAL 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 





NALU Meets in Cleveland 
For 1953 Annual Meeting 


Minneapolis—The 1953 annual con- 
vention of National Association of Life 
Underwriters will be held in Cleveland 


the week of August 24. 


The 1953 mid- 


year meeting will be held at the Drake 


Hotel, 


Chicago, 


April 13. 





Lincoln, Hoffman to Speak 


Minneapolis — Charles _ E. 
president, 
said plans are shaping up rapidly 


NALU 


vice 


Cleeton, 
Angeles, 
for 


Los 


the annual meeting there in September. 
Two of the speakers, he said, would be 


Leroy 


A, 


Lincoln, 


chairman of Metro- 


politan Life, and Paul Hoffman, execu- 
tive director of the Henry Ford Foun- 
dation. 




























































































































































































































































































The soundness, integrity and 


strength that 


has 

















brought The Berkshire to its 100th Year will con- 














tinue to guide us in developing better and better 




















plans for assisting our policyholders in accomplish- 














ing their important purposes through insurance. 

















In addition to the complete line of modern LIFE | 











policies The Berkshire now offers very attractive 
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Trustees State Policy; 
Endorse Benefit Plans 


Minneapolis — Trustees of National 
Association of Life Underwriters in 
their final session at the Minneapolis 
midyear meeting took the stand that 
the NALU does not desire to engage in 
partisan politics. Its policy is, they 
said, to support or oppose legislation 
affecting life insurance and the insuring 
public and to speak firmly on all ques- 
tions affecting life insurance but never 
to engage in partisan politics to achieve 
its objective. The trustees made it clear 
that the NALU, in taking this stand, 
is speaking solely for its membership 
and duly elected representatives. 

On the question of wage stabilization 
the trustees believed full recognition 
should be given to the importance of 
employe benefit plans in the present 
day economy. Such plans, in view of 
the fact that they are projected into 
the future, would not increase the infla- 
tionary trend, the trustees contended. 
They expressed the opinion that any 
new regulations or restrictions should 
be designed to permit inauguration of 
new plans and reasonable liberalization 
of existing plans without further ap- 
proval of the Wage Stabilization Board 
provided they meet reasonable mini- 
mum standards. 

Three trustees whose terms expire 
this year are expected to enter the race 
for secretary at the annual meeting. 
They are Charles J. Currie, Atlanta, 
Ga.; F. Leroy Garrabrant, Asbury Park, 
N. J., and John D. Marsh, CLU, Wash- 
ington, D. C. It is also understood that 
Winston P. Emerick, Johnstown, Pa., 
will seek re-election to the board of 
trustees. 


J. Harry Wood a Speaker 


Minneapolis—In the featured talk at 
the dinner of the general agents and 
managers, J. Harry Wood, president of 
Central Life, of Chicago, advocated 
compressing commissions into fewer 
years and he also recommended a more 
flexible policy than would fit the chang- 
ing needs of insurance buyers. 








Need General Agents’ Course 

Minneapolis — A_ special training 
course for general agents is one of the 
coming requirements in the life insur- 
ance business in the opinion of Dr. H. 
H. Maynard, chairman of the Business 
Education Department of Ohio State 
University, who addressed the Life 
Underwriter Training Council luncheon 
at the midyear meeting of NALU. Dr. 
Maynard argued that the fact that a 
man is a top grade salesman does not 
qualify him for a general agent’s job. 





Fluegelman Reports 

Minneapolis—David B. Fluegelman, 
CLU, secretary of NALU, reported 12 
new associations have come in since 
the last annual meeting, bringing the 
total to 586. Chairman Robert L. Walk- 
er of the membership committee 
stressed the need of bringing in more 
members of local associations. 
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NALU Committee Action 


(Continued from Page 12) 


Service Life Insurance with gratuitous 
insurance. The_ bill has passed the 
House twice and is now in conference 
committee on both houses where action 
is expected at an early date. 

The state law and legislative com- 
mittee submitted a supplementary re- 
port bringing down to date insurance 
legislation in the various states. This 
report covered such items as agents’ 
qualification and license laws, group 
life definitions, disability benefit laws 
and municipal taxation and licensing of 
agents. 

'  Criticize Large Case Practice 


In its report the committee on field 
practices, of which John D. Marsh, 
CLU, is chairman, the practice of sell- 
ing large premium contracts, collecting 
the first premium and borrowing the 
balance, was criticized. “Too often 
these represent attempts to take advan- 
tage of tax exemption | on life insur- 
ance,” the report said. “Such attempts 
may well result in adverse legislation 
affecting all life insurance policies and 
may mean an unfavorable public reac- 
tion on the part of policyholders with 
the life insurance company and the 
bank involved. Our committee recom- 
mends that this situation be again 
brought to the attention of all local 
associations and that the American 

,ankers Association be warned of the 
dangers involved from a public rela- 
tions angle.” 

On the matter of estate planning 
and programming, the committee urged 
that loose methods and careless presen- 
tations should at all times be avoided 
and added that it intends to submit to 
NALU a statement of basic principles 
involved in such programming oper- 
ations. It hopes to have this report 
ready for the annual meeting at Los 
Angeles. 

An addition to the report of the 
committee on conservation, Elmer C. 
Moore, chairman, recommended a 
change in the basis of qualifying for 
the National Quality Award. It recom- 
mended that in future years qualifiers 
for NOA must join or renew their local 
association membership on or before 
June 30 of the year in which they 
qualify. 

New York Sec. 213 

A lengthy supplemental report was 
presented by the committee on com- 
pensation and it dealt largely with the 
committee’s efforts on a new draft of 
Sec. 213 of the New York insurance 
law. The New York legislature has 
adjourned but the committee and the 
State Insurance Department will con- 
tinue to study the measure. 

“Because your committee has lived 
with this bill for six months, and with 
some provisions longer, we feel it is a 
good solution to a complex problem,” 
the report said. “We will not attempt, 
however, to ‘sell’ this measure to you 
by any other means than an explana- 
tion of its provisions. In the long run 
this bill will be judged by the policy- 
owners in America, and their benefi- 
ciaries, as to whether a good job of 
drafts smanship has been done.” 

The report then went into a detailed 
examination of the bill and concluded: 
“Your committee does not contend that 
the proposed law now introduced in the 
New York legislature will eliminate all 
of the problems surrounding the selling 
and servicing of life insurance in the 
last half of the twentieth century. We 
are encouraged to think that with train- 
ing allowances and advances to agents 
to help a new man get started, with 
LUTC and CLU which were not avail- 
able when Sec. 213 was adopted, with 
security benefits geared to 1952 incomes 
to keep good men in the business, the 
public in the years ahead will be better 
served.” 

_ Resignations of two of the associa- 
tion executives, while not entirely un- 
expected by some of the council dele- 
gates, brought expressions of regret at 
the loss of their services. Edmund L. 
G. Zalinski, CLU, is resigning as execu- 


tive vice president to rejoin the New 
York Life as an assistant vice president. 
Gordon D. McKinney, actuary, goes 
with the Security Mutual Life as a vice 
president. 


MRS. EMMA BELKNAP DIES 

Mrs. Emma Belknap, mother of Vice 
President Ray Belknap of Continental 
Assurance, and Kenneth Belknap, Los 
Angeles insurance agent, died at her 
home in Highland Park, last week, after 
a long illness. In addition to her two 
sons, she is survived by a sister and a 
brother. 





MERCHANDISING ASS’N PLAN 


Group insurance plan for the auto- Joseph: R. Stewait, Jr, 21, son of Jo- 
matic merchandising industry became seph R. Stewart, associate general coun- 
effective April 1, it was announced by _ sel of Kansas City Life, died Sunday, 
Charles R. Greasley, Vendomat Corpora- April 1. His death was a result of an 
tion of America, B altimore, chairman automobile accident which occurred Fri- 
of National Automatic Merchandising day, March 30. Funeral services were 
Association’s insurance trust. held April 3 at St. Elizabeth’s church in 

Written exclusively for automatic mer- Kansas City 
chandisers by the John Hancock Mu- 
tual. Boston, the plan is available only 
to NAMA members. Brokers for the 
plan are Mack and Parker, Chicago, 
Group insurance specialists. 


Son of J. R. Stewart Killed 


OHIO STATE LIFE MEETING 

Ohio State Life will hold its annual 
agency meeting June 25-29 at Pocono 
Manor, Pa. 








SUCCESSFUL COMBINATIONS 


When a father welcomes his son (or sons) 
into his business, it means that he has found satis- 
faction and happiness there himself. We are proud 
of the number of “‘successful combinations’’ now 
connected with New England Mutual, and we have 
listed them for your reference in the columns below. 
They illustrate, better than pages of talk, the 
genuine enthusiasm which New England Mutual 
representatives have for the business and their 
company. 

The MclIntoshes, of our New York-Huppeler 
Agency, serve as an excellent illustration for our 
headline. Walter (the Dad) is a graduate of Union 
College and a life member of the Million Dollar 
Round Table. Son Robert, a graduate of the Uni- 
versity of Pennsylvania, joined the company one 
year after his Dad. Both are National Quality 
Award winners of 1950, members of the company 
Leaders’ Association, and have been with New 


PHOTO BY BACHRACH 


Walter T. (left) and Robert B. McIntosh, of our N. Y. - Huppeler Agency, 


make up one of 40 Father & Son teams with New England Mutual. 





Raliinoce PHOEBUS, LESTER M. 
PHOEBUS, LESTER M., JR. 
ROBINSON, GUY H. 
ROBINSON, JAY P. 
SAVAGE, FREDERICK A. 
SAVAGE, FREDERICK A., JR., 
C.L.U 
McKENNEY, FRED P. 
ween A ey) MKENNEY, FRED P., JR 
ays Be y 
SUMMERS, MERLE G.* 
Boston SUMMERS, M. GREELY, JR. 
(Summers) SUMMERS, JAMES G. 
TOOMBS, HERBERT W. 
TOOMBS, BERNHARD A.} 
TOWLER, J. BARBER 
Charlotte TOWLER. REID S. 
Chicago MACK, EDWARD E., C.L. U. 
(Bebrns Agency) MACK, EDWARD E., JR., C.LU. 
Chicago THURMAN, EDWIN B.* 
(Tharmes) THURMAN, EDWIN B., JR., 
Cincinnati RANDOLPH, GUY D., C.L.U.* 
RANDOLPH, GUY D., JR. 
SALLADAY, JOHN M. 
SALLADAY, JOHN R. 
WETHERBEE, MILTON E. 
Columbus WETHERBEE, MILTON R. 
+ Home Office 


NEW ENGLAND MUTUAL FATHER AND SON TEAMS 





England Mutual for nearly twenty years. 













Denver SAMUELS, ISADORE* Newark BOWES, C. VERNON* 
SAMUELS, ROBERT N., C.L.U. BOWES, NORMAN A 
SAMUELS, WILLIAM D. WANTS 
STOCKMAN, HENRY C. 
Harrisburg WAGNER, WILLIAM B., C.L.U.* STOCKMAN, HENRY C., JR., 
WAGNER, WILLIAM R., C.L.U. C.L.U. 
ve HIRCHFELD, ISIDOR 
Hartford HOUSE, W. W ge C.L.U.* New York HIRCHFELD, MARVIN D. 
HOUSE, ROBERT S., C.L.U. F & M) (CINCINNATD 
KIRKBY, ERNEST New York KINBACHER, ANDREW 
KIRKBY, RICHARD E. (Huppeler) KINBACHER, ANDREW F. 
HAYNES, JAMES J. C. McINTOSH, WALTER T. 
Honolulu HAYNES, WARREN M. McINTOSH, ROBERT B., C.L.U. 
: LIPSCOMB, JAMES H. New York GOODMAN, EDWARD A 
Jacksonville LIPSCOMB’ JAMES H. Il (Schmidt GOODMAN, EDWARD A., JR. 
} GOODMAN; ROBERT I 
HAYS, ROLLA R. SCHMIDT, H. ARTHUR* 
Los Angeles HAYS, ROLLA R., JR., C.L.U.* SCHMIDT, ARTHUR W., C.L.U * 
CH & B) HAYS, WILLIAM EUGE NE »C.L.U.* SCHMIDT, ROGER W., C.L.U.* 
(BOSTON) 
Parkersburg FORDHAM, HARLAN A 
PAYTON, A. E. FORDHAM, DELBERT A. 
PAYTON, H.E. Pittsburgh SHIRLEY, JOHN T.* 
at SHIRLEY, ALLEN I. 
Los Angeles BARE, EDWARD F. 5 ie See ; 
(D 5s BARE, BRUCE, C.L.U.* Richmoad DAVIS, BENJAMIN W.* 
(D & B) DAVIS, BENJAMIN W., JR. 
er SCHEIR, GEORGE M.* : ae = 
Louisville "HEIR, GEORGE M., JR. Roanoke METCALF, WAYNE C., C.L.U 
res ; METCALF, WAYNE C., JR 
ESCHEIR, WILLIAM B. ON SERVICE 
“HES ; S mK A) \e = - 
CHESCHEIR, THOMAS (TOPEKA) METCALF, JACKSON H. 
NUTE, CARL S. : KAMP, DAVID S.* 
Manchester Nite’ JAMES C.* San Francisco ¢AMip’ DAVID A. (IN SERVICE 


* General Agents 
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HOME LIFE’S 


GROUP 


Se ae 





"thi Comittee 0 ad 
‘ ow Which ? i 


It was the second death on the 
job inside of eight weeks. Jones 
was the first to die. The com- 
pany committee had been so 
shocked by the accident that 
they had voted a generous cash 
payment for Jones’s widow. The 
check had been presented with 


some ceremony. 


Now they were faced with the 
problem of what to do in the 
Was Smith less 
What 


case of Smith. 


deserving than Jones? 


was a fair amount to pay? 


The committee asked “How 
Much?” 


A plan of Group insurance 
would have answered the com- 
mittee’s question and also pro- 
vided the funds to be paid. 


The costs of the haz- 
ards covered by Group 
insurance cannot’ be 
avoided. It is just a ques- 
tion of Who pays—When 
—and How Much. 


If you are a general broker or 
represent a company which does 
not write Group, we suggest that 
you call Home Life in your city on 
your next Group contact. 


Give us a chance to tell you 
about Home Life Group Insurance 


plans. 
Home LIFE 


Insurance Company 
2536 Broadway 
New York 8, N. Y. 














Massachusetts Mutual 
Has Big Quarter Gain 


COMMENTS ON INVESTMENTS 
President Kalmbach Tells Policyholders’ 
Meeting of Excellent Results 
For Last Year 








During the first three months of this 
year the new Ordinary production of 
Massachusetts Mutual Life was 93% 
greater than during the same period in 
1950, President Leland J. Kalmbach dis- 
closed at the annual meeting of policy- 
holders at the home office at Springfield 
on Wednesday. New business in 1950 
reached an all-time high of $295 million 
of Ordinary and $53 million of Group or 
a total of $348 million. Production of Or- 
dinary business was $25 million greater 
than in any previous year and the an- 
nual premiums under all classes of new 
Group insurance were 77% greater than 
in 1949. During 1950 Ordinary-insurance 
in force passed the $3 billion mark and 
at the end of the year the combined 
total of Ordinary and Group insurance 
in force amounted to $3,162 million. 

Total taxes paid in 1950 amounted to 
almost $4 million, a sum equivalent to 
about 26% of dividends to policyholders. 
Net earned interest rate was 3.09%. This 
rate would have been 3.18% had the 
company included $1,090,000 of dividend 
income from stock holdings in interest 
income, the usual practice, instead of 
applying it to reduce book values. 


Investment Operations 


Touching on the importance of invest- 
ments in the operations of a life insur- 
ance company, President Kalmbach said: 

“Life insurance contracts, except term 
policies which cover temporary risks 
only, combine savings funds with insur- 
ance protection against the hazard of 
death. Furthermore, with few excep- 
tions, life insurance contracts are long- 
term contracts which involve long-term 
guarantees. On the average, our death 
claims do not occur until the policies 
have been in force about 25 years, and 
on maturity, either as a death claim or 
as an endowment, the policy proceeds 
are frequently left with the company for 
another long period of years under the 
guaranteed settlement options; at the 
present time we are holding about $190 
million of such funds. Therefore, it is 
not unusual for us to have the responsi- 
bility of investing the funds of a par- 
ticular policyholder for as long as 50 to 
75 years. 

“The fact that most life insurance con- 
tracts are, in effect, long-term savings 
contracts, explains why the assets of life 
insurance companies have grown steadily 
to the staggering sum of more than $64 
billion. It is significant that since the 
turn of the century the assets of all life 
insurance companies combined have 
doubled on the average about every ten 
years. In the case of our company, as I 
have already mentioned, we have assets 
of about $1 billion, 400 million, and it’s 
interesting to observe that our assets are 
now more than 3% times what they were 
only 20 years ago. 

“In investing their funds, life insur- 
ance companies are, of course, primarily 
concerned with security of principal. 
However, since they are dealing with 
long-term guarantees as to the interest 
to be added to policyholders’ reserves, 
their next concern is the rate of interest 
earned on their funds. A life insurance 
company could, of course, invest its 
funds only in securities which are con- 
sidered riskless, such as Government 
bonds. However, if this practice were 
followed, the company would have to 
make substantial reductions in dividends 
to policyholders, because interest earn- 
ings are an important factor in deter- 
mining policyholder dividends. For ex- 
ample, I think you will be interested in 
knowing that if the rate of interest 
earned by 20 of the largest life insurance 
companies had been as high in 1949 as 
in 1930, the interest earnings of those 
companies for the one year of 1949 
would have been increased by the stag- 
gering sum of $820 million, most of 





Mass. Mut. Insured Told 
About Texas Oil Loans 


ASK FOR POLICYHOLDERS’ VIEW 





Statement Sent to Policyholders by 
President Kalmbach Concerning Loan 
Made to Texas Oil Companies 





Some time before the annual meeting 
of Massachusetts Mutual which was 


held in Springfield on Wednesday, 
President L. J. Kalmbach had sent to 
policyholders a statement concerning 


loans made to Texas oil companies in- 
cluding the much discussed Texmass 
Petroleum Co. which resulted in the 
company and 17 of its directors being 
sued by three holders of small Massa- 
chusetts Mutual policies. 

“The essential question to be presented 
to the policyholders,” he said, “is this: 
Should the suits mentioned above and 
any claims against your company’s offi- 
cers and directors based on their actions 
with regard to the loans to Texmass 
Petroleum Co., Pertoleum Reserve Cor- 
poration and Piedras Pintas Oil Corp. be 
withdrawn and ended ?” 

In his statement President Kalmbach 
gives a complete review of the situation. 
The loans were made in 1947 and 1948. 
One of the suits was brought in the U. S. 
District Court for Massachusetts in Au- 
gust, 1950; another in the same court 
in January of this year and the third in 
Massachusetts Superior Court, Middle- 
sex County. 

No Default; Loan Reduced 

One loan of $4,000,000 was part of a 
loan of $8,000,000 to Texmass shared in 
by another mutual life company and by 
a Dallas bank. The complaints allege 
that another loan of $1,800,000 was made 
to Petroleum Reserve. Actually, a loan 
of $500,000 was made to Petroleum Re- 
serve early in 1948 and in July, 1948, $1,- 
300,000 was loaned to Piedras Pintas Oil 
Corp. which soon afterwards was merged 
into Petroleum Reserve. Since making 
these loans Massachusetts Mutual has 
received full interest payments on them, 
together with principal payments which 
by May, 1950, had reduced the aggregate 
principal ow ed company from $5,800,- 
000 to $4,815,4 

In May, 050. Texmass oh ~~ ype ob- 
tained a large loan from RFC and at 
the same time acquired additional assets, 
including the properties of Petroleum 
Reserve. As a part of the transaction 
Massachusetts Mutual received payments 
of $2,315,455 on the three loans and ap- 
plied this amount to partial payment of 
Texmass loan. The company also re- 
ceived, on account of the $2,500,000 bal- 





which sum would have been available. for 
dividends to policyholders. 

“Another important consideration 
which we have to keep in mind is that 
life insurance companies have a moral 
obligation to help finance industry, even 
though this may involve some risk, In 
serving as a reservoir for the savings of 
millions of people, the life insurance in- 
dustry would certainly be subject to 
criticism if it were to restrict its in- 
vestments to those involving no risk. 

“In view of these factors, it is the 
practice of all life insurance companies 
to invest their funds in a manner to 
secure the highest possible average rate 
of return consistent with safety, sub- 
ject, of course, to the laws of the states 
in which they operate. This practice 
necessarily recognizes that capital losses 
will arise from time to time. On the 
other hand, capital gains will also arise, 
and whether the profits will exceed the 
losses during any particular period will 
depend to a great extent upon current 
economic conditions. As indicated by 
our experience in 1950, we are now going 
through a favorable ‘period in this re- 
spect. I am pleased to be able to tell 
you that the net return on the funds of 
our company has compared very favor- 
ably over a period of years with the re- 
turn earned by companies of our com- 
parable size and larger, both with and 
without adjustment for capital gains and 
losses.” 





ance of the Texmass loan, a $2,500,000 
first mortgage note of the enlarged oil 
company on a parity with the notes re- 
ceived by RFC. 

$21,000,000 Texmass Oil and Gas Reserves 

In commenting on allegations of the 
policyholder plaintiffs criticizing the 
loans Mr. Kalmbach, among other com- 
ments made these: 

Texmass owned interests in proven re- 
serves in oil-producing property in 
Texas, Louisiana, Kansas, New Mexico 
and Oklahoma and gas reserves in Texas 
and Oklahoma. Development of these re- 

(Continued on Page 21) 
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Pitfield Heads Slate of 
Million Dollar Producers 





VERNE K. PITFIELD 


At a recent meeting of the Million 
Dollar Producers Club held at the Hotel 
3iltmore, New York, the following slate 


of officers was elected for the 1951- 
1952 season: 
Verne K. Pitfield, manager, Great- 


West Life, Newark, chairman; Richard 
H. Moraff, Crown Life, Paterson, vice 
chairman; Emanuel A. Hyman, Mutual 
Life of New York, Baltimore, secretary- 
treasurer; Charles Weiss, American 
Pension Planning Co., New York, chair- 
man, speaker’s committee. 

The Million Dollar Producers Club 
consists of members of the. Million Dol- 
lar Round Table in the Metropolitan 
New York area. Meetings are held four 
times a year at which speakers of note 
address the group on matters of special 
interest. 


Phoenix District Manager 

Promotion of Raymond J. Coleman to 
district manager of the Phoenix district 
agency of The Prudential was announced 
by Carl White, director of agencies, 
Sa home office. Mr. Coleman suc- 
ceeds Sidney V. Mitchell, who has been 
advanced to associate director of agen- 
cies in Los Angeles. 

Mr. Coleman became associated with 
Prudential as agent in Irvington, N. J., 
in 1929. In 1944, he was promoted to 
staff manager of the office at Irvington, 
and three years later transferred to 
South Orange, N. J., as staff manager of 
that office. When the Phoenix district 
agency was established in May, 1949, he 
became staff manager there and partici- 
pated in developing one of the com- 
pany’s outstanding organizations. Dur- 
ing 1950, the Phoenix district earned a 
President's Trophy, highest honor 
award. 


MDRT MEMBER EIGHT YEARS 

Matthew J. Lauer, general agent for 
Continental American Life in New York 
City and a life member of the Million 
Dollar Round Table again met the re- 
quirements of a qualifying membership 
during 1950 making him a life and quali- 
fying member of the 1951 Million Dollar 
Round Table of the NALU. He has 
been a member of the MDRT for eight 
years—four years ‘as a qualifying mem- 
ber—two years as a life member and 
two years as a life and qualifying mem- 
ber. 

Mr. Lauer has been associated with 
Continental American since 1932 and has 
been a general agent since that time, 
heading his own agency since 1936. His 
agency has been the top agency of the 
company for a number of years. 

Leonard C. Kiesling associated with 
the company in Wilmington, Delaware, 
qualified for the first time this year. 


KANSAS STATE ASS’N MEETING 

The annual meeting of the Kansas 
State Association of Life Underwriters 
will be held May 11. Keith Hayes, presi- 
dent, will preside at business meetings 
and Martin G. Miller, secretary, will ar- 
range for the meeting. Prominent life 


insurance men will speak at the annual 
sales conference May 12. Andrew Sowers 
of Topeka is chairman of the committee 
in charge of the congress. About 500 
Kansas insurance men are expected to 
attend the meeting. 





Prudential Agents at Atlanta 

The Prudential’s district agencies re- 
gional conference took place at Atlanta, 
Ga., this week. More than 450 district 
managers, staff managers and district 
agents from offices in eight southern 
states met with home office officials for 
a series of discussions on sectional un- 
derwriting practices and home office 
procedures. 

Future conference points include At- 
lantic City, New York, Lake Placid, 
Palm Beach, Pasadena and San Fran- 
cisco. 


Speakers for Westchester’s 
14th Annual Sales Congress 


The Life Underwriters Association of 
Westchester County, N. Y., held its 14th 
annual sales congress on Thursday, at 
Bill Reibers’ Farm, Elmsford, on Saw- 
mill River Parkway. Speakers were: 
Nathan Beinstock, Massachusetts Mu- 
tual; Paul Troth, Group field 
Home Life of New York; Clarence E. 
P. Crauet, Northwestern Mutual, Pough- 
keepsie; and Edward L. Reiley, general 
agent Mutual Benefit, Philadelphia 


assistant, 











“vee One of the Strongest 
Financial Justitutions tu the World” 








* “The Company has adopted a substantially higher scale of 
dividends to policyholders for 1951... an increase of .. . 
about 20% over the 1950 figure. 


Excerpts from The Mutual Life’s 108th Annual 
Report to its 1,000,000 policyholders. 


* “The Company in 1950 enjoyed another 
year of highly successful operations. Its net 
gain for the year was $29.2 millions. 





* “At the year end, Total Surplus Funds amounted to $185.2 eas 


millions, equivalent to 9.77% of the Company’s obligations 
under its policy reserves and funds held on deposit. This is 
one of the highest ratios of Surplus to obligations main- 
tained by any major mutual life insurance company. ; 


* “The Mutual Life today is one of the strongest financial 
institutions in the world. This strength was built up through 
the adoption of conservative policies that have been con- 
tinuously followed for the last decade . . . 
this, the Company is in an unusual position to withstand 
any of the shocks that another war might bring. 


* “Investment holdings are widely diversified from a geo- 
graphical standpoint. They include hundreds of millions in 
government, public utility and industrial securities, and 
more than 59,000 individual mortgage loans on properties 


in all parts of the country. 


* “During 1950, benefits to policyholders and their bene- 
ficiaries amounted to $121.5 millions, including dividends 

. More than 99% of all death benefits last year were paid 
within 24 hours of the time proof of death was received at 


the Company's Home Office. 


* “New insurance issued by the Company in 1950 totalled 
$291.8 millions, an increase of 9% over the 1949 figure.” 


THE MUTUAL LIFE 
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LIAMA Spring Meeting 
On A. & H. Attracts 100 


VESSER ELECTED CHAIRMAN 








Discuss Combination Life and A. & H. 
Policy at Opening Session; Sayler, 
O'Connor, J. E. Powell Participate 





Chicago, April 9—The combination 
policy of life insurance sold with A. & 
H. insurance was a featured topic of 
discussion at the second annual spring 
meeting here at Hotel Drake of the 
Life Insurance Agency Management 
Association. Total attendance at today’s 
session, which was opened amidst plenty 
of enthusiasm for a worthwhile discus- 
sion of current agency problems in the 
A. & H. field, was 100 members and 
guests. 

Frank Vesser, agency vice president, 
General American Life, was elected to- 
day as chairman of LIAMA’s accident 
and health committee. A new member 
of this committee is E. J. Faulkner, 
president, Woodmen Accident Co., whose 
scholarly address of this morning is re- 
viewed in the A. & H. section of this 
issue. Reelected were Fred Grainger, 
executive vice president, Federal Life & 
Casualty, and Charles G. Ashbrook, first 
vice president, North American Life. 


John W. Sayler’s Views 


In presenting his views on the com- 
bination life and A. & H. policy John 
W. Sayler, vice president in charge of 
sales, Business Men’s Assurance, de- 
clared that it is the answer to the pol- 
icvholder’s needs inasmuch as it gives 
him complete personal protection. He 
said the BMA started its “all ways plan” 
in 1921 and has featured it in all pro- 
motion and national advertising. The 
company is convinced that it helps in 
training new agents. 

Mr. Sayler described the training 
process as four steps: From the simple 
accident policy the agent graduates to 
a more elaborate A. & H. policy, then 
to accident and health sold with life. 
Business Men’s Assurance finds that 
this makes the transition from accident 
policy selling to combination policy sell- 
ing in a practical manner. The speaker 
said that BMA started as an accident 
company and then went into the life 
field. The combination policy, he main- 
tained, is the salesman’s answer because 
it gives him adequate commission. 
Observations by O’Connor and Powell 

R. C. O’Connor of the Reliance Life 
said the schedule type combination pol- 
icy enables salesmen to talk about “liv- 
ing death,” thereby enabling them to 
project the “future down to the present.” 
The salesman can-get the confidence of 
the prospect and by using the accident 
and health approach he can more easily 
sell life as well as A. & H. Reliance 
Life’s primary objective, he said, is the 
sale of life insurance but it believes 
that accident and health is part of the 
prospect’s program and has found mil- 
lions of dollars of life insurance sold as 
a direct result of the A. & H. approach. 

James E. Powell, vice president, 
Provident Life & Accident, said experi- 
ence of his company showed that the 
combination policy does the whole job 
of loss of time, medical, hospital and 
life insurance. The company has experi- 
enced no trouble on lapses because of 
claim difficulty but Mr. Powell cau- 
tioned that it may cause a drop in life 
insurance because the combination pol- 
icy premium may be too high for some 
markets. 

Travis Wallace on “Training” 


Chicago, April 10—Speaking at this 
morning’s session of the LIAMA meet- 
ing on “Training for the Combination 
Sale,” Travis T. Wallace, president, 
Great American Reserve of Dallas, 
emphasized that “we need to spend 
more time on skill of selling than we 
have done in the past if we are to ex- 
pect our salesmen to successfully sell 
personal insurance.” Mr. Wallace, in a 
strong plea for more concentration on 
teaching salesmen how to sell, said his 
company is “discontinuing lip service” 


and is now developing proper work 
habits and sales skill. He declared that 
A. & H. and life should be thought of 
as personal insurance, each important 
to the other. 

Discussing the general problem of 
training salesmen, Mr. Wallace broke 
it down into four categories as follows: 
(1) proper work habits; (2) proper at- 
titude; (3) sufficient knowledge, and (4) 
skill in both selling and prospecting. 
Of these four, he said, by far the most 
important is skill. 

“We normally say that a salesman 
must have knowledge and skill to sell 
successfully and all of us agree that 
skill is far more important. If all of 
us agree that skill is the key to success 
then why do we spend so much time 
on knowledge? Developing skill is hard 
work and drudgery and even the trainer 
and salesman don’t like it. How does one 
acquire skill? There is only one way 
and that is by practice and drill.” 

Belknap Sees Great Field Open 

“The business of A. & H. insurance 
is going to make great strides and just 
as life insurance has solved many of 
its problems A. & H. is starting to,” 
Raymond H. Belknap, vice president, 
Continental Assurance, remarked in his 
address at this afternoon’s session. 

Mr. Belknap said there is a great 
field open for A. & H. insurance which 
should challenge and interest the life 
insurance man. There may be great pos- 








ASSOCIATE GENERAL AGENT 


Large uptown New York general agency would con- 
sider aggressive, ambitious life producer qualified for part- 
nership as associate general agent. We represent large life 
company writing par and non-par, monthly income and all 
Group coverages. Write Box 2009, The Eastern Under- 
writer, 41 Maiden Lane, New York 38, N. Y. 





sibilities in the special risks class, such 
as key man insurance written from an 
A. & H. approach, he believed. 

Some of the problems facing the 
A. & H. industry, he said, include (1) 
bringing policies up to date on cover- 
age; (2) level vs. non-level commissions, 
and (3) the need to continue to write 
new business in order to keep the rate 
of growth of cancellable insurance at a 
steady pace. 


Zimmerman Presents Gavels 


At yesterday’s session Charles J. 
Zimmerman, LIAMA associate manag- 
ing director, presented gavels to W. M. 
Rothaermel, Pacific Mutual; Raymond 
H. Belknap, Continental Assurance, and 
John W. Sayler, Business Men’s Assur- 
ance, all former chairmen of the A. & 
H. committee. Mr. Rothaermel was not 
present. 


A total of 72 of the LIAMA’s 220 
member companies are now writing 
A. & H. on an individual basis. This is 
more than double the number who were 
in A. & H. five years ago. At this meet- 
ing it was predicted repeatedly by sev- 
eral speakers that within 10 years nearly 
all life companies would extend their 
coverages to include A. & H 

Nearly 15 life companies had agency 
experts here to study the possibility of 
entering the A. & H. field. Among the 
large companies represented were the 
Equitable Life Assurance Society, Mu- 
tual Life of New York, Sun Life of 
Canada and the Provident Mutual. 
Smaller companies not now writing the 
line but which were also represented 
included Equitable of Canada, Excelsior 
Life, Farmers & Traders, Indianapolis 
Life, National of Canada, Union Life 
and North Central. 






























field men. 








A New 


Family Protection Plan 


LNL agents like to sell the company's new Family Protection 
Plan because it offers these advantages: 


Long protection period. May continue until age 70. 
Flexible protection period. Can be from 10 to 50 years. 


Flexible income, A 20-year rider on a $10,000 policy can 
provide from $25 to $200 per month. 


Basic policy payable at death. As a lump sum or as income. 


This newest addition to our already broad coverage is an- 
other reason for our proud claim that LNL is geared to help its 
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To Honor Huebner With 
2,000 Taking CLU Exams 


CAMPAIGN STARTS WITH LUNCH 





American College Announces Plans for 
Largest Class of Applicants 
for Designation 


Dr. S. S. Huebner, president, Ameri- 
can College of Life Underwriters, who is 
to retire next year, was guest of honor 
at a luncheon given in Philadelphia at 
Penn Sheraton Hotel, Tuesday. At the 
luncheon it was announced that as a 
special tribute to Dr. Huebner the 
American Society of CLU intends to 


enroll the biggest class of CLU aspirants 
in the history of the American College. 

The groups of candidates who enroll 
this coming fall and will be examined 
in June, 1952, will be designated as “The 
Huebner Class.” That month will mark 
the retirement of Dr. Huebner after a 
teaching career of 48 years. In 1952 
the American College will be 25 years 
old. 


Carl M. Spero Presides 


Re wrogy over the luncheon was Carl 
Spero of New York, who is presi- 
aa of American Society of CLUs. 
Among those on the dais, in addition to 
Dr. Huebner were these: 

Raymond C. Johnson, agency vice president, 
New York Life and chairman of committee on 
education and training, Life Insurance Agency 
Management Association. 

Clarence B. Metzger, second vice president, 
Equitable Society and trustee of the College. 

Sewell W. Hodge, treasurer, Provident Mu- 
tual Life and treasurer of the College. 

D. Bobb Slattery, agency vice president, 
Mutual Life. : 

Carl M. Spero, New York, vice president of 
the American Society. 

Joseph H. Reese, general agent, 
tual Life and secretary of the College. 

Eugene C. DeVol, associate general agent, 
National Life and a ‘director of ‘the Society. 

Charles W. Campbell, manager, The Pruden- 
tial and trustee of the College. 

Glenn A. Stearns, associate manager of agen- 


Penn 


Penn Mu- 


cies, Fidelity Mutual Life. 

Charles H. Smith, Penn Mutual Life and 
president of Philadelphia chapter, American 
Society. ; 

Edmund L. G. Zalinski, executive vice presi- 
dent, NALU. 


Expects 2,000 Enrollment 


The American College aims to achieve 
an enrollment of 2,000 new candidates 
for this 1951 - 1952 class. At the present 
time there are 4,000 CLUs and 6,000 
others who have taken some of the ex- 
aminations. Largest previous contingent 
of new candidates was 1,655 in 1947. 

Dr. Huebner said that the percentage 
of CLU men in the business will con- 
tinue to grow steadily. Since 1904 when 
he started teaching he has seen great 
advancement in the professional side of 
the business and in the public acceptance 
of life insurance. 

Following the organization of the S. S. 
Huebner Foundation in 1940 the teach- 
ing of life insurance subjects . has 
reached the point where 126 colleges 
and universities offer 181 courses in life 
insurance alone. 

The Philadelphia affair was the first 
of seven regional conferences which will 
be held. The others will be in Atlanta, 
Dallas, San Francisco, Albany, Chicago, 
and Pittsburgh. 


Institute’s Forum at University of 
Connecticut 


The program of the sixth CLU Insti- 
tute, which will be held at the Univer- 
sity of Connecticut, Storrs, Conn., July 
30- August 10, was announced. Among 
the speakers on the “close corporation” 
program will be Laurence J. Acker- 
man, dean, School of Business Adminis- 
tration, University of Connecticut; 
Denis B. Maduro, New York lawyer; 
Robert J. Lawthers, New England Mu- 
tual Life home office; Michael D. Bach- 
rach, Pittsburgh; Joseph Trachtman, 
Milton Young, New York; David Mc- 
Cord Wright, professor of economics, 
University of Virginia; and Charles J. 
Zimmerman, Agency Management As- 
sociation. 

Speakers on the “Mass Coverage” pro- 
gram will be Dr. Davis W. Gregg, as- 


DR. S. S. HUEBNER 





sistant dean, American College; Edmund 
B. Whittaker, vice president, The Pru- 


dential; 


Dorrance 


C. Bronson, 


the 


NAMED BY REPUBLIC NATIONAL 

Further field expansion by Republic 
National Life, Dallas, is indicated by 
four recently opened branch offices, W. 
O. Childress, vice president and director 
of agencies announced. Newly appointed 
are B. L. Cham- 
Ross Bryngelson, 


Managers in charge 
pagne, Baton Rouge; 
Omaha; Carl F. Newby, Springfield, Ill; 

and L. T. Smith, W shite: These ap- 
pointments are in addition to six other 
managerial assignments announced since 
the first of the year. Republic National 
is now licensed in 15 southwest and mid- 
west states. 


DR. W. G. MacDONALD NAMED 
‘.Harris A. Dunn, chairman of the 
board of trustees of Savings Banks Life 
Insurance Fund, has announced the ap- 
pointment of Dr. William G. MacDonald 
as medical director of the Fund. Dr 


MacDonald succeeds Dr. Eugene F. Rus- 
sell, who now becomes medical con- 
sultant. 





Wyatt Co., Washington; Gordon D. Mc- 
Kinney, vice president, ‘Security Mutual 
Life; De: in Ackerman and Mr. Maduro. 











NO—We Haven't Seen EVERYTHING 
(But We've Been Around!) 


We specialize in the “hard-to-place” 
risks, and your unusual case may be 
routine to us, 


FOR INSTANCE, we give liberal con- 
sideration to overweights . . . diabetics 
. . . ulcerites . . . pernicious anaemics 
«0.0 WOMER « . + Gls ce 





Samuel D. Rosan Agency, Inc. 
General Agent © 
CONTINENTAL ASSURANCE CO. 
Chicago, III. 

76 William St., N. Y. 5, N. Y., 
WH 3-7680 


Ask for Sam Rosan, Howard Rosan, 
Jack Cohen, Jule Roseman or Al Morelli 














OPEN NEW OFFICES 
The new home of Gulf Life in Macon 
has been officially opened. Located at 
153 New Street, the spacious new quar- 
ters attracted many visitors, including 
Mayor Lewis B. Wilson, who partici- 
pated in the opening ceremonies. 








Prudential security plans sell because they serve. 


Doctor Morton Stone of Texas just found a way to provide the protection his family needs while he’s 
meeting the expenses of building a new practice. Thanks to Prudential’s Modified 5 policy, Dr. Stone's 
premiums during the first 5 years are 50% less than in later years. Dr. Stone has $15,000 of Modi- 
fied 5. At age 26 this valuable protection costs him less than $16.00 a month for the first 5 years— 
only $30.90 a month after that. And dividends—usually payable beginning with the end of the second 





policy year—reduce this low cost. 


John Dobbs, The Prudential man who sold this plan says, “Last year our Company sold over 383 





HOME OFFICE 
NEWARK, N. J. 


million dollars of Mod 5 alone. I’m out to get my share of this profitable market. I expect to sell a 


lot of Modified 5 to young professional men because the Mod 5 is a plan they can afford NOW.” 


The above facts are based on an actual case in our 


files, but of course, true identities are not shown. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


WESTERN HOME OFFICE 
LOS ANGELES, CALIF. 
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George W. Cheney 


(Continued from Page 3) 


that when one of the senior underwriters 
goes on an agency trip, no matter to 
which part of the country, he is sure to 
visit some of his own agencies. With a 
geographical division, the underwriter 
who happened to have the Pacific Coast 
agencies would visit them much less 
often than if he had had Eastern agen- 
cies. I might add that with us the un- 
derwriters change territories every year 
and also the underwriting teams are re- 
shuffled. Thus, after several years, all 
of the underwriters will have under- 
written business from all agencies. We 
are very definitely sold on this arrange- 
ment. 
Field Trips 

“Finally, I should like to give you my 
views on field trips by the underwriters. 
For a good many years now, I have been 
traveling and I think I have learned 
something as to agency meetings. First 
of all, let me say that I consider it very 
important for underwriters to make pe- 
riodic agency trips. Each agency, even 
those on the Coast, should be visited 
at least once in two years, and those 
nearer the home office more often. I am 
convinced of this because, if the under- 
writer has a well-prepared talk, delivers 
it effectively, and makes a good impres- 
sion on the agents, it is bound to make 
his job at the home office easier. The 
men will have confidence in him and 
they will feel that before any adverse 
decision is reached in some cases the 
underwriter has made sure that all per- 
tinent facts have been secured. I am 
sure that the importance of those agency 
trips is now well ig wrens in most com- 
panies. I do recall, however, that some 
years ago one company president was 
quoted as saying that he did not want 


his underwriters to have any contact 
with agents in the field for, by being ac- 
quainted with an agent, his sympathies 
would affect his judgment on some 
cases. Of course, we know that the 
wise underwriter will reach a decision 
on a case without giving much, if any, 
thought as to whom the agent might be. 

I have a very definite idea as to how 
best to make an agency trip. The un- 
derwriter can travel alone, go with an 
actuary, an agency official, or one of 
the doctors. From my experience, the 
best combination is an underwriter and 
a doctor. Your agency meeting can be 
entirely devoted to underwriting prob- 
lems, medical and non-medical. If you 
are with an agency representative, he 
has an important message for the agents 
and, since getting business is their 
bread and butter, they naturally are 
vitally interested in discussions on sales 
technique, etc. That is bound to detract 
the discussion of underwriting 


from 
matters. Then too, if you have a doctor 
along, he can answer all the questions 


on medical points that the agents are 
sure to have. 

The best plan is to have an agency 
breakfast followed by the formal meet- 
ing. Leave it to your manager or gen- 
eral agent to arrange a breakfast in a 
private room at some hotel or club. A 
breakfast gets the men downtown early 
and doesn’t spoil a day while a luncheon 
meeting might. After the meeting, re- 
turn to the agency and have confer- 
ences with those agents who have par- 
ticular problems. Depending on the size 
of the agency, you may be so occupied 
most of the rest of the day. The medi- 
cal director will want to contact his ex- 
aminers during the afternoon. I would 
say that one day is quite sufficient for 
a visit unless, of course, there is some 
unusual problem or situation. If there 
are several junior agents in the office, 


it is a good idea to have a special meet- 
ing for them, discussing, of course, ele- 
mentary matters. Don’t stay too long in 
an agency. As I have mentioned, one 
day is usually enough except in the case 
of West Coast agencies which are not 
visited so frequently as the others. 


(Continued on Page 19) 


Pitler Police Study 


(Continued from Page 3) 


an important fact in connection with 
police mortality. This was not discov- 
ered from the present study but devel- 
oped from the report of the inter-com- 
pany insurance experience, Joint Occu- 
pation Study—1928. While this study is 
now old the important fact to which we 
refer may still apply. Two police groups 
were studied in the Joint Occupation 
Study, one composed almost wholly of 
city and town police and the other of 
constables, marshalls and sheriffs. Both 
experienced excessive mortality, ratios 
to the expected of 160% and 188% re- 
spectively. Occupational accident rates 
were 0.9 per 1,000 for policemen and 1.5 
for constables, marshalls and_ sheriffs, 
but in both groups excess deaths from 
disease conditions exceeded the extra 
mortality from accident. Occupational 
accidents accounted for only one-third 
of the extra mortality among policemen 
and for somewhat less than half of the 
extra mortality in the other group. 
Non- occupational accidents were about 
average in both groups. 

“Police officers are a carefully se- 
lected group from the standpoint of 
physical condition and might be ex- 
pected to experience a favorable mor- 
tality aside from occupational accidents 
and homicides. But apparently there is 
something in the conditions under which 
they work which makes for increased 
mortality from disease as well.” 


Thomas Irvine of LLAMA 


Weighs Persistency Factors 

Speaking before the Home Office Un- 
derwriters Association meeting at White 
Sulphur Springs, W. Va., this week, 
Thomas Irvine, actuary, LIAMA, said: 

“Anyone who examines the problem of 
persistency is very likely to conclude that 
the fate of a policy is probably dependent 
upon a number of factors: factors beyond 
our control, principally, economic condi- 
tions; factors in the policyholder him- 
self—a belief which underlies the use of 
instruments such as the new persistency 
rater. It may be affected by the char- 
acteristics of the agent and his method 
of selling—a belief which underlies the 
present emphasis upon selection and de- 
velopment of career agents. It may even 
be affected by factors and events which 
occur after a policy has been sold and 
delivered—a belief which underlies much 
of the conservation efforts of many com- 
panies. 

Mr. Irvine continued by saying, “The 
problem is to discover which factors 
exert the greatest influence on persis- 
tency and which the least. If the events 
occurring after a sale, particularly those 
over which the agent has some control, 
are of great importance in determining 
persistency, considerable investment in 
training and encouraging the agent to 
control these events is justified. If it is 
the factors which are present at the time 
of the sale, which are largely instru- 
mental, efforts directed at the improve- 
ment of persistency should be invested 
at that level.” 

Concluding, Mr. Irvine stated, ; 
the agent is the key man in the produc- 
tion of persistent business. Proper se- 
lection and training of the agent will no 
doubt influence favorably the character- 
istics of business sold and possibly to a 
degree which would automatically solve 
the persistency problem.” 
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We are proud to be 
numbered among those 
who are continuing 
to provide future financial security 
in the best traditions 
of the American way of life. 


ATLANTIC LIFE 
INSURANCE COMPANY 


RICHMOND, VIRGINIA 
Established in 1900 


ROBERT V. HATCHER 
President 


“HONESTLY, IT’S THE BEST POLICY”’ 
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A WELL-BALANCED COMPANY 


balance 


improves performance 


Balance improves performance 
through avoiding excesses 


in any one direction. 


In a life insurance company a 
favorable balance of past 


achievements, present action and 





future planning assures 
continued progress, 


Fidelity is a well-balanced company. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 
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Holcombe Sees Growth of 
Company Human Relations 


The importance of human relations 
between the underwriting department of 
a company and other departments and 
especially the field force, was discussed 
at the Home Office Life Underwriters 
Association meeting at White Sulphur 
Springs this week by John Marshall 
Holcombe, Jr., managing director of 
Agency Management Association. _ 

“A home office underwriter is in a 
position to exert very great influence on 
the agency force of the company,” he 
said. “One of the difficulties which faces 
an underwriter is that very frequently 
he has to convey to an agent the un- 
pleasant news that a case is rejected 
or rated up, or something of the sort. 
The attitude of the underwriting execu- 
tive toward the agent when he writes 
such a letter as this is of the first im- 
portance. There was a time when un- 
derwriting executives were not encour- 
aged to go to the field. Fortunately, that 
time is largely passed, as indicated by 
frequent talks which have been made 
before this association in past years. 
Certainly, one of the principal difficul- 
ties which underwriting executives have 
in declining a case is to make the agent 
feel that the decision is not arbitrary. 
Frequently, the complete story of the 
reasons for a declination cannot be 
given and the letter which tactfully de- 
clines to give the reason but still ap- 
pears not to be arbitrary requires the 
sympathetic attitude of the underwriter 
and a marked capacity in handling the 
English language. 

“It is my belief that underwriting ex- 
ecutives will increasingly consider this 
matter of human relations, and that the 
bound volumes of your association’s 
meetings will carry an indication of the 
recognition of the importance of this 
problem. We are merely at the thres- 
hold in considering it, and it is my hope 
that agency officers together with un- 
derwriting executives will take the lead 
in bringing this to the forefront of the 
consideration of top management in life 
insurance companies.’ 


George W. Cheney 


(Continued from Page 18) 


“These last 35 years have seen some 
tremendous developments in the life in- 
surance business. Perhaps in our par- 
ticular field of underwriting, there has 
been the greatest evolution. We have 
witnessed the rise of the underwriter 
from a lowly clerical position to the 
present time when he is charged with 
considerable executive authority in the 
selection of risks. The underwriter’s 
work today is of absorbing interest. No 
two cases are alike and there is always 
some underwriting problem which is a 
little different from any previous one. 

“The successful underwriter must be 
studiously inclined, always endeavoring 
to improve his knowledge of all matters 
pertaining to underwriting. He should 
have a practical knowledge of mortality 
studies so that he can interpret them as 
they become available. He should know 
a good deal about medical impairments. 
It is highly important that he train him- 
self to deliver effective talks to agents 
on the occasion of agency visits. He cer- 
tainly must learn to write a good letter. 
Actually the successful underwriter must 
develop real qualities of salesmanship 
since it is extremely vital that in his 
contact with agents, both by corres- 
pondence and in person, he be able to 
instill in them a definite feeling of con- 
fidence in himself—in short, sell himself. 

“Underwriting is a fascinating side of 
the life insurance business, and I have 
never regretted that I became an un- 
derwriter some 38 years ago.” 


MADE DISTRICT MANAGER 
Promotion of Raymond J. Coleman 
to district manager of the Phoenix dis- 
trict agency of the Prudential has been 
announced. He succeeds Sidney V. Mit- 
chell, who has been advanced to associ- 
ate director of agencies in Los Angeles. 





Marks 15th Anniversary 
With Home Life of N. Y. 





JOHN H. EVANS 


John H. Evans, manager of the New 
York-Evans agency of Home Life of 
New York, completed his 15th year of 
service with the company last week. 
His 15-year service pin was presented 
to him by President William J. Cam- 
eron at the home office. 

The agency headed by Mr. Evans has 
been one of the company’s top leaders 
since its organization in 1945. In volume 
and quality production, it has ranked 
either first or second in company-wide 
standings. Last year the agency’s aver- 
age size policy was over $18,000. 

Mr. Evans joined Home Life after 
seven years of experience in field and 
management work. His first post at 
Home Life was as an agency field as- 
sistant in the sales planning division. In 
1938 he was appointed assistant super- 
intendent of agencies. In 1941 he was 
appointed manager of the sales planning 
division, 

Prominent in industry-wide activities 
for many years, Mr. Evans 1s currently 
president of the Life Managers’ Asso- 
ciation of Greater New York and ad- 
ministrative vice president of the Life 
Underwriters Association of the City 
of New York. 
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complete personal protection plans ARE flexible— more 
flexible; to sell in the first place, and to re-sell if the 
policy owner’s needs change. One reason—they include 
ACCIDENT & SICKNESS DISABILITY INCOME. 


LIFE INSURANCE COMPANY 
HOME OFFICE—LOS ANGELES, CALIF. 
Doing business through General Agencies 
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Summer Course in Estate Planning 


By New School for Social Research 


In a further break with tradition the 
New School for Social Research, an in- 
stitution of higher adult education in 
New York City, is introducing a sum- 
mer course in estate planning geared 
especially to the needs of out of town 
fieldmen. Under the direction of Stuart 
A. Monroe, associate general agent of 
the Solomon Huber agency, Mutual 
Benefit, the instruction will follow the 
same practical principles of the success- 
ful pilot courses in which Mr. Monroe 
has been assisting Mr. Huber during the 
present spring term. The summer school 
will find roles reversed with Mr. Huber 
as the assistant chairman. 

A graduate of St. John’s College, 
School of Law, 1928, Solomon Huber, 
CLU, continued his studies at New 
York University, Columbia and the New 
School for Social Research. He is not 
only a graduate student at the last 
named institution but is also a member 
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® Modern and attractive agent’s and general agent’s contracts to those 
looking for a permanent connection. 


@ Complete line of Life Insurance policy contracts from birth to age 65 
with full death benefit from age 0 on juvenile policy contracts. 


@ Complete line of Accident and Health policy contracts with lifetime 


benefits. 


@ Individual Family Hospitalization contracts with surgical, medical and 


nurse benefits. 
@ Complete substandard facilities. 


@ Educational program for field man. 


Strong, Progressive Company 
Older than 85% of all legal reserve life insurance companies 


Company’s Expansion Program Offers: 
Openings in California, Florida, Illinois, Indiana, Kansas, Michigan, 
Minnesota, Missouri, Nebraska, New Jersey, North Dakota, Ohio 
and Wisconsin. 


NORTH AMERICAN LIFE INSURANCE CO. 
OF CHICAGO 


Cc. G. ASHBROOK, 
Executive Vice President 


NORTH AMERICAN BUILDING 
Chicago 3, Ill. 





of the faculty. He has been a visiting 
lecturer at New York University, Uni- 
versity of Illinois, University of Connec- 
ticut, and spoken before various indus- 
try, business and life insurance groups. 
Research in management problems, in- 
cluding selection of agents, is one of his 
hobbies. He was first licensed in 1927 
after having spent his early youth as a 
free lance writer, reporter, magazine 
editor, sales manager, school principal 
and president. Many of these posts were 
held concurrently. He has served life 
insurance as a lecturer, teacher, editor, 
publisher, author and has contributed 
his time to CLU and other industry ac- 
tivities, holding various posts. In addi- 
tion to hundreds of articles over the 
years dealing with taxes, trusts, estate 
planning, motivation, semantics, etc., Mr. 
Huber is author and originator of Es- 
tatology, a copyrighted and_ trade- 
marked estate planning service; a co- 
author of Planning and Selling Business 
Insurance and head of the Solomon Hu- 
ber agency of Mutual Benefit Life in 
New York City devoted exclusively to 
estate planning through Estatology. He 
is presently a member of the LUTC ex- 
amination board. 

Stuart A. Monroe as associate gen- 
eral agent of Mutual Benefit Life, has 
been in charge of advanced training. He 
is a member of the New York Bar; in- 
structor in Part C of the CLU course 
for the Insurance Society, and a fre- 
quent lecturer before various insurance 
and trust council groups. He*is a grad- 
uate of Leheigh University and received 
his legal education at Fordham Law 
School. 

Students pursuing courses toward an 
academic degree may enroll for credit 
although the majority of those attend- 
ing will be non-credit students. Tied in 
with the theme of New York as a vaca- 
tion playland, the hours of instruction 
have been set for 9:30 a.m. to 12:30 p.m., 
Mondays to Thursdays inclusive, for two 
weeks beginning July 16, with the ex- 
ception of the last school day which will 
run until 1:30 p.m. The course is not an 
orator’s holiday but will represent a 
practical approach to estate planning 
built upon actual field problems. 

Enrollment has been strictly limited 
because of the laboratory nature of the 
work. Tuition has been set at $50 plus 
a registration fee of $6. No particular 
formality is required for enrollment. 
Registration by mail is acceptable. Ap- 
plicants for degree credit will be re- 
quired to complete more formal papers 
on arrival. 
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Life Insurance Dollar 
A Bargain, Says Benner 


IN ANY ECONOMIC SITUATION 
Ad- 


Continental American President 
dresses Philadelphia Life Under- 


writers anemia 


Buying of life insurance was shown to 
regardless of economic 
by Claude L. 
Amer- 


be an essential 


conditions at the time 
Benner, president of Continental 
ican Life of Wilmington, speaking be- 
fore the Philadelphia Association of Life 
Underwriters on Tuesday. The life in- 


surance dollar, he demonstrated, was 
cheap regardless of prices. 
that the 


insurance 


“It must never be forgotten 


dollar for the purchase of 


rightly comes first, immediately after 


the purchase of the necessities of life, 


certainly before the luxuries, and ob- 
any possible other sav- 


said Mr. 


viously ahead of 


ings and investment program,” 
Benner. 


valid 


down. As a 


“This reasoning is just as 


whether prices go up or 
matter of fact, the rise in prices such 
as has taken place during the last few 
years makes the purchase of insurance 
all the more imperative. Likewise, any 
price rise that we are likely to get in 
the immediate future, war or no war, 
will not call for any other action. Do 
not women and children need money 
just as much to buy the necessities of 
life when prices are high as they do 
when they are low? 
Why It’s Competitive 

a proper 


“The carrying of amount of 


investments are 
priority of 


insurance and other 
never competitive. In the 
their importance, they are entirely on 
different and in different cate- 
gories. It is after the individual 
has completed his insurance program 
that he has a right to consider other 
forms of investments. 

“Let us look at the life insurance dol- 
lar from the point of view of the bene- 
ficiary. We hear a good deal of talk 
today about the sixty-cent dollar—that 
it takes over $3 to buy what $2 would 
a few years ago. This is true and I am 
not one to minimize the seriousness of 
the recent rise in prices and the neces- 
sity for doing everything possible to 
stop it. But when you come to look at 
the heart of the insurance dollar from 
the view point of the beneficiary, you 
get a different slant on its value. Here 
you frequently find that the life insur- 
ance dollar, instead of being a_ sixty- 
cent dollar, is the only one hundred- 
cents dollar that I know of that has 
been frequently purchased for less 
than fifty cents. 

“This becomes clear when you think 
of the number of policies that you have 
settled where the beneficiaries received 
twice as many dollars from the proceeds 
of the policy as the total amount of 
premiums which the insured paid 
throughout his life. Is not that purchas- 
ing one hundred-cent dollars for fifty 
cents? Where else can this be done? 
Can you take more money out of a 
bank than you deposit in it without go- 
ing in debt? Can you buy a_ bond, 
building and loan shares or a home on 
the installment plan and get complete 
ownership before you have completed 
your payments? The answer obviously 
is, you cannot. But we all know it hap- 
pens every day in life insurance. Most 
policies are settled long before they be- 
come fully paid up.” 


levels 
only 





Speakers at Connecticut Sales Congress 


ate 


Left to right—Owen W. Eames, agent, Northwestern Mutual, Boston, Mass.; 
John Marshall Holcombe, Jr., managing director, Agency Management Association; 


S. Rush Coffin, general chairman and supervisor for the Aetna Life Insurance Co. 


in Hartford; A. Gordon Nairn, director, Prudential Canadian Agencies, Toronto; 


Lambert M. Huppeler, CLU, general agent, 


New England Mutual, 


City; Sadler Hayes, Penn Mutual producer, New York City. 
More than 500 attended the 13th annual sales congress of the Connecticut Asso- 
ciation of Life Underwriters held at the Yale Law School auditorium April 5. 
S. Rush Coffin, supervisor for Aetna Life at Hartford, presided as general chair- 


man, 


Speakers at the congress are shown above with General Chairman Coffin. 











in confidence: Box 2011, 





LIFE SUPERVISOR OR UNIT MANAGER 


Old established mid-town life agency seeks experienced man. 


Our proposition per- 


mits you to operate your own organization and conduct it as independent group. Write 
The Eastern Underwriter, 41 Maiden Lane New York 38. 











New York 


J. S. Winings Retires 
From Berkshire Life 


LONG IN PROMOTIONAL WORK 


Agency Secretary Staxted as Agent in 
1917; Brought to*Home Office as 
Agency Superintendent 


J. S. Winings, agency secretary of 
Berkshire Life of Pittsfield, and widely 
known in the life insurance ‘field for his 
sales promotional work, has_ retired 
from active service. 

Mr. Winings joined Berkshire, Sep- 

tember, 1917, as an agent in Indianapolis, 
and on March 1, 1918, was appointed 
general agent of the company for In- 
diana. During the ensuing nine years, 
he .not only built a _— successful 
agency but was an outstanding personal 
producer. 
1925, Mr. Winings was 
called to the home office by President 
Frederic H. Rhodes to take over the 
office of superintendent of agencies. Mr. 
Winings was the first editor and pub- 
lisher of the company’s monthly field 
magazine, “The Berkshire Sun.” He also 
organized the “Rhodes Club,” the field 
organization of top producers. He was 
very active in field sales activities and 
instituted many sales campaigns, gen- 
eral agents’ conferences and_ agents’ 
conventions. 

Mr. Winings, in February, 1933, was 
elected agency secretary, assisted in the 
management of the agencies; was in 
charge of conservation of business ; ad- 
vertising and home office publications, 
and the statistical phases of the agency 
department operation. 

He was a charter member of the Life 
Advertisers Association founded in 1933, 
and was a consistent winner of many 
top awards in the association’s annual 
competition of exhibits, particularly in 
the field’s “Trade Journal Advertising” 
and “Publications for Agents.” 

Mr. and Mrs. Winings will continue 
to reside in Pittsfield, Mass., 262 South 
Street. 


In August, 


J. W. DICKSON DEAD 

The recent death of J. W. Dickson, 
Anderson, S. C., has terminated an as- 
sociation with Pacific Mutual Life which 
lasted for thirty-nine years. Since 1912 
Mr. Dickson had represented Pacific 
Mutual as state agent for South Caro- 
lina. Long one of the outstanding pro- 
ducers in his area, Mr. Dickson was 
high!y regarded throughout the life in- 
surance fraternity. 





60TH ANNIVERSARY YEAR 


Three charter members of the 
original group who applied to 
this Company in 1891 for Family 
Protection are still included among 
the 420,000 policyholders we now 
serve. 

JAY R. BENTON. President 











INSURANCE 


Consecutive Term by the SE Method 
Starts Mon., May 7, for 
Brokers’ unntantten on Sept. 19 


NOTARY rusuic COURSE 


Consecutive Term by the Pohs Method 
Starts Friday, May 11 
for Exam. June 5 


AMERICA’S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 


Write, phone or call for Booklet 


INSTITUTE OF 
INSURANCE 
132 Nassau Street 
New York 7, Ba Y. 
Near City Hall 
Tel. COrtlandt M738 


go J. POHS, Founder-Director 
App. by N.Y. State Dept. of Riaceten, 
Dept. of Insurance and Under G. I. Bill 
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PAN-AMERICAN IN CONFERENCE 

The Pan-American Life Insurance Co. 
New Orleans, has joined the Health 
& Accident Underwriters Conference. 
Crawford H. Ellis is president, John Y. 
Ruddock, vice president and actuary and 
J. B. Donnally is manager of the group 
and pension department. The company 
writes employe, association, hospital and 
surgical group insurance. 

The membership of the conference 
now totals 156 companies and 9 associ- 
ate members. 


’ 


TRAVELERS APPOINTS LANG 

The Travelers has appointed Law- 
rence A. Lang, manager of the life, ac- 
cident and group departments at Van- 
couver, B. C., succeeding George B. Wil- 
son, now manager at Duluth 


HOME OFFICE—EAST ORANGE 


WE’RE LOOKING 
FOR A TALL MAN 


One with his head in the 
clouds and his feet firmly 
planted in the ground. An ag- 
gressive man fired with ambi- 
tion, but possessing stability and 
background. 


Our newly-created Ordinary 
Agency Department offers this 
man a worthwhile opportunity 
to capitalize on his ability to 
build his own General Agency. 


Ordinary General Agencies 
are available in Philadelphia, 
Pennsylvania; Northern New 
Jersey, and Westchester County, 
New York. We cordially invite 
your inquiries. Write: William 
H. Fissell, CLU, Superintendent 
of Ordinary Agencies. 
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Policyholders Endorse 
Mass. Mut. Texas Oil Loans 


By a vote of 1£,011 to one at annual 
meeting of Massachusetts Mutual Life 
Wednesday. policyholders expressed i im- 
plicit confidence in company’s directors 
and officers who had authorized Texmass 
and other Texas oil loans; and declared 
four suits of small policyholders against 
the company and directors, based on 
loan criticism, were not in best interest 
of the company and should be with- 
drawn. Temporary chairman to hear 
loan situation discussed was former 
Governor Joseph B. Ely. Vice President 
Homer N. Chaney explained entire loan 
situation and present status. Texmass, 
largest loan, originally $4,000,000, is now 
down to $1,415,00C. There has been no 
default. 

Then followed a two hour defense of 
company’s directors and officers by pol- 
icyholders, including prominent Massa- 
chusetts residents and Clarence W. 
Rueling, president, M. M. General 
Agents Association, and C. K. Litchard, 
Springfield co-general agent. Litigants 
were given a terrific blasting. The one 
dissenting vote came from Frank A. 
Silver, a lawyer representing a litigant, 
who refused to make an extended state- 
ment. Abraham L. Pomerantz, leading 
critic of the loans and a plaintiff, did 
not show up after saying he was coming. 


Mass. Mut. Oil Loans 


(Continued from Page 14) 


serves was begun in 1945. For 1946 the 
revenue attributable to the interest ac- 
quired by Texmass in these properties 
was $1,005,907. For the month before 
the loan was closed it was $165,044. As 
of May, 1947, the Texmass reserves 
amounted to almost 13,500,000 barrels of 
oil and almost 55,000,000 mcf. of natural 
gas, having in all a net ultimate realiz- 
able value estimated at more than $21,- 
000,000. The cost of developing these re- 
serves, as in case of many oil companies, 
had been charged off as operating ex- 
pense. Neither the development cost of 
the properties nor the value of the re- 
serves was taken into account in the Au- 
gust, 1937, balance sheet. Therefore, 
that balance sheet does not prove in- 
solvency. 

3efore making the Texmass loan the 
Massachusetts Mutual Life employed S. 
H. Fagadau, a Texas petroleum engineer 
of high professional reputation and quali- 
fications, to survey and appraise the oil 
and gas reserves offered as security for 
the loan. The company’s officers also ex- 
amined available production figures of 
Texmass and its precedessors and fol- 
lowed customary procedures in consider- 
ing and acting on the loan. It was hot 
a loan on “unimproved real property,” 
but was a collateral loan secured by crude 
oil reserves.. 

Integrity of Directors 

None of the company’s directors is or 
was a close friend, relative or business 
associate of any of the Texmass pro- 
moters or of any of the Boston investors. 
None of the directors had any discussion 
or communication as to the loan with 
any of the promoters or investors, and 
none of the promoters or investors ever 
approached any directors of the company 
regarding the loan. 

The assertion in the suits against the 
company and its directors that the loan 
is uncollectible is not reconcilable with 
the fact that there has been no default 
in the payment of principal and interest 
on the first mortgage note of Texas Con- 
solidated Oils. In any case, says Presi- 
dent Kalmbach, the real issue is whether 
the loans were honestly and reasonab!y 
made in 1947 and 1948 on the basis of the 
information known to the company at 
the time. 

“On the basis of investigation of the 
facts,” said President Kalmbach, “I am 
convinced that the charges are wholly 
without foundation and that, in approv- 
ing the loans, your company’s officers 
and directors were unaffected by any ul- 
terior or improper motive and acted 
solely in the belief that the loans were 
sound investments. 








HEARD On The WAY 











During a recent vacation in Daytona 
Beach, Florida, E. A. Roberts, president 
of Fidelity Mutual Life, was walking on 
the beach when he encountered an el- 
derly man who started conversation by 
introducing himself as a retired pro- 
fessor of history and economics of a 
Georgia College. The life insurance 
president said: “My name is Roberts 
and I am associated with a life insurance 
company in Philadelphia.” 

His beach companion immediately 
commented: “I get a substantial check 
every month from the Fidelity Mutual 
Life Insurance Co. of that city.” 

Roberts disclosed his identity more 
fully and in the conversation that fol- 
lowed the professor said he and his wife 
had been enjoying living benefits for 
some years because of the insurance he 
had taken out. 





The March number of the The Jour- 
nal of the American Society of Char- 
tered Life Underwriters was edited by 
Leland T. Waggoner who for three years 
has served with Harry Krueger as asso- 
ciate editor. He is manager of Mutual 
Life in Boston. Walter A. Craig, former 
editor, died last August. In meantime, 
The Journal will soon announce identity 
of its new editor. 





The Occidental Life of North Carolina 
is now operating in Cuba and is contem- 
plating opening several of the other 
islands for that company. 





Jeannette Thielens Phillips of Massa- 
chusetts Mutual, Chicago, who spoke be- 
fore the Chicago insurance women on 
April 5 began to write life insurance 
because her husband did not buy it. She 
was forced 19 years ago to earn the 
family living and became an agent. She 


has a Ph.D. degree from University of 
Chicago and also did graduate work at 
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GOOD NEWS for FAT BOYS! 


Continental Assurance Company offers liberal 


consideration for your over-weight clients. 


The plan is not restricted to ordinary life or 


higher premium plans. We will write: 


DOUBLE AND TRIPLE PROTECTION 


Write or Call for Information and Rates. 










ROCKVILLE CENTER, L. I. 
241 Sunrise Highway 
Phone: ROckville Center 6-7734 








Northwestern University, attended the 
Chicago Art Institute and the Sorbonne 
in Paris. Her hobby is graphic arts. 
President of Chicago women agents 
group is Helen B. English. 





The field convention of the Jefferson 
Standard at Shoreham Hotel, Wash- 
ington, April 15-18 will be the first 
national convention the company has 
held in the past decade. It will be 
attended by about 700 representatives 
of the company. 
Uncle Francis. 


Clifford L. McMillen Dead 


Clifford L. McMillen, former general 


agent in New York for Northwestern 
Mutual, died here this week of a heart 
attack. 


Wage Stabilization 


(Continued from Page 1) 


ployers, and that the criteria used in 
determining the reasonableness of such 
plans should be formulated in terms 
of benefits provided rather than in 
terms of actual cost. In taking this posi- 
tion we note that the Economic Stabili- 
zation Administrator has already gone 
on record in conceding the difficulty of 
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evaluating the cost of these plans in 
dollars and cents and in recognizing 
that any attempt to do so would only 
result in confusion. We also think that 
since the principal benefits under these 
plans can be and generally are geared 
to wages and salaries, complicated and 
varying formulae will not be necessary 
to insure the equitable application of 
regulations and restrictions from region 
to region and from industry to industry. 

“Finally, we believe that such regu- 
lations and restrictions can and should 
be designed so as to permit the inau- 
guration of new plans and the liberaliza- 
tion of existing plans not in excess of 
specified, reasonable minimum standards 
without the further approval of the 
Wage Stabilization Board and to per- 
mit plans in excess of such minimum 
Standards upon their approval by the 
board.” 


G. S. Nollen Resigns 


G. S. Nollen, chairman of Bankers 
Life Co., has resigned but will continue 
on board of directors. 


Joins H. Malcolm Teare 


JAMES P. DURCAN 
H. Malcolm Teare, general agent, Con- 
tinental Assurance, 500 Fifth Avenue, 
New York, has announced the addition 
of James Patrick Durcan as executive 
assistant to his agency. Mr. Durcan 
served for 12 years in the Group life 


department of the Equitable Life Assur- 
ance Society’s home office. During 
World War II he had duty in the Pacific 
aboard a U. S. Navy destroyer, which 
participated in several invasions and was 
severely damaged by a Jap Kamikaze 
plane at Okinawa. Le aving the Navy in 
1945, he entered the service of Marsh & 
McLennan in the New York office, 
where he did an outstanding job in 
handling Group insurance accounts that 
were nationwide in scope. In 1949 and 
1950, Mr. Durcan lectured on Group in- 
surance subjects at the Cornell Univer- 
sity Labor Relations School. 

The Teare agency was 
agency of the company 
three years. 


the leading 
for the past 
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WHY N. Y. LIFE ENTERED ACCI- 
DENT AND SICKNESS FIELD 
While it was a natural step for the 

New York Life to enter the accident and 

sick insurance field after deciding 

to write Group Life probably a com- 

pelling reason was the realization of a 
eat social need which the private com- 

penics can handle better than the Gov- 

rnment can. “We believe that accident 
d | insurance will prove an 


realize 





of the drive to 


ler security in this country,” said 
accident 


D. Dunning, director of 


and sickness sales for the company in 
addressing Agency Management Asso- 
ciation’s A. & H. spring meeting in Chi- 


cago. 


“If private enterprise fails to pro- 


vide widespread coverage the Govern- 


ment will step in and fill the vacuum. 


We intend to be a major factor in help- 





neg to fill this vacuum.” 

Among other reasons motivating the 
company, as given by Mr. Dunning, were 
these increased opportunities for agents: 

It will help new ones just entering life 
insurance get on an income producing 
basis 1 quickly. 

It will increase life insurance sales. 
It will aid in prog ramming, and pro- 
vide a more complete package sales. 

lt is a door-opener which will also give 
‘der agents a new interest in selling. 

It will help agents who get volume 
rimarily from sale of business insur- 
ance as there is need for accident and 
sickness sales on a business insurance 
basis. 


WOMEN IN LIFE INSURANCE 

On the occasion of the tenth anni- 
versary of the magazine Charm it de- 
voted space to an article making a re- 
port on the changing status of the 
working woman. Theme of the article 

s the growing number of women in 
executive positions 


In life insurance official position of 


women was. particularly emphasized. 


These positions include those of assis- 
tant comptroller, assistant vice presi- 
dent, counsel, advertising director, board 


member and president. Two women are 
insurance 
Mildred M. 
board who 
Wellesley 
Milli- 


of Barnard 


leading life 
Mrs. 
Life 


on boards of 
They are 
New York 
formerly president of 
director of the Waves, 


McIntosh, 


companies. 
Horton on 
Was 
and and 
cent (¢ head 


College. 


“arey 


counsel of life 
are Lelia F. 

Connecticut Mutual, 
Duggan, United States Life. 
some years Alice Jordan was presi- 

Postal Life. 
large life insurance organization 


are chief 
They 


Two women 
insurance companies. 
Thompson, and 
Elizabeth 
For 
dent of First woman to 
head a 
was Bina West of The 


another 


Maccabees who 


was succeeded by woman. 


Among names of distinguished women 


in the business given by Charm was 
that of Mary F. Barber, assistant vice 
president, Penn Mutual Life, one of 


the best literary writers in the business. 
Charm did not give the names of any 


of the women agents. Over the years 
a dozen of them have been Million 
Dollar writers, Sis Hoffman of Union 


Cincinnati, having had a walk 
in winning those honors, and an- 
Smith of Fair- 


few women 


Central, 
away 
other being Sarah B. 
mount, W. Va., 


write and 


one of the 


who can does write Group 


life insurance. 


John Fox Graham, supervisor in 
charge of accident and health, James 
P. Graham agency, Aetna Life, Balti- 


more, and Virginia Gay Batt, daughter 
of Mrs. William Harold Batt of Balti- 
more, were married on March 31. Mr. 


Graham, who is an ensign in the United 
States Naval Reserve, intelligence divi- 
sion, has been assigned to the San 
Diego naval base, and he and Mrs. 
Graham left for California this week. 
The marriage was‘ in St. Thomas 
Aquinas Church, Baltimore. 
* i tte 
W. Ross McCain, chairman of Aetna 
Insurance Group, Hartford, has been 
40 years with the organization. A na- 
tive of Monticello, Ark., he began his 
insurance career in 1907 with the A. B. 
Banks and Co. agency, Fordyce, Ark. 
He joined Aetna as a state agent in 
\rkansas. He became an official of 
\etna (Fire) in 1919 as assistant sec- 
retary. In 1933 he became president and 
he has been president of National Board 
of Fire Underwriters. 
* * x 
Ralph R. Lounsbury, president of 
Bankers National Life, Montclair, N. J., 
has been appointed chairman of the 
Initial Gifts Committee for the Com- 
munity Chest of the Oranges and 
Maplewood, N. J. 
et. oe 
William B. Rearden, executive vice 
president of all of the companies in the 
Loyalty Group, has been reelected for 
his fifth term as president of the New- 
ark Safety Council. He is also treasurer 


of the New Jersey State Safety Council. 








WILLIAM SCHIFF 


Colonel William Schiff, president of 
Schiff, Terhune & Co., Inc., is serving as 
chairman of the insurance group for the 
New York City Cancer Committee’s 1951 
Crusade. During April, proclaimed “Can- 
cer Control Month” by President Harry 
S. Truman and Mayor Vincent R. Im- 
pellitteri, the New York City Cancer 
Committee is seeking $1,500,000 to sup- 
port its year-round program of research, 


public and professional education and 
service to cancer patients. 
* * * 

Harold N. Sloane, CLU, educational 


vice president of the Life Underwriters 
Association of New York who is a part- 


ner in Gruber, Lynch & Sloane, gen- 
eral agents in New York of Continental 
Assurance Co., was elected vice presi- 


dent of that company’s President’s Club, 
top. ranking producers’ organization 
which met recently at Hollywood Beach, 
Fla. Mr. Sloane gave a talk at the meet- 
ing on “Business Insurance and Taxes,” 





FRANK B. MARTIN 


Frank B. Martin, president and a di- 
rector of Frank & Dubois, well-known 
New York brokerage firm, has been 
elected a director of United Medical 
Service, New York’s Blue Cross Plan. 
Mr. Martin is a director of the York- 
shire Indemnity Co., Seaboard Fire & 
Marine Insurance “ot American Rail- 

way Underwriters Association and the 
Insurance Brokers’ Association of New 


York. He lives at Plainfield, N. J 





W. E. Bixby, president of Kansas City 
Life, and Mrs. Bixby recently returned 
from a 40-day tour of South America. 
Covering 16,000 miles by air, they visited 
Peru, Chile, Argentine, Uraguay and 
Brazil. In addition to sightseeing, Mr. 
Bixby was able to learn much about the 


business and political views of South 
Americans generally. Businessmen _ in 
Argentine openly admitted that the 


Peron government has forced corruption 
upon all business there. The business- 
man’s attitude is best summarized, Mr, 
3ixby says, by one statement that “No 
businessman can be honest in the Argen- 
tine. He must stoop to deliberate bribery 
and other forms of political corruption 
if he is to stay in business.” 
eee ae 
Norman I. Taylor, insurance agent of 
Burnside, Ky., a former president of 
the Kentucky "Association of Insurance 
Agents, was master of ceremonies, 
March 31, when Governor Weatherby 
of Kentucky dedicated four new bridges 
across the Cumberland River. 
ee ee 


JOHN NEWLANDS 


John Newlands, general attorney of 
the Scottish Union and National and 
president of the American Union of New 
York, is celebrating his 25th anniversary 
with the Scottish Union Group. He en- 
tered the employ of the Scottish Union 
on Apri! 1, 1926, as inspector of agencies 
at Boston, Lincolnshire, England and 
during the intervening years has held 
several important posts in the company ’s 
world-wide organization as_ assistant 
secretary in Southampton, assistant 
manager in Glasgow and manager in 
Birmingham, prior to 1944 when he was 
transferred to Toronto to organize and 
establish the companies’ Canadian 
branch. Mr. Newlands served as Cana- 
dian manager until August, 1948, when 
he was advanced to general attorney of 
the Scottish Union and president of the 
American Union ands went to Hartford 
to head the companies’ operations in the 
United States. 


*k * x 
John T. Shirley, general agent in 
Pittsburgh for New England Mutual 


Life, has been elected vice president and 
director of the Zoar Home for Mothers 
and Children, one of Pittsburgh’s out- 
standing charitable institutions. 
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Randall Pays Tribute to Wives 

Frequently at insurance conventions 
insurance men—especially agents—stop 
in their tracks and pay a tribute for a 
moment or so to their wives and how 
they have been helped by them. One of 
the finest tributes to the wives of a field 
organization has just been paid by Jesse 
W. Randall, president of the Travelers, 
who sends this message to the Travelers 
field: 

“It is customary when a man makes 
an outstanding record in his particular 
field to congratulate him, honor him and 
perhaps reward him. That is all well and 
good. But it does not do justice to a 
certain person who works quietly and 
unobtrusively behind the scenes. I mean 
the man’s wife. In most cases she should 
receive part of the credit for his suc- 
cess; in many cases, a very considerable 
part of the credit. 

“You will recall from your history 
books that in the olden days a warrior 
brought back trophies of his victories 
and presented them to his wife or 
sweetheart. No doubt he boasted a little 
bit to her about deeds he had accom- 
plished. He sought her praise and ad- 
miration and attention. She gave it to 
him unstintingly and her action inspired 
him to even greater feats. But, when 
things went wrong, as they occasionally 
did even in those days, and our warrior 
took a bit of a beating, he again turned 
to his wife—this time for sympathy and 
affection. And she, with great under- 
standing and with just the right touch, 
helped him to regain his self- confidence. 
She restored his pride and sent him out 
again to new wars fully convinced. the it 
he was invincible. 

“Today, only the scene has changed; 
the story remains the same. A man 
comes home at the end of a day and 
brags a bit about his successful business 
deals. His wife is both proud and glad, 
and she tells him so. And it makes him 
feel that he is the top man in the whole 
world. This is as it should be, and it 
plays an important part in the accom- 
plishments of men. 

“But to me the outstanding part that 
a woman plays is in the time of failure 
and discouragement of her man. Then 
is the time when she displays her great- 
est understanding, her wonderful tact 
and her unshakeable devotion. Her 
whole attention is given to the job of 
helping him to regain his pride, restor- 
ing his self-confidence and rekindling his 
desire to carry on. The result is that 
once more he starts out with head up, 
chest out and the conviction that he 
isn’t licked yet 
am certain that each of you mar- 
ried men is more successful because of 
the assistance of your wife than you 
would otherwise be. I pay my respects 
to Travelers wives. They have contrib- 
uted much to the success of the com- 
pany.” 

President Randall winds up his tribute 
with a quote from the Book of Proverbs. 
It is this: “Whoso findeth a wife findeth 
a good thing.” 

















Sir Arthur Morgan Prizes for 
Essays on Insurance 

Sir Arthur Morgan, former general 
manager of the London Assurance, who 
was awarded a knighthood because of 
his work in many important overseas 
missions during the war, is offering 
through the Chartered Insurance Insti- 
tute of Britain two prizes of 100 guineas 
and 50 guineas respectively for the most 
meritorious essays, works of research or 
papers on the subject of British insur- 
ance and world economy. The prize 
winning essays must “deal with the con- 
tribution made by British insurance to 
the functioning of world economic sys- 
tem and the effect of major economic 
developments of this century upon this 
system and upon British insurance.” The 
time limit for those who want to qualify 
is March 31, 1952. The major trends which 
will have consideration are thought 
by The Review of London to be these: 

“On the home front a delimitation be- 
tween the spheres of social and private 
insurance; abroad an ever-growing pre- 
ponderance of Western European and 
American business owing to nationalistic 
trends in many countries, and in increas- 
ing emphasis on reinsurance as distinct 
from direct business, although with 
ever-rising values this country remains 
the chief provider of co-insurance cover 
for peak risks in most countries. These 
are the major developments in this cen- 
tury. 

“Even more interesting should be re- 
searches into the contribution of British 
insurance to the development of the lib- 
eral form of society and its ability to 
continue its vital role also in a Welfare 
State. Perhaps, too, the essay could 
show the extent to which British prac- 
tices, as expressed in British policies, 
have penetrated the world.” 

The competition is open to all Fellows 
and Associates and members of the 
Chartered Insurance Institute and to 
any Fellow or Associate of the Institute 
or Faculty of Actuaries or graduate of 
any university in the British Common- 
wealth or Republic of Ireland. 

ge ae 


To Preserve Pickwick Room 


When word got around London that 
the famous inn where Charles Dickens 
made a practice of taking friends to 
dine, and which is called George and 
Vulture, might be converted into offices 
there was quite a flurry. A number of 
letters in protest were published by the 
London Times. 

As the Inn was mentioned by Dickens 
in his Pickwick Papers the room in 
which he dined has since been called 
The Pickwick Room, which is known to 
insurance men world wide because of 
the large number of insurance visitors 
to London who have been taken there at 
lunch time by A. Rendtorff, chairman of 
Sterling Offices, Ltd. 

Sterling Offices, Ltd., has for the past 
33 years had the sole use of the Pick- 
wick Room and approximately 3,000 vis- 
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itors have now signed the visitors’ book 
on their first visit there. On March 2 a 
five-minutes broadcast from Pickwick 
Room was included in Richard Dimble- 
by’s “London Town” television series in 
which Mr. Rendtorff, Bransby Williams, 
famous Dickens actor, and Charles Han- 
cock, oldest waiter in the inn, took part. 

The Sun Insurance Office wrote a fire 
insurance policy on George and Vulture 
in 1717 and it still covers the risk. 

* ¥ + 


A Hartford Librarian 


Ellen Hasson, librarian of Aetna In- 
surance Group, has been with the or- 
ganization since October, 1949. When a 
student of Connecticut College for 
Women she was editor of the college 
press board and was on staff of Con- 
necticut College News, a weekly news- 
paper telling of college activities. After 
leaving college she became a researcher 
for the Virginia-Carolina Chemical Cor- 
poration and then went with Aetna In- 


surance Group. 
* * * 


New Brochure on Taxation 


Charles Johnson Post, president of 
American Association for Scientific 
Taxation. is author of a brochure. “What 
Private Enterprise Can Do—The An- 
swer to Socialism.” Theme of brochure 
is that taxation must be efficiently and 
scientifically planned, and not be “a 
mere blundering form of confiscation.” 

“We tax only what we can see or 
feel,” he says. “That is utterly unimag- 
inative, and quite as blundering as if, in 
the field of science, we denied the ex- 
istence of force because we could not 
see it or feel it directly or denied the 
atom because it is visible only to the 
eye of the mind.” 

Mr. Johnson savs the public shouid 
know, in snecific phenomena and facts. 
what taxation does and has done and 
what are. and have heen its specific ef- 
fects within the world of business. “Busi- 
ness as commonly understood as well as 
its basic economic principle. If taxes 
are levied carelessly and unscientifically 
we may quite likely be levying taxes 
against the very business energy that 
we need most for our national pros- 
perity,” he says. 

Mr. Post scores the catch-as- catch- 
can methods of 48 differing, sovereign, 
rights of taxation within our national 
economic svstem. Scientific taxation 


means taxation that is so established and 
so levied as to encourage business de- 
velopment, stimulate private enterprise. 

Charles Johnson Post, now retired and 
living in Bayside, Long Island, is a 
member of American Arbitration Asso- 
ciation; was for 15 years a Commis- 


sioner within the U. S. Department of 
\ and was counsel to the U. S. 
clegation to the Pan-American Labor 
Conference in Mexico City. He was long 
a newspaper and a magazine man. He 
has made many studies in field of taxa- 
tion. 





* * * 


Chicago Office of Illinois Insurance 
Department 


In his annual report Insurance Direc- 
tor Day of the Illinois Department ex- 
plained the mechanism of the Chicago 
office of the Insurance Department. 
Available there are copies of the annual 
statements of insurance companies and 

amination reports which cover all com- 
sual s transacting business in the state. 

“A — substantial amount of the 
insurance activities of Illinois center in 
Chicago,” he said. “For the benefit of 
the insuring public and the insurance 
industry these reports are kept on file 
in that city and also on file are license 
records for all brokers operating in the 
state.” 

Continuing he said: “Facilities are 
available for the handling of inquiries 
of various kinds pertaining to insurance 
matters, inc tucdisaa claims, policy condi- 
tions and licensing of agents and brokers, 
by special staff members. Examinations 
are held for qualification for licensing 
as agents and brokers on an average of 
once every month. As a further service, 
whenever practical, formal hearings and 
conferences are held in this office.” 


* * * 


Mariners Club of Connecticut Is 
Formed at Hartford 


Announcement is made of the forma- 
tion at Hartford of the Mariners Club 
of Connecticut by Elliott A. Mayo, ma- 
rine agency supervisor of the Aetna In- 
surance Group, a newly-elected official 
of the organization. 

The new club, which is the ninth to be 
formed recently in marine insurance 
centers throughout the country, has 
elected the following officers: Charles 
Welk, Automobile, skipper; Edward 
Proeschel, Travelers, first mate, and Mr. 
Mayo, purser and yeoman Edwin 
Stearns, Travelers, William Downs, 
Hartford Fire, and Carl ven Pechmann, 
Automobile, were elected to the execu- 
tive committee. 

According to Mr. Mayo, membership 
in the club is cpen to all employes, ex- 
cept officers, of ocean and inland ma- 
rine underwriting companies. The club 
is organized to promote fellowship and 
cultivate knowledge of the marine in- 
surance business. 
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Detroit Grand Winner 
In Fire Waste Contest 


234 CITIES PARTICIPATED 
Population Group Winners Include 
Houston, Atlanta, Hartford, Bethle- 
hem, Parkersburg, Ft. Collins 

Detroit has been declared grand win- 
ner in the 1950 Inter-Chamber National 
Fire Waste Contest conducted by the 
National Fire Waste Council, sponsored 
by the Chamber of Commerce of the 
United States. The year’s competition, 
in which 234 cities participated was the 
most closely contested in any of its 29- 
year history, Harry F. Ogden, president 
of the Fidelity and Guaranty Insurance 
Corporation, and council chairman, de- 
clared. 

“The hundreds of reports received this 
year,’ Mr. Ogden said, “was the finest 
and most complete in the history of the 
contest, which is very tangible evidence 
that these communities are determined 
to do their part to reduce the calami- 
tous loss of 10,000 lives and nearly three- 
fourths of a billion dollars worth of 
tangible property annually.” 

Six Awards in Population Groups 

Besides the grand award, six awards 
are given in as many population groups. 
Top groups awards went to Houston, 
Texas; Atlanta, Ga.; Hartford; Bethle- 
hem, Pa.; Parkersburg, W. Va.; and 
Fort Collins, Colo. In addition to these 
winners, honor recognition was awarded 
to the ten leading cities in each popula- 
tion group. Large bronze plaques will 
be presented to the seven winning 
cities by Arch N. Booth, executive vice 
president of the Chamber of Commerce 
of the United States, on May 1, at the 
Chamber’s annual meeting in Washing- 
ton. 

Awards are made in the Fire Waste 
Contest on the basis of the year-round 
program of community fire prevention 
and protection carried on under the 
sponsorship of the fire prevention com- 
mittee of the chamber of commerce in 
each participating city. Scoring is based 
upon the fire loss experience of the city 
during the calendar year as compared 
with its preceding five-year average; the 
Guality of its fire department, water sup- 
ply, building code and other protective 
facilities; and upon its educational pro- 
gram, including its observation of Fire* 
Prevention Week and its annual paint- 
up, clean-up campaign, as well as edu- 
cation in the schools and of the public 
generally. 

The committee of judges in the con- 
test is comprised of Eugene Arms, man- 
ager, Mill Mutual Fire Prevention Bu- 
reau; Percy Bugbee, general manager, 
National Fire Protection Association, and 
John A. Neal, chief engineer, National 
Board of Fire Underwriters. A. L. Kirk- 
patrick, manager, Insurance Department, 
Chamber of Commerce of the United 
States, is secretary of the Council. 
Eastern Cities Among Those Honored 

Eastern winners and honor cities in 
each population class are as follows: 

Class I—Over 500,000 population: Cin- 





CRUM & FORSTER CHANGES 


Keeler Made Vice President; Moffitt 
Heads New England Dept.; Halvorsen 
State Agent; Bauch Asst. V. P. 
Philip S. Keeler, formerly assistant 
vice president in charge of the New 
England department at the home office, 
has been advanced to vice president of 
Crum & Forster of New York and will 
be associated in an underwriting and 
executive capacity in country-wide oper- 

ations. 

J. L. Moffitt, formerly state agent in 
Connecticut, will become assistant vice 
president in charge of the New England 
department. Mr. Moffitt has been with 
the organization for over 20 years, all 
of which time has been spent in the 
New England territory. 

H. G. Halvorsen, who has been spe- 
cial agent in eastern Massachusetts, will 
succeed Mr. Moffitt as state agent in 
charge of Connecticut, western Massa- 
chusetts and Vermont. Prior to becom- 
ing a field man Mr. Halvorsen spent 
eight years in the home office under- 
writing departments. His broad office 
and field experience equip him well for 
the additional responsibility. 

F. Bauch, who has been in charge 
of the home office brokerage depart- 
ment for about two years, continues in 
that capacity with the new title of 
assistant vice president of the companies. 


Multiple Locations 


(Continued from Page 1) 


The principal recommendation of this 
subcommittee had been that any cost 
study should be undértaken as a joint 
effort by all segments of the industry. 
The committee concurred with this posi- 
tion and recommended that efforts be 
made within the industry to agree upon 
participation in such a cost study. 
Other topics upon the committee’s 
agenda included efforts of the Trans- 
portation Insurance Rating Bureau to 
obtain broadened licensed powers in 
connection with the filing of all-risk 
forms. The committee concluded that ef- 
forts to provide rating and servicing 
facilities for risks not within the juris- 





cinnati, Chicago, Baltimore. 

Class 1I—250,000 to 500,000 population: 
Rochester, N. Y.; Indianapolis; Co- 
lumbus, Ohio. 

Class III—100,000 to 250,000 popula- 
tion: Hartford; Dayton, Ohio; Provi- 
dence, R. I.; Fort Wayne, Ind; New 
Haven, Conn.; Readiny, Pa.; Staten Is- 
land, N. Y.; Allentown, Pa. 

Class 1V—50,000 to 100,000 population: 
Bethlehem, Pa.; Portland, Me.; Lake- 
wood, Ohio; Lansing, Mich.; Pittsfield, 
Mass.; New Britain, Conn.; Hammond, 
Ind.; Lexington, Ky. 

Class V—20,000 to 
Parkersburg, W. Va.; 
ristown, Pa.; Mz ansfield, Ohio; 
hassee, Fla.; ‘Oak Ridge, Tenn.; 
son, Ind.; Elmira, : iog # 

Class VI—Under 20,000 population: 
Naugatuck, Conn.; Salisbury, N. C 


50,000 population: 
“Moline, Ill.; Nor- 
"Talla- 
Ander- 


diction of established bureaus should be 
encouraged. 

The committee also reviewed the pres- 
ent statistical plan in connection with 
water damage, sprinklered leakage, riot, 
civil commotion, explosion and aircraft 
coverage. The committee recommended 
that statistical reporting requirements be 
amended to allow the filing of country- 
wide experience on these lines in 
all states except that statistics on 
sprinklered leakage and water damage 
should be kept separately for New York 
City. 

Rating Plans Compared 

With respect to the multiple location 
rating plans the committee report said: 

“A comparison of the multiple location 
rating plans reveals the following: 

“I. Policy and endorsement forms are 
the same for both plans. 

“2. The calculation of basic average 
rates is essentialy the same under both 
plans, 

“3. Credits for insurance to value are 
subject to certain different rules but, in 
the final results, the differences seem 
relatively unimportant. 

“4. Minimum’ number of locations is 
five under the M. Plan and two 
under the Independent Plan. 

i: Regular.term discounts, for policies 
issued for terms longer than one year, 
are allowed under the Independent Plan 
but not under the M. L. S. O. Plan. Such 
term discounts apply to classes of busi- 
ness eligible therefore under the gen- 
eral rules applicable to single location 
business. 

“6. The M. L. S. O. Plan provides for 
discounts or surcharges dependent on 
the loss experience of accounts with 20 
or more locations; the Independent Plan 
does not provide discounts or surcharges 
based on loss experience. 

“7. The Independent Plan provides for 
discounts, for savings in expenses, 
graduated with the size of premium. The 
M. L. S. O. Plan does not provide any 
graduated discounts by size of premium 
but it may be inferred, from the use of a 
55% expected loss ratio, that an over-all 
expense differential is contemplated in 
the “Mi. 5S: O;- Plan: 

“8. Both plans provide for adjustment 
of premiums based on number of loca- 
tions and evenness of distribution of 
values; but the calculation of such 
adjustment is significantly different in 
the two plans; the M. L. S. O. Plan 
handles such adjustment as a credibility 
factor to be applied to loss experience, 
while the Independent Plan provides 
specific percentage credits independent 
of loss experience. 

“While the two plans are dissimilar 
in important respects, nevertheless this 
committee recognizes the problems en- 
countered in rating this type of risks 
and feels that each plan represents a 
sincere effort to achieve equity between 
classes of insureds and to comply with 
the reasonable needs of insurance buy- 
ers. Approval of both plans in a single 
state would afford each insured the op- 
portunity to select the plan most ap- 
plicable to the risk. 

“Where both plans are filed in a single 
state, this committee recommends ap- 
proval of both plans, provided they are 
permissible under the rating laws.” 

MLSO Amendments Approved 

The governing committee of the Mul- 
tiple Location Service Office has ap- 
proved amendments to the December, 
1950, edition of the credit and surcharge 
rating plan and instructed the manage- 
ment to recommend them to rating 
bureaus for adoption and filing in Cali- 
fornia, Connecticut, lowa, New Hamp- 


May Meet to Consider 
NAIA Commission Stand 


In connection with the meetings of 
the Eastern Agents Conference and the 
national board of state directors of the 
National Association of Insurance 
Agents at the Hotel Statler in New 
York City next week it is reported that 
the NAIA committee on commissions, 
headed by Russell M. L. Carson of Glens 
Falls, N. Y., may meet sometime this 
week-end with leading opponents of the 
proposed NAIA declaration which was 
offered at Chicago last September. 

The commission committee report was 
not acted upon at the 1950 convention 
at Chicago but held over until the gath- 
ering next week. Meantime the Rhode 
Island and Washington Associations is- 
sued proposals of their own in this 
general effort to arrive at a decision 
whether the National Association should, 
or should not, have the right to partici- 
pate to any degree in discussions or 
consultation of commission matters af- 
fecting local agents. The gathering this 
week-end, if held, would permit the 
NAIA committee to hear further sug- 
gestions before reporting again to the 
board of directors next week. 


Insurance War Service 
Broadcast on April 19 


Services rendered by the fire insur- 
ance business to the nation in time of 
war will be featured in a civil defense 
broadcast over radio station WOR, New 
York, on Thursday, April 19, from 8 to 
8:30 p.m. The broadcast is one ina 
series of six radio programs presented 
by major industries to arouse public 
interest in civil defense. 





shire, New York and Pennsylvania. 

The new amendments are being con- 
sidered by the New York Fire Insur- 
ance Rating Organization. They became 
effective in California on March 29. The 
changes incorporated in the amend- 
ments, designated March, 1951, edition, 
are composed principally of the fol- 
lowing: 

For Forms 1 and 5, the minimum 
location requirements have been re- 
duced from five to two. Premium credits 
have been established applicable to any 
account where the total basic annual 
premium amounts to $1,000 and over. 
The schedule providing for a percentage 
credit of 3% for premiums amounting 
to $1,000 to $2,500 up to a maximum 
credit of 10% where the premium 
amounts to $15,001 and over. 

Further credits are provided for max- 
imum percentage of value at one loca- 
tion ranging from 5% to zero. The 
maximum credit is 5% where maximum 
percentage of value at one location is 
less than 5%. 

The credit or debit for experience 
is likewise amended by a_ substantial 
change in the table of credibility modi- 
fiers. Heretofore, the experience factors 
were based on a loss and loss expense 
ratio of 55%, which is now being 
amended to a 50% loss and loss expense 
factor. 

Form No. 5 can now be written with 
either 90% co-insurance or 100% co-in- 
surance. Heretofore, 100% co-insurance 
clause was mandatory. Policies may 
now be issued for a term of three or 
five years. 
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NAIA Policy on Commissions Looms 
Up at N.J. Agents’ Mid-Year Meeting 


Support Given to It by National State Director Frankenbach; 
Camden County Assn. Host for First Time; State Ass’ns 
Membership Up to 1,209 


By Wat tace L. Ciapp 


With an attendance of 193, the 58th 
mid-year convention of the New Jersey 
Association. of Insurance Agents was 
held under favorable auspices April 5 
at the Hotel Walt Whitman, Camden, 
N. J. It was the first time in the asso- 
ciation’s history that the mid-year meet- 
ing has been held in that city which 
fact made the welcoming remarks of 
William H. Paul, president, Camden 
County Association of Insurance Agents, 
all the more friendly. Mr. Paul and his 
fellow officers had good reason to be 
in a happy mood as their association 
was complimented by President Russell 
E. Stevens and other officers of the 
state association for its membership 
increase since last September 1 of 29 
members or 43%. As a result of this 
growth the Camden association is now 
the fifth largest in the state. President 
Paul graciously acknowledged the mem- 
bership building job done by William 
Evans, first vice president of his associa- 
tion. 

Frankenbach’s Report 

Straight-from-the-shoulder comments 
on the commission problem by Charles 
H. Frankenbach, of Westfield, state na- 
tional director, scored immediate atten- 
tion following the presidential remarks 
by Mr. Stevens. Referring to the report 
submitted to the NATA by Russell L. M. 
Carson, chairman of its committee on 
commissions and which report will be 
featured at the mid-year meeting next 
week of the NAIA national board of 
state directors, Mr. Frankenbach said: 
“This report outlined a plan which, with 
some changes, could very well be 
adopted as a national policy without in- 
fringing on state’s rights or the right 
of private contract. The National Asso- 
ciation certainly is the mouthpiece of 
the organized agent and, in addition, 
stands as a symbol of protection for all 
ot us. 

“There cannot be anything wrong with 
a policy which proclaims to all inter- 
ested parties that the NAIA on behalf 
of its members opposes and, in fact, 
stands ready to oppose actively any 
change in rates of commission without 
this matter having first been discussed 
with a proper committee and, through 
that committee, presented to the state 
association, This is the position your 
association has taken and will continue 
to take at the forthcoming meeting of 
the national board of state directors.” 


Cooperation With American Hospital 
Assn. 


Mr. Frankenbach then spoke of steps 
in progress to facilitate NAIA coopera- 
tion with the American Hospital Asso- 
ciation at the state level. In outlining 
the plan, which has already been the 
subject of two reports, he said: “It is 
just good business for us to be a party 
to this program.” It has already been 
decided that a conference committee will 
be appointed by each state association 
and that in each state such committee 
will contact the AMA hospital associa- 
tion unit. Objective of the conference 
committee will be to determine the 
proper classification for hospitals, par- 
ticularly from a loss standpoint; also a 
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review of the rates charged to be sure 
that hospitals are enjoying the best pos- 
sible rate from both fire insurance and 
workmen’s compensation standpoints. 

When this information has been com- 
piled both on national and state levels, 
it is then the idea to break it down for 
the use of local agents so that “those 
of us who write hospital business will be 
certain that our lines have been written 
at the best rate possible.” As tar as 
New Jersey is concerned, Mr. Franken- 
bach said that the first steps have al- 
ready been taken. “We have held meet- 
ings with the rating authorities on the 
question of the proper rates. We have 
also met with the state hospital associa- 
tion. We want to be just as cooperative 
as possible with the AMA so as to 
avoid getting ourselves into a position 
like that of the American Red Cross on 
its master policy deal.” 

Mr. Frankenbach also told about the 
speakers bureau committee of the NAIA, 
a relatively new project, and said that 
when it gets fully under way “our people 
will have an opportunity to appear on 
programs of national associations of 
other trade and professional groups.” 
The speaker admitted that development 
of this idea will be slow. “We find our- 
selves now seeking invitations to speak 
rather than having other groups come to 
us,” he said. However, Mr. Frankenbach 
was confident that the speakers’ bureau 
plan will sift down to the state level in 
the not too distant future and that “we 
will then have an opportunity to put our 
own speaking facilities before associa- 


‘ tions in other fields.” 


Stevens’ Midyear Report 


Most interesting aspect of President 
Stevens’ midyear report was his con- 
gratulatory comments to the companies 
generally on their handling of the tre- 
mendous number of windstorm losses 
throughcut most of New Jersey, the re- 
sult of the “big blow” of last November 
25. Mr. Stevens also credited local 
agents with doing a fine job in this 
connection and said: “This was an ex- 
pensive undertaking for our agencies but 
the public relations value will more than 
offset the trouble and actual expense to 
which we were put.” 


Mr. Stevens then reported that two 
county vice presidents—Harold F. Neu- 
mann of Hudson and John R. Haines of 
3urlington—had attended meetings of 
the New Jersey association’s executive 
committee this year and have profited 
thereby. “Not only have they reported 
back to their fellow vice presidents 
on our activities but have brought us 
recommendations from the various coun- 
ties. This is an excellent step and has 
resulted in closer contact and coopera- 
tion with the various county associa- 
tions,” said the speaker. 

Turning his attention to the national 
picture, Mr. Stevens continued: “You 
are probably aware of the efforts being 
made in Washington, D. C., to tax mu- 
tual fire and casualty companies and co- 
operatives on an equal basis with stock 
insurance companies. Much progress is 
being made in this direction. I recently 
spent part of a day with Representative 
Kean of Essex County, N. J., a member 
of the House Ways and Means Commit- 
tee, and he was gratified to receive in- 
formation from our viewpoint on_ this 
tax equality matter.” 

Mindful of his responsibilities as 
president of a flourishing state associa- 
tion, Mr. Stevens said that he has al- 
ready attended a number of county as- 
sociation meetings and “fully anticipates 
seeing all of the county associations in 
action before September. He was 
appreciative to Executive Secretary 
Charles J. Unger and his staff, to the ex- 
ecutive committee and to Charles Fran- 
kenbach for their assistance to him this 
year. 

Before closing Mr. Stevens reported 
as chairman of the fire conference com- 
mittee, remarking that this committee, 
formed about two years ago, has held 
several meetings to date with the Fire 
Insurance Rating Organization of New 
Jersey. Its purpose is to discuss forms 
and clauses with that organization and 
with the possibility in mind of clarifica- 
tion and reduction in the number of 
forms wherever possible. “These meet- 
ings have been helpful to both parties,” 
he said. 


Membership and Educational 


S. R. Worthington, chairman of the 
membership committee, said in his re- 
port that the association has made a net 
increase of 68 members since last Sep- 
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tember 1. On that date the membership 
stood at 1,141; as of April 5 it was 
1,209. In addition to the Camden asso- 
ciation’s gain of 29 members, which was 
the biggest net gain made, the follow- 
ing counties received Mr. Worthington’ s 
congratulations for their respective in- 
creases: Essex—l0; Hudson—8; Mid- 
dlesex—9; Monmouth—4 and Cumber- 
land—2. Attention was called to the 
need for collecting dues from delinquent 
members and Mr. Worthington said that 
it was the obligation of county associa- 
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tion officers to do a clean-up job in this 
respect within the next 30 days. 

Arthur L. Zimmerman of Newark, 
chairman of the educational committee, 
gave an encouraging report on the as- 
sociation’s activity in this field. He 
handed President Stevens credit for 
having originated the program and then 
said: “We have held three courses in 
the 1950-51 fiscal year, two classes run- 
ning in Newark under the Essex County 
association’s auspices and two in Pater- 
son which were given by the Passaic 
County association. A total of 94 stu- 
dents have attended. “It is evident,” 
said Mr. Zimmerman, “that this project 
has not only created good business rela- 
tions but can also be used to increase 
the level of the local association.” A 
new course will get under way in the 
fall—“Policy Writing and Rating 
cedure”’—which will be helpful 
agency staff personnel. 

Mr. Zimmerman extended the New 
Jersey Association’s appreciation to 
Paul S. Parris and Milton J. Gimber of 
Fidelity & Deposit’s Newark branch 
office; also to George H. Martin of New 
York Underwriters, and to the following 
associations for their assistance in mak- 
ing the program so successful: New Jer- 
sey Field Club, Casualty Underwriters 
Association and Surety Underwriters 
Association. 


for 


Unger Gives Legislature Picture 


In the absence of John C. Conklin 
of Hackensack, chairman of the legis- 
lative committee, Executive Secretary 
Unger brought the members up-to-date 
on the 1951 legislative picture in New 
Jersey. He noted a trend toward in- 
creased TDB and UCC benefits but said 
that all such bills are still in committee. 
Effort is being made to get a general 
revision of the workmen’s compensation 
act and to set up a State Insurance 
Fund. Spearheading this effort is State 
Senator Friedland whose H.B. 247 would 
increase temporary disability payments 
under the compensation act from 
66 2/3% to 70% of wages received at the 
time of injury; would similarly increase 
permanent partial disability benefits, and 
would raise the maximum benefits from 
$30 to $40 a week and the minimum from 


$10 to $20 a week. This bill, said Mr. 
Unger, is still in committee. 

The beneficial effects of H.B. 256 
(Jamieson) were cited by Mr. Unger 


who explained that this measure would 
amend section 14 of chapter 175 of the 
laws of 1944 to provide that where an 
insurance company by a written certifi- 
cate of authority appoints an agent, and 
the licensed agent is authorized to coun- 
tersign policies by an attorney or attor- 
neys in fact, the names of the persons 
so authorized to act be stated in the 
certificate of appointment or a separate 
certificate duly executed by the company 
and filed in the office of the Commis- 
sioner. This bill would also amend sec- 
tion 15 to provide that a licensed agent 
may countersign a contract of insurance 
for and on behalf of any insurance com- 
pany if an unrevoked certificate author- 
izing the agent to countersign for the 
company by an attorney in fact, therein 
named, is on file in the Commissioner’s 
office. Mr. Unger indicated that the 
New Jersey association favors the pas- 
sage of this measure as it will give nec- 
essary relief to agents in countersigning 
policies. 

Among other measures, Mr. Unger 
pointed to H.B. 685 which would amend 
“our present antiquated financial respon- 
sibility law and bring it in line with the 
New York safety responsibility act.” 
While this measure is receiving the spe- 
cial attention of the association's legisla- 
tive committee, Mr. Unger doubted 
whether any action would be taken as 
the report on the subject has not yet 
been made by the’ special legislative 
committee and it now looks as though 
that committee will be reconstituted. 

Reference was also made to the pos- 
sibility of a compulsory automobile lia- 
bility bill being introduced in New Jer- 
sey. “We will let you know when your 
assistance is required in this connection,” 
Mr. Unger told those attending. 

Finally, he called attention to a much 
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The lowly nickel appears on its way out. 
A Senate committee recently found it “non- 
essential” and urged that no more be minted. 
It is scorned even by subways and phone 
booths. With careful shopping, all it will buy 
today is a candy bar, crayons, thread, pic- 
ture postcard or similar item. 








While the value of the nickel and money 
generally continues to shrink, the value of 
real and personal property continues to grow 
apace. The alert producer would do well to 
keep his policyholders posted as to this up- 
ward trend in values. 


You will remember the under-insurance 
situation which developed during World 
War II and made for unhappy public rela- 
tions. To avoid the possibility of a similar 
situation developing it might be prudent for 
producers to tell policyholders about values, 
now. 
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needed revision of the Unemployment 
Compensation law, provided for in S. 145 
and 146 which, he said, is strongly en- 
dorsed by the state Chamber of Com- 
merce. Mr. Unger hoped that the New 
Jersey agents would work with their 


legislators in getting these measures 
approved, 
President Stevens, in thanking Mr. 


Unger for the legislative committee’s 
report, said that John C. Conklin and 
his committee deserved commendation 
for their continued untiring work. “It 
is a tremendous job they are doing in 
watching the legislative picture,” he said, 
Martin Pinch-hits for Ackerman 

In the absence of S. C. W. Ackerman, 
chairman of the fire and accident pre- 
vention committee, George H. Martin 
guve a “progress” report. He centered 
attention on the work of the New Jer- 
sey State Fire Prevention Association 
of which he is chairman and said: 
“Purpose of this association is to aug- 
ment the work done by our fire preven- 
tion bodies such as the National Board 
of Fire Underwriters. Our biggest 
activity is to arrange for town inspec- 
tions. We do not force these inspections 
on a given town but prefer to wait for 
an invitation from the local chamber 
of commerce. If there is need for a 
local committee we gladly assist in its 
formation. At no time do we test or 
inspect the fire defense of the town nor 
do we attempt to rate the town from an 
insurance standpoint. 

“Our job is simply done as a public 
service and, to date, we have conducted 
inspections in Nutley, Vineland and 
Lakewood. The results have been help- 
ful. Our modus operandi is to announce 
the selection of the particular town six 
weeks in advance; then distribute liter- 
ature, advise the local newspaper and 
radio station, and line up speakers for 
service club meetings. Merchants are 
also urged to display posters. Then on 
the inspection day our men do their 
job in teams of two, inspecting mercan- 
tile establishments and industrial plants. 
We also solicit the interest of the school 
children and of the scout organizations. 

“After completion of the inspection a 
confidential report is handed to the local 
fire prevention committee with our 
recommendations. We are convinced that 
this public service leaves a lasting im- 
pression of good will.” 

At the close of Mr. Martin’s report 
Mr. Unger said that anyone interested 
in having such an inspection made in 
his community should contact him for 
the detailed information contained in a 
specially prepared kit. 

The address of T. Y. Beams, vice 
president, Royal-Liverpool Group, which 
featured the morning session, is re- 
viewed in the casualty department of 
this issue. Invocation at the luncheon 
was given by Rev. Albert W. Van 
Duzer of Grace Episcopal Church, 
Merchantville, N. J.. and following the 
luncheon Russell B. Gallagher, insur- 
ance manager of Philco Corp., spoke on 
“The Greater Responsibility.” His ad- 
dress was reviewed in our April 6 edi- 
tion. 

Before the midyear meeting closed 
D. W. Bartholomew, secretary of Boyn- 
ton Bros. & Co., Perth Amboy, ex- 
pressed his annoyance at the activity 
of a reciprocal, the Universal Under- 
writers, which had approached the Na- 
tional Association of Automobile Dealers 
in an effort to get its members in New 
Jersey to place their automobile insur- 
ance under a master policy and thus 
affect a saving in the premium cost. 
Mr. Bartholomew indicated that the Na- 
tional Association of Automobile Dealers 
in actively sponsoring such a plan was 
unfair to insurance agents because reci- 
procal insurance is favored over and 
above stock company insurance. He 
urged that action be taken to “nip in 
the bud” this practice. The association 
took his suggestion under consideration 
and it will probably be referred to an 
appropriate committee. 

Attendance prizes at the Camden 
meeting were offered through the cour- 
tesy of William S. Vogel, Columbian 
National Life manager in Newark; the 
Camden Insurance Agents Association 
and the Northern Assurance Co. 
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T is good business to think first of the Aetna— 

for unusual coverages and prompt nation-wide 
insurance service on all lines of fire, casualty, 
marine and bonding insurance. 

For coverages outside the continent of North 
America, the Aetna Insurance Group is a member 
of the American Foreign Insurance Association. 
This organization is especially well qualified by 
over thirty years’ experience to render complete 
insurance service and issue policies meeting the 


insured’s individual needs-in foreign countries. 





FOUNDED IN 1819, the Aetna Insurance Company takes its name 
from the famous volcano, which “though surrounded by flame and smoke is 
itself never consumed.” From that day to this—through wars, conflagrations 
and depressions—no policyholder has ever suffered loss because of failure of 


an Aetna Company to meet its obligations. 
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BROKERS ADVISE SURVEYS 
National Association Urges Complete 
Review of Risks Directly Affected 
by Inflation and Defense 
Special consideration for certain in- 
surance risks directly affected by con- 
tinuing inflation, defense production and 
the threat of war are advised for com- 


merce and industry by the National 
Association of Insurance Brokers. 
Foremost among the NAIB’s recom- 
mendations for industries and commer- 
cial institutions for immediate consider- 


ation are: 

1. Complete review of insurance limits 
with respect to present and anticipated 
replacement costs. (Particularly with re- 
spect to buildings, cackeaacy and criti- 
cal raw materials.) 

2. Complete review of use and occu- 
pancy insurance with respect to what an 
interruption of use and occupancy would 


cost in future months. 
3. Because of increased risk of the 
destruction of records, a full review 


should be made immediately of all val- 
uable papers insurance. 

4. Because of general inflation accom- 
panied by larger awards, in civil suits, 
immediate consideration should be given 
increasing amounts of general liability 
and automobile liability insurance. 

5. Records show that thefts and em- 
bezzlements by employes increase with 
boom times. Consequently, greater risks 
in this field should be anticipated. 

6. Hospitalization, pension systems 
and other employe benefits are affected 
by inflationary forces, consequently, in- 
surance pertaining to employe benefits 
should be revi viewed with this in mind. 


Philadelphia Forum on 
New Coverages April 24 


Frederick W. Doremus, 
Eastern Underwriters 
H. A. Taylor, Jr., vice president of Fed- 
eral Insurance Co. will be the principal 
speakers at a forum sponsored by the 
Insurance Society of Philadelphia in co- 
operation with other groups to be held 
in the assembly room of the North 
America Building, 1600 Arch Street on 
Tuesday, April 24, at 2:00 p.m. 

Mr. Doremus will discuss the 
tional extended cover endorsement. 
Taylor will discuss the form 
his company it having been available to 
policyholders in Pennsylvania for some 
time. Jacob Haslein, III, vice president 
of the Insurance Society, will preside. 

In addition to the Insur: ance Society 
of Philadelphia the meeting is being co- 
sponsored by: Insurance Federation of 
Pennsylvania, Casualty and Surety Man- 
agers Association of Philadelphia, Un- 
derwriters Club of Philadelphia, Insur- 
ance Agents & Brokers Association of 
Philadelphia and Suburbs, Womens In- 
surance Society of Philadelphia, Phila- 
delphia Chapter of Chartered Property 
and Casualty Underwriters. 


Home Review Class May 3 


The metropolitan department of the 
Home Insurance Co. will conduct a re- 
view class for students preparing for 
the New York State brokers’ and agents’ 
examination on Thursday, May 3, from 
6 to 9:30 p.m. The class will be held 
in the ball room on the 24th floor of 
the Hotel McAlpin. 

Conducted for 


manager of 
Association, and 


addi- 
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the benefit of all 


students of insurance, these reviews are 
always largely attended. 


issued by, 


N. Y. C. Agents to Hear 
Buyers at Apr. 24 Meeting 


The Association of Local Agents of 


New York City will hear two repre- 
sentatives of large insurance buyers dis- 
cuss the question of renewal certificates 
for insurance policies at its luncheon 
meeting on Tuesday, April 24, at the 
Downtown Athletic Club in New York 
City. J. Sullivan, American Chicle 
Co., and Ernest L. Clark, J. C. Penney 
Co., will be the speakers and President 
David S. McFalls of the agents’ asso- 
ciation will preside. 

Mr. Clark is also president of the 
New York Chapter of the National In- 
surance Buyers Association and Mr. 
Sullivan is chairman of a committee of 
that association dealing with the prob- 
lem of renewal certificates. 





Wellington Koo to Speak 
At N. Y. Agents’ Meeting 


Dr. V. K. Wellington Koo, Chinese 
Ambassador to the United States, and 
one of the most brilliant and highly re- 
spected leaders in the diplomatic world, 
will be the principal speaker at the ban- 
quet of the New York State Associa- 
tion of Insurance Agents convention in 
Syracuse at the Hotel Syracuse Tuesday 
evening, May 8, it is announced ‘by the 
association president Joseph A. Neu- 
mann, Jamaica. 

Dr. Koo has been prominent in world 
affairs since 1915. Among the highlights 
of his career were ambassadorships to 
Great Britain and France; chief delegate 
to the League of Nations, the Dum- 
barton Oaks Conference and the San 
Francisco Conference; and the Paris 
Peace Conference. Dr. Koo was ap- 
pointed ambassador to the United States 
in 1946 during which time he has been 
chairman of the Chinese delegation to 
the United Nations General Assembly. 

Many honorary degrees have been 
conferred upon him throughout the 
world and the most recent was bestowed 
at Syracuse University. Dr. Koo was 
educated in the United States and re- 
ceived his Doctorate of Philosophy at 
Columbia University. Almost immediate- 
ly following this degree, he was ap- 
pointed Minister to the United States 
in 1915 which was the beginning of a 
long and distinguished career in the 
diplomatic field. 


CHARLES F. MORGAN DIES 
Charles F. Morgan, manager of the 


Allan Insurance Agency, Pittston, Pa., 
died April 3. He is survived by his 
wife, three sons and a daughter. 
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NEW YORK WOMEN TO MEET 


Women’s Club of Glens Falls - Saratoga 
Hostess at State Federation Con- 
vention on April 20-22 

The Insurance Women’s Club of Glens 
Falls - Saratoga will be hostess to the 
New York State Federation of Insur- 
ance Women’s Clubs at its eighth an- 
nual convention to be held on April 20, 
21 and 22, at the Hotel Queensbury, 
Glens Falls, N. Y 

Delegates from the various local 
groups comprising the Federation will 
hold an informal meeting Friday eve- 
ning, April 20, and on Saturday, sessions 
will be held throughout the day, with a 
banquet in the evening to which com- 
pany representatives and others have 
been invited. 

At the latter, Ethel Stevens, president 
of the Federation, will preside and new 
officers will be installed for the ensuing 


year. A varied program of speaking and 
entertainment has been planned. On 
Sunday morning a breakfast will con- 


clude the week-end activities. 


Ellis H. Carson to Speak 
At N. Y. Agents’ Meeting 


Ellis H. Carson, president of the Na- 
tional Surety Corporation and the Na- 
tional Surety Marine, will be one of 
the principal speakers at the opening 
general session of the New York State 
Association of Insurance Agents con- 
vention in Syracuse, on Monday after- 
noon, May 7. 

In addition to being a director of 
both corporations, Mr. Carson is on the 
board of the C. I. T. Financial Corpora- 
tion. He holds positions of importance 
in national insurance organizations, is 
a specialist in the new field of multiple 
line underwriting, and is a vestryman 
of historic old Trinity Parish in New 
York’s financial district. 





Canadian Agents Oppose 


General Motors Expansion 

A new campaign against growing 
operations of the General Motors’ con- 
trolled General Exchange Insurance 
Corp. has started in Canada. This time 
the action is being led by the Insurance 
Agents’ Association of British Colum- 
bia. The grievance is that automobile 
dealers in British Columbia have been 
licensed to sell insurance in a restricted 
way—all of whom are needed with 
the General Motors organization. These 
new licenses grant the right to offer 
“supplemental insurance (fire, theft, 
collision) so long as the automobile is 
not fully paid for.” 

The issuance of these licenses has 
been approved by the B. C. Insurance 
Superintendent who says “many insur- 
ers will not accept some applicants for 
fire, theft and collision, but any appli- 
cant can secure this coverage from 
General Exchange Insurance Corp., 
irrespective of being placed under the 
assigned risk plan.” 

The Superintendent further states 
that it was the wish of General Motors 
that their dealers be placed in the posi- 
tion of being able to obtain insurance 
commissions legally. General Motors’ 
argument was that benefits were being 
paid to other dealers outside the Gen- 
eral Motors organization indirectly—a 
practice the company deplores. 
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WEGHORN URGES CLEAN-UP 


N. Y. City Agent, Shocked by Kefauver 
Committee’s Revelations, Outlines 
Immediate Program of Action 

In a public spirited message, prompted 
by the revelation of the Senate In- 
vestigating Committee headed by United 
States Senator Kefauver, John C. Weg- 
horn, president of his own agency in 
New York City, makes the plea that “it 
is your duty now, as an American 
citizen, to exercise your right to remain 
free by demanding in no uncertain terms, 
by letter, telephone or personal contact 
of your legislative representatives that 
they carry out the wishes of the people 
and back up the program already 
launched to keep this country clean.” 

Mr. Weghorn said that recently the 
American people learned through tele- 
vision and radio about the scandalous 
criminal conditions that exist in this 
country. “We have actually seen people 
parade before the Kefauver committee, 
many of whom have undoubtedly been 
responsible for the disgraceful conditions 
that exist today. Now that we have 
first-hand knowledge of just how far this 
lawlessness has gone the people of this 
country are crying out for leadership 
that will quickly correct many of these 
evils.” 

Declaring that it is fortunate that we 
have some legislative representatives 
who have a patriotic and sincere desire 
to keep the country clean, but deploring 
the public apathy as to "what goes on 
behind the scenes, Mr. Weghorn urged 
that one and all who received his com- 
munication should “exercise your Ameri- 
can rights by launching a clean- up cam- 
paign in your own home town.” This 
can be done, he emphasized, in several 
ways. Specifically, “ask the leader of 
your church, civic organization, patriotic 
association, ‘school principal, mayor and 
political representatives—state and na- 
tional—to report to the people in the 
community exactly what can be done to 
clean up conditions. This shculd be fol- 
lowed up by local newspaper publicity.” 

Mr. Weghorn, whose message has at- 
tracted widespread attention, said in 
closing: “I believe that if you will follow 
through with these suggestions, it will 
do much to return America to real 
Americans.” 








Mutual Agents’ Assn. Meets 
At Swampscott May 28-30 


Plans are shaping up for the sixth 
annual mid-year meeting of the Nation- 
al Association of Mutual Insurance 
Agents, according to Philip L. Bald- 
win, NAMIA executive secretary, with 
reservations already received indicating 
an attendance of 300. The conference 
will be held May 28, 29 and 30 at the 
New Ocean House, Swampscott, Mass. 

The NAMIA executive secretary said 
that an invitation has been extended to 
Dennis Sullivan, the new Commissioner 
of Massachusetts, to address the mid- 
year meeting. 
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the edeemed captive 


Almost every house was burned, many townspeople were slain, many others 

taken captive in the Deerfield massacre of 1704. Rushing forward, stopping, 

66 | | then rushing on again so that the sound of their feet on the snow might simulate 

& pak gusts of wind, French and Indian marauders had approached the sleeping town. 

Then climbing on snowdrifts, they leaped over the stockade. Taken by surprise, 

through greak the citizens were overwhelmed. Next morning more than a hundred captives were 
marched off through the icy wilderness to Canada. 


tribrlation” Among those who suffered greatly was Deerfield’s pastor, the Reverend 


John Williams. He and his family were dragged from their beds and taken captive, 
his home burned, two of his infant children killed outright. On the first day’s 
journey his wife was slain as were others of the weak and aged. In Canada, 
Williams and his surviving children were separated. After two years he was 
ransomed and later described his ordeal in a book, “The Redeemed Captive.” 








Rejecting calls from other towns, Williams returned to Deerfield where 
his parishioners built him the above home to replace the one that was destroyed. 
Possibly because of his past bitter experiences it is said Williams insisted that a 
secret passage be built around the chimney, running from cellar to attic. 


Williams’ eight-year-old daughter Eunice who was adopted by Indians on 
arrival in Canada refused to be ransomed and eventually married into the tribe. 
Though she paid brief visits to Deerfield in later years, she could not be per- 
suaded to abandon Indian customs, preferring squaw attire to other clothing and 
showing a partiality for sleeping on the floor instead of in a bed. 

Parson Williams’ house, where he lived from 1707 to his death in 1729, is 


now owned by Deerfield Academy. It is one of twenty pre-Revolutionary homes in 
Deerfield—all sturdy reminders of the courageous Massachusetts colonists. 





Tomahawk-pierced 3” oak 
door of Sheldon’s tavern may 
still be seen in Deerfield. 
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Hemispheric Insurance 
Day Meeting on May 14 


LUNCHEON IN NEW YORK 
John A. Diemand Is Chairman of Com- 
mittee Arranging Program for 
Gathering at Waldorf-Astoria 
North and South Amer- 
ica are preparing to observe again this 
year “Hemispheric Insurance Day,” in- 
stituted five years ago at the first 
Hemispheric Insurance Conference. Date 
of observance is May 14, anniversary of 

the first conference. 

The day’s observance was 
by the conference to promote 
lationships among Western Hemisphere 
insurance interests and for the advance- 
ment of private insurance in all the 
member countries. 


Large Gathering Expected 


PLAN 





Countries of 


instituted 
cle yer re- 


States the day will be 
Hemispheric Insurance 


In the United 
observed at a 


Day luncheon to be held at the 
Waldorf-Astoria Hotel in New York. 
Some 4,000 or more insurance executives 
and others are expected to attend. John 


president of the Insurance 
America and chairman of 
Insurance Committee 


A. Diemand, 
Co. of North 
the Hemispheric 


of the Chamber of Commerce of the 
United States, will serve as chairman. 
A program for the luncheon is in 


in charge 
Henry C. 


Arrangements are 


preparation, 
headed by 


of a committee 

Thorn, manager, Insurance Co. of North 
America in New York. Other members 
of the committee are John T. Byrne, 


Bird & Co., Inc.; R. 
W. Cauchois, director, Johnson & Hig- 
gins; Reed M. Chambers, president, 
United States Aviation Underwriters, 
Inc.; Arthur A. Quaranta, vice presi- 
dent, Marsh & McLennan, Inc.; Arthur 
Snyder, executive vice presi raed Alfred 
M. Best Co., Inc., and Harry F. Legg, 
secretary, Insurance Section, New York 
Board of Trade, Inc. 

As the program advances, 
ment of details will be made to 
ance executives by A. L. Kirkpatrick, 
manager of the insurance digi yp ee of 
the Chamber of Commerce of » United 
States. 


president, Ta'bot, 


announce- 
insur- 


NAIA PUBLICITY GUIDE 


Publicity Handbook Available Free of 
Charge tc Members; Has Practical 
and Tested Methods 


A publicity guide for local agents has 


just been published by the National 
Association of Insurance Agents. En- 
titled “A Publicity Handbook for In- 
surance Agents,” the booklet is being 


made available free of charge to mem- 


bers of the 
The result of 


association. 

many months of re 
search, the guide contains practical and 
tested methods on what and what not 
to do when contacting the press and 
gathering and writing publicity. Printed 
in two colors, the 16-page booklet was 
prepared by the NAIA promotion and 
publicity division as a natural comple- 
nate to the “Public Relations Manual 
for Insurance Agents” published by the 


National Association several years ago. 
In answer to the desires of many 
agents and local associations, the book- 


let outlines the steps to take in securing 
publicity on local agents’ activities, such 
as anniversaries, staff promotions, major 
local expansion of offices, as 
well as accident and fire prevention and 
other civic programs conducted by local 
agents associations. A guide to better 
relations with local newspapers, as well 
as a check list of and. “don’ts” 
to be followed in releases, is 
set forth in latest 
aid to local agents. 

As a further service to agents, the 
booklet contains specimen press re- 
leases built around typical local situa- 
tions such as the appointment of a com- 
mittee of local agents to urge the insti- 
tution of teenage driver education in 
the schools and a report on the prompt 
settlement of a burglary claim. 


disasters, 


“do's” 
preparing 


concise form in this 


Glens Falls Group Opens 
Plattsburg, N. Y., Office 


The Glens Falls, Commerce and Glens 
Falls Indemnity have announced organi- 
zation of a Plattsburg, N. Y., office under 
the managership of Robert H. Morgan. 
He will have supervision and responsi- 
bility for all operations of the three com- 
panies in that area 

To aid Mr. Morgan, Hiram Greene 
has been assigned to the Plattsburg 
office as an inspector. He is a native of 
Port Henry, N. Y., a graduate of Hamil- 
ton College, and a veteran of World 
War II. He joined the Glens Falls sev- 
eral years ago and completed the ad- 
vanced training course. Following this 
training he was assigned to the home 
office fire and inland marine underwrit- 
ing departments, and has continued in 
that work to date. 

Mr. Morgan has, up to the present, 
been special agent in the Plattsburg ter- 
ritory for the Glens Falls Indemnity. 


Royal Exchange Appoints 
Wright Special Agent 


The Royal Exchange Group has an- 
nounced appointment of James T. 
Wright as special agent to assist Henry 
W. Tesche, state agent for upper New 
York State, Long Island and the subur- 
ban territory. Mr. W right formerly was 
inspection engineer for the Car & Gen- 
eral Insurance Corp., Ltd., which is the 


DuFour Marine Loss Mgr. 
Of Aetna in New York 


Establishment of the title of marine 
loss manager in the Aetna Insurance 
Co.’s New York department and_ the 
appointment of Harold M. duFour to 
that position is announced. Mr. duFour, 
who has been in charge of marine losses 
in the New York office since 1935, as- 
sumed his new position March 1. 

A native of Brooklyn, Mr. duFour at- 
tended Brooklyn Law School and New 
York University following his gradua- 
tion from high school. He has spent 
his entire business life—41 years—in in- 
surance. His first job was with a local 
agency in Brooklyn from 1910 to 1916. 
He worked the next four years with a 
maritime underwriting agency and in 
1920 began a 15-year association with 
the Globe & Rutgers Fire. Mr. duFour 
was first affiliated with the Aetna in 
1935. 





casualty affiliate of the Royal Exchange 


Group. He has been associated with the 
Car & General in this capacity since 
1937. Prior to that time he was for 11 


years general assistant in the under- 
writing department of the fire companies 
of the Royal Exchange Group. 

Mr. Wright completed three years of 
insurance study with the Insurance So- 
ciety of New York and has had five 
years in construction engineering study. 
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Small individual accounts 
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WAR DAMAGE PROGRESS SLOW 


Herndon Says Government Is Wonder- 
ing If It Could Provide Full Protec- 


tion Against Claims 


Confusion with respect to proposed 
war damage insurance legislation in 
Washington is likely to delay hearings 


for several weeks according to Maurice 
G. Herndon, Washington representative 
of the National Association of Insur- 
ance Agents. When addressing a joint 
luncheon meeting of the Insurance Club 
of Pittsburgh and the Pittsburgh Asso- 
ciation of Insurance Agents he said that 
as to war damage coverage “all is con- 
fusion again. 

“All interests concerned with work- 
men’s compensation insurance, stock and 
mutual companies, _ self- insureds and 
state fund groups, are trying to obtain 
some form of protection from the Fed- 
eral Government in case of atomic 
bomb explosions in this country. 

“The attempt is being made to have 
the War Damage Corporation reacti- 
vated and include a reinsurance market 
for workmen’s compensation. But there 
is a considerable difference of opinion 
in Government as to the answer to pro- 
viding for over-all civilian rehabilitation 
of damage from atomic bomb explosions. 
There is a very realistic question as to 
whether or not even the Federal Gov- 
ernment could undertake to pay fully all 
claims. 

“There is also a question in Govern- 
ment minds to to whether or not it 
would be wise, in view of the magnitude 
of this whole problem, to undertake a 
so-called piecemeal, expedient, approach 
by reactivating the War Damage Cor- 
poration with reinsurance provisions, or 
tackle the whole problem at one time 
by he wing extensive and controversial 
Cc ongression: il hearings. 

“Tn the meantime, the casualty seg- 
ment of our industry is suffering an ex- 
treme case of jitters—and naturally so. 

“The Administration has given no 
hint of its recommendations without 
which the Congressional Banking and 
Currency Committees will not act.” 


Insurance Blood Donors 
From Over 100 Companies 


Personnel of more than 100 insurance 
companies in the Greater New York 
area will become donors to the Red 
Cross Blood Program during the last 
two weeks of April, it is announced 
by H. A. Young, of the Home Insur- 
ance Company, chairman of the insur- 
ance industry committee for the pro- 
gram. This is double the number of 
companies participating in the 1950 
industry-wide blood drive. 

Donations from insurance personnel 
will be received at daily bloodmobiles 
set up in the National Board of Fire 
Underwriters building, 85 John Street, 


from April 16 through April 27. The 
insurance companies were the first 
group to organize blood donations 


throughout an entire New York indus- 
try, giving 1,041 pints from personnel 
of 49 companies during a week-long 
drive last year. 

Red Cross records show that the 
insurance industry bank supplied about 
500 pints during the past year for ill 
and injured personnel of the partici- 
pating companies and their families. 
The balance of the blood was adminis- 
tered to needy patients in New York 
municipal hospitals. 





Boston Board Bulletin 
Makes Its Appearance 


The Boston Board of Fire Underwrit- 
ers has published the first issue of its 
monthly Bulletin. Philip Richenburg is 
president of the board and Herbert 
L. McNary serves as editor of the Bulle- 
tin, which is four pages in size, attrac- 
tive in appearance and contains up-to- 
date information on legislation, social se- 
curity, fire facts, board activities and so- 
cial activities. 
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FINANCIAL STATEMENTS DECEMBER 31, 1950 


VALUATIONS ON BASIS APPROVED BY NATIONAL ASSOCIATION OF INSURANCE COMMISSIONERS 
Total Admitted Liabilities Surplus to 
Companies Capital Assets (except capital) Policyholders 
Firemen's Insurance Company of Newark, N. J. $12,625,000. $103,339,366. $59,095,773. $44,243,593. 


Organized 1855 


The Girard Fire & Marine Insurance Company 1,000,000. 10,147,710. 6,856,269. 3,291,441. 
Organized 1853 
National-Ben Franklin Fire Insurance Company 1,000,000. 9,795,730. 6,388,425. 3,407,305. 


Organized 1866 
Milwaukee Insurance Company of Milwaukee, Wis. 2,000,000. 26,621,995. 17,269,325. 9,352,670. 


Organized 1852 
The Metropolitan Casualty Insurance Co. of N. Y. 1,500,000. 34,858,112. 26,225,057. 8,633,056. 


Organized 1874 


Commercial Casualty Insurance Company 1,000,000. 39,807,677. 30,226,458. 9,581,219. 
Organized !909 

Royal General Insurance Company of Canada 100,000. 425,988. 24,127. 401,861. 
Organized 1906 


Pittsburgh Underwriters - Keystone Underwriters 


HOME OFFICE 
10 Park Place 


WESTERN DEPARTMENT Newark |, New Jersey 
120 So. LaSalle Street 


PACIFIC DEPARTMENT 
220 Bush Streot 





‘Se AL Sr San Francisco 6, Calif 
Chicago 3, Illinois vas GY ace: 2 aoe. . 
PY Standard % 
ON protection ye 
miei ten ogee “any ins¥® FOREIGN DEPARTMENTS 
ommerce Stree 102 Maiden Lane 
Dallas 2, Texas CANADIAN DEPARTMENTS New York 5, New York 
800 Bay St., Toronto 2, Ontario 
C 206 Sansome Street 
535 Homer St., Vancouver, B. C. San Francisco 4, Calif. 
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Fire Association Gains in 1950; 


Pres. Thomas Comments on Results 


The Fire Association of Philadelphia, 
one of the country’s oldest fire insur- 
companies, has issued its 133rd annual 
report showing total admitted assets 
of $55,062,371 on December 31, 1950. 
Surplus to policyholders was $23,823,- 
573 and unearned premiums and _ per- 
petual deposits $22,912,901. Surplus in- 
creased by about $2,170,000. The Re- 
liance of Philadelphia shows assets of 
$12,664,085, policyholders’ surplus of 
$5,206,100 and unearned premiums of 
$5,546,318. 

In his annual report to stockholders 
President Frank H. Thomas. states 
that “it has been said that there is 
no such thing as a normal year in the 
insurance. Both the un- 
precedented profits of 1949 and _ the 
adverse events experienced in 1950 
serve to confirm that observation. In 
summary, the results of the past year 
show consolidated per share earnings 
from operations of $5.55; the premiums 
with a modest advance over 1949 reflect 
a new historical high-point; the addi- 
tion of $2.167,358 to surplus likewise 
accounts for the largest policyhold- 
ers’ surplus which your company has 
ever enjoyed. This position develops al- 
most wholly from the performance of 
the investment division, the underwrit- 


business of 


ing department having achieved only 
meager profit.” 
Net premiums of $28,625,626, a gain 


of nearly $500,000 over 1949, were de- 
rived as follows: fire, $15,116,257; ex- 
tended coverage, 2,956,658; motor vehic!e, 
$5,172,138; ocean marine, $1,366 272; in- 
land marine, $3,348,876; casualty, $302,- 
741, and all other lines. $362 684. Losses 
increased in 1950 to $14,884,138 against 
$11,936,926 in 1949. 
Underwriting Results 

“Preceding comments have shown a 
revenue,” says Mr. Thomas. “from net 
premiums written of $28,625,626 from 
which are to be deducted for losses and 
adjustment expense, $14,884,138 
and $120,072,139 for operating expenses, 
leaving as a trading balance from un- 
derwriting, $1,669,349. As required by 
law, this amount must be modified by 
the change in the level of unearned 
premium reserve. During 1950 this ac- 


loss 


count increased by $1,561,999 which, 
deducted from the trading balance, 
leaves a final underwriting profit of 
$107,350. 


“Following charter amendments late 
in 1949, the past year marked the en- 
trance of your company into the casu- 
alty field. As previously shown, net 
premiums in this class for 1950 totaled 
$302,741. The year has witnessed ac- 
quisition of personnel with talent in 
this field. We have recently developed 
facilities to conduct this phase of our 
operations in nine states. Growth in 





American Group Changes 


In Philadelphia Office 

The American Insurance Group an- 
nounces promotion of J. Lee Magarity 
to assistant superintendent of losses in 
the Philadelphia office, and the appoint- 
ment of Andrew J. Barker as special 
agent, also in the Philadelphia office. 

Mr. Magarity has been a member of 
the American’s claims staff for the past 
year and has had broad experience in 
insurance work. His background 
was further broadened during World 
War II when he served in the U. S. 
Army doing investigative work in coun- 
ter-intelligence. He is a native of Phila- 
delphia and a graduate of Temple Uni- 
versity. 

Mr. Barker goes to the American with 
13 years’ experience both as an under- 
writer and special agent. He is a gradu- 
ate of Temple University and a veteran 


of World War II. 


loss 


this category is inevitable. The rate of 
expansions in premiums and in terri- 
tory will be carefully related to our 
ability to absorb this business at 
reasonable cost and under conservative 
control of qualified personnel.” 


New York Board Reports 


Gain in City Premiums 
The New York Board of Fire Under- 
writers reports that fire insurance pre- 
miums in New York City, reported by 
the Fire Patrol] amounted to $65,165,239 
in 1950, an increase of 54% over 1949. 
General expense premiums amounted to 
$68,238,153, or 4.7% higher than a year 
ago. 
At a meeting of the board recently, 
it was reported that the loss committee 


of the board had closed papers on 10,- 
000 windstorm losses arising out of the 
November storm. About 15,000 more 
claims remain to be processed. Facili- 
ties will be retained to clear 500 losses 
a day. 

President Victor Kurbyweit has ap- 
pointed the following nominating com- 
mittee in preparing nominations for elec- 
tions at the annual meeting in May: 
Vernon Hall, chairman; S. T. Skirrow, 
David S. McFalls, J. J. Magrath, Arthur 
Polley, A. L. Ross and T. Morgan Wil- 
liams. 








Spring is here...and youngsters soon will 
be crowding playgrounds, vacation camps 
and swimming pools all over the country. 
They are innocent candidates for the deadly 
poliomyelitis that last year struck 32,000 
victims and wrecked the finances of many 
families with tremendous medical bills. 
While polio knows no season, it will bea 
greater menace in the months ahead. So, 
now is the time to furnish your clients with 


the protection they need. 


FIRE + AUTOMOBILE » MARINE © CASUALTY * SURET 


Head Office: 401 California Street, San Francisco 20, California 


Departmental Offices: New York * Chicago « Boston 
Atlanta * Los Angeles + Seattle 


FIREMAN’S FUND INSURANCE COMPANY 
HOME FIRE & MARINE INSURANCE COMPANY 
FIREMAN’S FUND INDEMNITY COMPANY 
WESTERN NATIONAL INSURANCE COMPANY 
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Family and individual polio expense 
coverage is reviewed in the April number 
of FIREMAN’S FUND IDEA INDEX. 
Issued monthly to all of our producers, 
the IDEA INDEX has been so useful in 
boosting their sales that we are now mak- 
ing it available to any agent or broker, re- 











° 7 
gardless of whether or not you do business 
with us. Mail the coupon today— see how 
the FIREMAN’S FUND IDEA INDEX 

can be used to increase your income. 

Wott nen n nn nnnnn---------------------, 

Advertising Department, Fireman’s Fund Group ; 

401 California Street, San Francisco 20, California t 

Without obligation, please send me the April issue of : 

FIREMAN’S FUND IDEA INDEX. { 
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PRAISES WORK OF WOMEN 


NAIA President Miller Commends 
Women’s Groups for Moves to Ele- 
vate General Standards of Business 
Melvin J. Miller, Ft. Worth, Texas, 

president of the National Association of 

Insurance Agents, praises the insurance 

women of America for the fine job they 

are doing in attempting to elevate the 
technical standards and general excel- 
lence of the insurance business. 

Speaking before the Region VI meet- 
ing of the National Association of In- 
surance Women at New Orleans on 
April 7, Mr. Miller declared that the 
urgent need for continuous insurance 
education for everyone has always been 
recognized. “Your work in this field 
has been much admired,” he told the 
assemtbled women. “The fact that most 
of this educational effort is of your 
own volition and sponsorship is even 
more admirable.” 

Mr. Miller pointed out that in no 
industry are the girls in the offices re- 
quired “to get abreast of so many tech- 
nicalities and changes as in our own. I 
shudder to think just how we agents 
would fare were it not for the invalu- 
ab!e contribution you make by doing 
such a grand job of what must be 
monotonous, grinding, detailed work.” 

The success or failure of the insurance 
agency business is greatly influenced by 
many intangib!es, the NAIA leader as- 
serted, and these intangibles in return 
are greatly protected by education. 

“For success,” Mr. Miller said, “an 
agency or company must first have the 
confidence of its clients. This can only 
be earned through technical confidence, 
integrity and fair dealings. Where else 
to gain this vitally needed confidence, 
than from the education: il projects such 
as you women in insurance engage in? 








National Union Figures 


Higher Than Published 


When nationwide inland marine pre- 
miums were published in these columns 
in the issue of March 23 the total in- 
come of the National Union Group was 
incorrect because the personal property 
floater premiums were not included with 
the inland marine. In the revised annual 
statement blanks there is a separate 
space for PPF business with all other 
inlJand marine business lumped together 
under the old in!and marine heading. 

As the National Union Fire wrote PPF 
premiums of $739,445 in addition to the 
sum of $2,194,860 in inland marine, as 
published, the total for the company 
should have been $2,934,305. Likewise for 
the Birmingham of Pa., the company 
wrote PPF premiums of $38,918, giving 
the company total inland premiums of 
$154,437. 

Combined writings of the two com- 
panies amounted, therefore, to $3,088,742, 
instead of $2,293,167 as published. This 
compares with $2,650,944 in 1949, 


Home’s Quarter Century 


Clubs Hold Meetings 


More than 225 members of the New 
York group of the Quarter Century Club 
of the Home Insurance Company at- 
tended the thirteenth annual dinner at 
the Sert Room of the Waldorf-Astoria 
April 6. Members of the group were 
personally greeted by President Harold 
V. Smith, founder of the club. 

Similar affairs were held at all of the 
Home’s offices throughout the country 
where there are employes who have 
served 25 years ar more with the com- 
pany. 


HOWARD F. RIEGER DIES 

Howard F. Rieger, insurance agent 
of ‘Niagara Falls, N. Y., died April 4. 
He was 52. He ‘operated an insurance 
agency with Harry C. Long for many 
years and was a member of the Niagara 
Falls and the ‘New York State Insur- 
ance Agents Associations. 


Camden Names Wallace 


Special in Connecticut 

Barry Truscott, president of the Cam- 
den Fire, announces that effective April 
16, Russ’ Daley, special agent for Con- 
necticut for the past three years, will be 
transferred to the local department at 
the home office at Camden, N. J. He 
will be replaced by Gordon L. Wallace 
as special agent for Connecticut and 
western Massachusetts. 

Mr. Wallace began his insurance ca- 
reer with the Camden in 1926 but left 
in 1941 and now returns after an ab- 
sence of ten years. During five years of 
that period he served as manager for 
one of the larger local agencies in the 
Philadelphia area. 


Bross President of N. J. 


Fire Prevention Assn. 
Fred L. Bross of the Halifax Insur- 
ance Co. was elected president of the 
State Fire Prevention Association of 
New Jersey at the third annual meeting 
held at the Stacey Trent Hotel in Tren- 
ton. 
Other 
elected are: 


officers and directors also 
vice president, J. A. Le- 


Diemand Gen’! Chairman 
Phila. Good Govt. Group 


John A. Diemand, president of the 
Insurance Company of North America, 
is general chairman of the Philadelphia 
Republican Citizens Committee which is 
fighting for restoration of good govern- 
ment in Philadelphia. In an advertise- 
ment appearing in a Philadelphia news- 
paper the committee states in part: 

“The majority of Philadelphians want 
good municipal government—not the 
selfish, individual rule of the many by 
the few. Our independent group is work- 
ing for good municipal government. The 
first step toward good government in 
Philadelphia is the new city charter. 

‘The Democrats cannot claim the 
charter as their own. This is not a 
partison issue. Every Republican who 
believes in good municipal government 
must vote Yes to all three questions at 
the polls on April 17.” 





Coney, America Fore; secretary, H. S. 
Tripple, Jr., Crum & Forster; treasurer, 
G. P. Albiez, Pearl-American Group. 
Directors, D. D. Hall, Corroon & Rey- 
nolds; R. E. Schmidt, America Fore; 
W. D. Sheldon, America Fore; G. A. 
Deininger, Glens Falls; J. S. Latimer, 
American, 
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St. Paul Stockholders to 


Vote on Capital Increase 
A special meeting of stockholders of 
the St. Paul Fire & Marine will be 
held April 17 to consider amending the 
charter so as to increase the authorized 
capital stock from $10,000,000 to $20,- 
000,000 by transferring $10,000,000 from 
surplus to capital. The number of shares 
will be increased under this proposal 
to 3,200,000 of the par value of $6.25 
instead of the $12.50 present par. 








“tat Us Foblon,? 


Sure it is, And you can’t give it the cold shoulder. Not 


when your client says — 


“My meat-packing firm employs a direct system of 
cooling, with ammonia as the refrigerant. I have a Boiler 
and Machinery policy covering the refrigerating system. 
When a rupture occurs in the refrigerant piping in one 


ROYAL INSURANCE COMPANY, 


of the cold storage rooms, the ammonia gas escapes and 
comes in contact with the stored products and contam- 
ination results. I know the loss of the piping and the 
refrigerant are covered under the policy, but do I have 
coverage for the meat products spoiled by contact with 
the ammonia gas?” 


It’s a meaty question! Know the answer? Or are you 


just by-passing plenty of profitable Boiler and Machinery 
prospects because you think it’s too technical? It isn’t! 
Not if you bone up with our latest “True or False.” Write 
the Advertising Department for your copy. 


LIMITED—100#h ANNIVERSARY IN THE UNITED STATES 














ROYAL LIVERPOOL INSURANCE GROUP 





a 


THE LIVERPOOL & LONDON & GLOBE INSURANCE CO. LIMITED - 
CASUALTY + FIRE « MARINE company - STAR INSURANCE COMPANY OF AMERICA - THAMES & MERSEY MARINE 


150 WILLIAM ST., NEW YORK 38, N.Y. INSURANCE COMPANY, LTD. 


ROYAL INSURANCE COMPANY, LIMITED - ROYAL INDEMNITY COMPANY - AMERICAN & 
FOREIGN INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE CO., 
LTD. - NEWARK INSURANCE COMPANY - QUEEN INSURANCE COMPANY OF AMERICA 


GLOBE INDEMNITY 


+ VIRGINIA FIRE & MARINE INSURANCE COMPANY 














Page 34 













THE EASTERN 


SR SERGE TAN 
[Automobite), 
SRR a Hate ey 





UNDERWRITER 


April 13, 1951 








Weber AIU Treasurer; 
Stempel Is Secretary 


FORMER SUCCEEDS H. W. MILLER 





Weber Has Traveled Extensively in 
Latin America; Stempel Joined 
Organization in 1938 





Appointment of Alfred E. Weber as 
treasurer of the American International 
Underwriters Corp. of New York and 
election of Ernest E. Stempel as secre- 
tary, is announced by President E. A. G. 
Manton. Mr. Weber succeeds Howard 
W. Miller who continues as a director 
of the corporation. Mr. Stempel suc- 





Blackstone Studios 
STEMPEL 


ceeds L. C. Richardson who continues as 
vice president in charge of casualty 
operations. 

The American International Under- 
writers Corp. specializes in insurance of 
risks outside the United States. It acts 
as general agent for a group of Ameri- 
can insurance companies. 

Careers in Brief 


Mr. Weber joined the company in 1931 
and was chief accountant from 1937 to 
1941. He then went to Havana, Cuba, to 
help organize an affiliated company of 
which he became treasurer and director, 





ANDREW S. VARNI ADVANCED 


Principal Surveyor in New York Area 
for U. S. Salvage Assn., Joined 
Organization in 1927 





Appointment of Andrew S. Varni as 
principal surveyor of the New York 
area for the United States Salvage As- 
sociation is announced by J. Paul 
Thompsen, general manager. Mr. Varni 
has been a surveyor with U. S. Salvage 
since 1927 and during that time has in- 
spected hundreds of vessels that have 
become involved in maritime casualties. 

Prior to World War I he was assistant 
engineer and instructor aboard the New 
York State schoolship “Newport,” while 
during the war he was a lieutenant in 
the Navy, teaching engineering at the 
Navy’s steam engineering school located 
at Stevens Institute, Hoboken. 

Mr. Varni will head up the organiza- 
tion’s staff of surveyors in this region. 
United States Salvage makes compre- 
hensive examinations of ships involved 
in collision, strandings, and other marine 
accidents. 


ALFRED E. WEBER 


and later vice president in charge of fire 
and casualty underwriting for Latin 
America. He traveled extensively in 
Latin America in 1948-49 and established 
AIU affiliates in Mexico and Brazil, re- 
turning to New York in 1950. 

Mr. Stempel went to the American In- 
ternational Underwriters Corp. in 1938. 
After ten years in brokerage and under- 
writing he was appointed fire loss mana- 
ger, then assistant to the executive vice 
president, later assistant to the presi- 
dent, a position he still holds. In 1950 
he was appointed assistant secretary to 
the company. Mr. Stempel is a member 
of the New York bar. 


Bowersock President of 


Marine Underwriters Ass’n 


Donald C. Bowersock, president of the 
Boston Insurance Co., was elected presi- 
dent of the Association of Marine Un- 
derwriters of the United States at the 
33rd annual meeting in New York City 
last week. He succeeds John T. Byrne, 
president of Talbot, Bird & Co. 

Other officers are William A. Bon- 
ner, Chubb & Son, first vice president; 
Miles F. York, executive vice president 
of the Atlantic Mutual, second vice 
president; Louis: W. Niggeman, mana- 
ger, Atlantic marine department, Fire- 
man’s Fund, treasurer-secretary. Execu- 
tive secretary is Ernest G. Driver, who 
has held that post for many years. Per- 
sonnel of various standing committees 
will be announced by President Bower- 
sock shortly. 


INLAND CLAIMS ASS’N MEETS 
The Inland Marine Claims Association 
met Tuesday evening at the Cabin Res- 
taurant in New York City. John M. 
Aherne of Bigham, Englar, Jones & 
Houston participated in a round table 
discussion of legal problems. President 
James A. Cooper presided. 
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MARINE CLAIMS MANAGER 


Heavy experienced marine claims man, age 34, college education, desires position 
with underwriter who requires top man to manage marine claim division. Hull, 
cargo, subrogation and inland marine background. Prefer home office in New 
York area, however, will consider relocating. Presently situated in managing 
capacity. Box 2010, The Eastern Underwriter, 41 Maiden Lane, New York 38, N. Y. 








Limitations of Liability Clause 


In Storage Receipt of a Customer 


Harold S. Daynard, well known New 
York independent adjuster of in‘and ma- 
rine claims and also chairman of the 
law committee of the Inland Marine 
Claims Association, has published several 
new decisions affecting inland marine 
losses in the current issue of the IMCA 
Bulletin. He quotes these decisions to 
show that underwriters and adjusters 
cannot tell in advance how a _ given 
problem may be treated by the courts. 
The following case deals with the ques- 
tion whether the United Parcel Service 
may avail of a limitation of liability 
clause contained in storage receipt of 
its customer, a furrier. In the case of 
Schoeffer against the United Parcel 
Service, 101 N. Y., Supp. 2nd 451, the 
court held as follows, according to Mr. 
Daynard: 

“The action is to recover the sum of 
$12,000 for the alleged negligent loss by 
defendant of plaintiff's furs. These 
furs were received by defendant, a con- 
tract carrier, from plaintiff's bailee, 
John F. Morris Furs, Inc. (hereinafter 
called Morris), for delivery to plaintiff. 
The appeal is from an order striking 
out the complete defense set up in the 
answer. That defense alleges in sub- 
stance: that on or about June 24, 1949, 
plaintiff delivered the furs to Morr's for 
storage; that on that date plaintiff en- 
tered into a written agreement with 
Morris covering the pick-up, storage and 
delivery to a plaintiff of the furs; that 
the written agreement provided in part 
that plaintiff declared the value of her 
furs to be $3,000 and she agreed that 
such was their value for the purpose of 
the pick-up, storage and delivery of the 
furs; that on or about December 2, 1949, 
plaintiff requested Morris to arrange for 
the delivery of the furs to her and au- 
thorized Morris to procure defendant to 
deliver same to her; that Morris gave 
defendant the furs with instructions to 
deliver them to plaintiff; and that when 
it accepted the furs from Morris for de- 
livery to plaintiff, defendant took them 
subject to the declared value of $3,000. 

Limit of Liability 

“The complete defense concluded that 
by reason of the premises the liability, 
if any, of defendant to plaintiff herein 
was limited to said declared valuation of 
$3,000; that on April 20, 1950, Morris 
paid plaintiff the sum of $3,000, agreed 
and declared by plaintiff in the written 
agreement of June 24, 1949, to be the 
full value of the furs and plaintiff ac- 
cepted the same. 

“The affidavits submitted on the mo- 
tion to strike out the complete defense, 
as sham and insufficient in law, qualify 
that defense in two respects: first, it is 
conceded that in accepting the ‘$3,000 
from Morris, plaintiff specifically re- 
served her rights against defendant and, 
second, there is a conflict in the affi- 
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davits as to whether plaintiff expressly 
or impliedly authorized Morris to pro- 
cure defendant to deliver the furs to her, 
In amplification of the allegations of the 
complete defense, it appears from the 
affidavits that Morris had used de- 
fendant to ‘pick up the plaintiff’s furs 
in controversy for delivery to Morris to 
be stored by him’ and that on prior 
occasions Morris had used defendant to 
pick up and return to plaintiff furs 
stored by her with Morris. 

“The court below has held that de- 
fendant is not entitled to receive the 
benefit of the $3,000 agreed valuation put 
upon her furs by plaintiff in her agree- 
ment with Morris; that no such intent 
on her part can be inferred and that the 
allegation in the defense, that plaintiff 
authorized Morris to make delivery to 
her through defendant, does not have 
the effect of giving the defendant the 
benefit of that valuation. In reaching 
that conclusion, the court at Special 
Term relied in large measure upon this 
court’s decision in Berger v. Thirty- 
fourth Street Sarees 274 App. Div. 414, 
54 N.°Y..S:; 2d 3 

“The court ian that the allegations 
in the complete defense which are com- 
plained of are not sham and that the 
defense is sufficient in law. The agree- 
ment of June 24, 1949 was for the 
storage of plaintiff’s furs and for their 
delivery to her when she requested 
them. The $3,000 limitation of liability 
clearly applied to any loss occurring 
while Morris or someone in his employ 
returned the furs to plaintiff. If an 
employe of Morris carelessly lost the 
furs entrusted to him for delivery to 
plaintiff, it is clear that the employe, if 
sued for his negligence, could invoke the 
$3,000 limitation of liability. 

“There was nothing in the agreement 
which in any way restricted the choice 
of Morris in his method of delivering 
the furs back to plaintiff. Plaintiff her- 
self in her affidavit says: ‘Shortly prior 
to December 2, 1949, I requested Morris 
to have the furs delivered to me at my 
residence, 101 East Seventy-fifth Street, 
New York City without designating the 
means or method of such delivery.’ 

“Defendant was not an interloper; it 
Was not a stranger to the contract of 
bailment; it was not a tortious third 
party; indeed it was engaged in per- 
forming the bailment agreement when 
the furs were stolen. It has been urged 
with much force that for all practical 
purposes the defendant was Morris in- 
asmuch as it had been properly selected 
to carry out an essential part of the bail- 
ment agreement. In the language of 
Section 347 of the Restatement of the 
Law of Agency: ‘An agent who is act- 
ing in pursuance of his authority has 
such immunities of the principal as are 
not personal to the principal.” 


TRAVELERS PROMOTES HARDY 
Howard T. Hardy has been appointed 
manager, fire and marine lines of the 


Oakland, Calif., office of the Travelers 
Insurance Companies. He has been as- 
sociated with Travelers since 1936 when 
he joined the staff of the San Francisco 
office as an _ underwriter. He subse- 
quently became a field supervisor at that 
office and assistant manager at Fresno. 
In February, 1949, he transferred to 
Oakland as assistant manager and has 
held that post since. 
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J. H. Grady Retires as 
General Accident Head 

HELD POST THIRTEEN YEARS 

Succeeded Richardson as Chief Officer 


of Group; Joined Organization as 
N. Y. Branch Manager 





John H. Grady, who for 13 years has 
directed the affairs of the General Acci- 
dent companies in the United States, 
has retired as chief officer of the group. 
He will remain actively interested in the 
affairs of the companies as a member of 
the advisory committee and the invest- 
ment committee of the General Accident 
Fire & Life Assurance Corp. and the 
board of directors of the Potomac In- 
surance Co. 

In April of 1938, on the occasion of 
Frederick Richardson’s return to Eng- 
land, Mr. Grady who had been the 
corporation’s New York manager, came 
to Philadelphia to become the chief 
officer of the group in the United States. 
Since that date he has served contin- 
uously as United States attorney of the 
General Accident and president of the 
Potomac. Since 1937 the writings of the 
group have increased from $22,000,000 to 
over $50,000,000 and the assets have 
grown from $39,000,000 to $97,000,000. 
The General Accident’s affiliate, the 
Potomac, has developed notably during 
Mr. Grady’s term of office and today, 
together with the General Accident, is 
operating upon a_ multiple-line basis 
through a countrywide producing or- 
ganization. 

Grady’s Insurance Career 

Mr. Grady’s insurance career began 
in Boston with the Maryland Casualty 
Co. He later became associated with the 
Massachusetts Bonding & Insurance Co. 
and in 1920 joined the General Accident 
organization as branch manager in New 
York City. During the 18 following 
years he directed the building of a very 
substantial portfolio of business in the 
metropolitan area and became widely 
known as an able underwriter. 

While in New York, Mr. Grady was 
deeply interested in educational matters 
within the insurance industry, serving as 
chairman of the educational committee 
of the Insurance Society of New York. 
His active interest in education has 
never ceased. He is a past president, 
fellow and member of the board of the 
Insurance Institute of America. He has 
been intimately concerned with the ad- 
vancement of the Society of Chartered 
Property & Casualty Underwriters and 
is a member of the board of trustees of 
that organization. 

Throughout his career as head of the 
General Accident in this country, Mr. 
Grady has maintained close contacts with 
officials and directors of the corporation 
in Great Britain and plans to sail for 
England this month for an extended 
visit. The board of directors of the 
General Accident has recently conveved 
to Mr. Grady its “appreciation of a 
masterful administration of the corpora- 
tion’s affairs in the United States during 
a period of very trying conditions.” 

General Business Activities 

Mr. Grady’s general business activities 
include membership on the board of di- 
rectors of the First National Bank of 
Philadelphia. He is a member of the 
Bankers Club in New York, the Rac- 
quet Club, the Mid-Day Club and the 
Down Town Club in Philadelphia, and 
the Merion Golf Club and Seaview 
Country Club. 

The executive staff of the companies 
remains as announced January 1. Ed- 
ward T. Moynahan and William Bern- 
hard are joint general managers of the 
General Accident in the United States. 


JOHN H. GRADY 


John S. Kaufman is deputy general 
manager, and John T. Orr and Clarence 
L. Brearly are assistant general mana- 
gers. Daniel Mungall, long associated 
with the management of the General 
Accident companies, is general counsel 
and, as announced January 22, Harold 
Scott Baile, is associate general counsel. 


JOINS NEW YORK LAW FIRM 

Sawyer, Delaney, Shaw & Pomeroy, 
New York law firm, announces that 
Knowlton Durham has become associ- 
ated with the firm as counsel for litiga- 
tion and estate matters. Judge E. W. 
Sawyer, senior partner of the firm, is 
general counsel for the National Asso- 
ciation of Insurance Brokers and the 
National Association of Casualty & 
Surety Agents. 





Gov. Dewey Signs Bill 
Raising Liability Limits 

UNDER RESPONSIBILITY LAW 

New Law, Effective July 1, 1951, Will 


Require Basic Limits of $10,000-$20,000 
After First Accident 








As a result of Governor Thomas E. 
Dewey’s signature April 10 on the Con- 
don bill (S. Int. 860) the liability limits 
under the motor vehicle safety respon- 
sibility law will be increased as of. July 
1, 1951, from $5,0000/$10,000 to $10,0C0/ 
$20,000. This means that motorists 
throughout the state—and there is an 
estimated 100,000 of them—who have 
been involved in an accident, or have 
been convicted or have failed to satisfy 
a judgment and thus are required to file 
proof of financial responsibility with the 
state, must by July 1 increase their au- 
tomobile liability policy limits to 
$10,000/$20,000. The $5,000 limit for 
property damage continues- as hereto- 
fore. 

To conform to the new policy limits 
requirements section 94-c and section 
94-e of the safety responsibility law have 
been amended. The provisions relating 
to amount of proof of financial respon- 
sibility are similarly changed. 


Mixed Reactions in New York 


There were mixed reactions in New 
York automobile insurance circles when 
it was learned on Tuesday that the Con- 
don bill had become law. Reportedly, 
the companies were not in favor of its 
passage. However, some agents and 
brokers saw possibilities for increasing 
production. Others were not too much 
concerned. It is estimated that about 
40% of the automobile liability policies 
now in force in this state carry basic 
$5,000/$10,000 limits. This gives a defi- 
nite idea of the new business that can 
be written as a result of the new law. 

Of all the states in the Union having 
financial responsibility laws New York 
is the only one (excepting Connecticut 
which requires $20,000/20,000/1,000 lim- 
its) which now has a basic limit require- 
ment of $10,000/$20,000. The Connecti- 
cut financial responsibility law is limited 
as it is applicable to convictions only. 
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Will Hold Hearings on 
Reactivation of WDC 


SCHEDULED FOR APRIL 17-18 





Senate Banking and Currency Subcom- 
mittee to Consider Broadening Scope 
to Include Compensation Reinsurance 





A Senate banking and currency sub- 
committee will hold hearings on war 
damage insurance legislation, Chairman 
J. Allen Frear, Jr. (D., Del.) announced, 
on April 17 and 18. 

Hearings will be focused en two bills 
introduced earlier this year to reac- 
tivate the War Damage Corp. The first 
(S. 439), introduced by Senator Warren 
Magnuson (D., Wash.) would merely re- 
vive the World War II agency with the 
same authority as it had then, extend- 
ing coverage to real and personal prop- 
erty. 

The other (S. 114), introduced by Sen- 
ator Homer Ferguson (R., Mich.), would 
broaden the corporation’s authority, per- 
mitting to reinsure carriers, state funds 
and self-insured employers carrying 
policies under state workmen’s com- 
pensation laws. 


Will Go Into Entire Question 


i It is believed, however, that the hear- 
ings will go into the whole question of 
war damage insurance, including other 
types of coverage, such as civilian de- 
fense workers, not specifically mentioned 
in the two measures. The Bureau of 
the Budget, in conjunction with the Na- 
tional Security Resources 3oard, has 
been in the process of conducting an 
over-all study of all phases of the ques- 
tion, and it is believed certain that their 
views will be requested. 

Industry witnesses will be called first, 
and, although the list has not been made 
up yet, it may be assumed that both the 
Association of Casualty & Surety Com- 
panies and the American Mutual Alli- 
ance will be on hand, since they testified 
at hearings before both the Senate and 
House banking and currency committees 
at the close of the 81st Congress. 


House Passed Bill 


At that time, the House unanimously 
passed a bill to reactivate the War Dam- 
age Corporation exactly as it was con- 
stituted in World War II, with authority 
to write policies on real and personal 
property. The Senate failed to take ac- 
tion on the bill, after it was reported out 
by the banking and currency committee, 
with the proviso that hearings on exten- 
sion of coverage would be held at the 
earliest possible moment. 

Other members of the subcommittee 
are Senators Maybank (D., S. C.,), 
Sparkman (D., Ala.), Schoeppel (R., 
Kan.) and Dirksen (R., IIl.). 


New York Women’s Party 


The Insurance Women of New York 
will hold its annual bridge party on 
Saturday afternoon, April 21, at Wana- 
maker’s Club Rooms. Proceeds are used 
to send under-privileged children to 
summer camp and other charities in 
which the insurance women are inter- 
ested. Tickets at $1 each may be ob- 
tained from Mary Regan, Eastern Un- 
derwriters Association, 85 John Street, 
telephone BEekman 3-4537. 


Catlin Before D. C. Agents 


Robert I. Catlin, vice president, Aetna 
Casualty & Surety Co., is the final 
speaker today, April 13, before the 
luncheon meeting of the District of Co- 
lumbia Association of Insurance Agents 
at the Mayflower Hotel, Washington. 
His subject is “Trends in the Insurance 
Industry.” 


STANDARD SAFETY ENGINEER 
Dean O. Lundahl has joined the In- 
dianapolis branch of the Standard Acci- 
dent as safety engineer. He formerly 
served the Royal-Liverpool Greup in 
Washington, D. C. in a similar capacity. 
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Sedgwick, Taylor, Hargrett and Moore 
Made Home Indemnity Vice Presidents 


the board 

directors of the Home Indemnity Co., 
April 4, Malcolm A. Sedgwick, Herbert 
Felix Hargrett and David H. 
vice presidents and secretaries of 
elected 


At a regular meeting of 


Taylor, 
M oore, 
the Home 


Insurance Co., were 


vice presidents and secretaries of the 
Home Indemnity Co. 

Mr. Sedgwick, who attended the Uni- 
Minnesota, joined the Home 
National 
Bank as a security analyst. He served 
in the investment department of the 
Home where he was subsequently ap- 
pointed manager in 1940. In 1942 he was 
elected 


1945, was 


versity of 


after serving with the Chase 


assistant secretary and in March, 
secretary of the 


made com- 


Pach Bros. 


MALCOLM A. SEDGWICK 


pany. Mr. Sedgwick was made vice 
president and secretary in June, 1948. 
He is a resident of New Canaan, Conn. 


Mr. Taylor, a native of Petersburg, 
Va., was employed by the Home in Sep- 
tember, 1916, as a special agent. He 
became state agent for the company in 


Pach Bros. 
HARGRETT 


FELIX 


1920, assistant secretary, November, 1939, 
and secretary, December, 1941. In April, 
1947, Mr. Taylor was made assistant vice 
president and secretary and in July, 











Pach Bros. 
HERBERT C. TAYLOR 


1949, was made vice president and secre- 


tary of the Home. 
Mr. Hargrett, a graduate civil en- 
gineer of the University of Georgia, 


joined the Home in 1925 as a special 
agent. He was appointed assistant man- 
ager of the Philadelphia office of the 


Pach Bros. 
DAVID H. MOORE 


company in 1930, assistant manager of 
the service department in New York 
City in 1932 and manager of the Wash- 
ington office in 1938. He was elected 
assistant secretary of the company in 
1939, secretary in 1941, and assistant vice 
president and secretary in 1947. After 
serving as commander in the United 
States Navy during the last war, Mr. 
Hargrett returned to the Home and in 
July, 1949, was elected vice president 
and igs ary. Mr. Hargrett is a resi- 
dent of East Orange, N. 

Mr. Moore, who attended the Univer- 
sity of Chicago, became affiliated with 
the company in 1923 as a state agent 
in Ohio. He became superintendent of 
agencies in New York in 1926 and as- 
sistant secretary of the company in 1930. 
In December, 1941, he was made sec- 
retary and in April, 1947, assistant vice 
president and secretary. Mr. Moore was 
made vice president and secretary of 
the company in July, 1949. He is a 
resident of Garden City, Long Island. 





T. Y. Beams Speaks at 
N. J. Agents’ Meeting 


Vv. P. OF ROYAL -LIVERPOOL 


Analyzes Policy Provisions Covering 
Contractual Liability and Fire 
Legal Liability 


T. Y. Beams, vice president of the 
Royal-Liverpool Group, discussed “Con- 
tractual Liability and Fire Legal Lia- 
bility” at the 58th mid-year convention 
of the New Jersey Association of Insur- 


ance Agents April 5 in Hotel Walt 
Whitman, Camden, N. J. Because of 
the misunderstanding and_ confusion 


prevailing both in and out of the insur- 
ance business with respect to contractual 
liability as provided by the comprehen- 
sive general liability policy, Mr. Beams 
deemed it wise to center attention on 
certain provisions of that policy which, 
he said, have a mator bearing on the 
extent and scope of the insurance at- 
taching to contractual liability. 

The speaker explained that under the 
insuring agreements of the policy it is 
provided that the company shall pay 
insured shall become 


sums “which the 

legally obligated to pay as damages 
because of bodily injury, sickness or 
disease; including death at any time 
resulting therefrom, sustained by any 
person and caused by accident” or 


“injury to or destruction of property 
including loss of use thereof caused by 
accident.” 

In this connection, Mr. Beams stressed 
that the policy applies only to bodily 
injury or death or injury to or destruc- 
tion of property which is caused by 
accident. He further said that for a 
nominal premium the word “occurrence” 
may be substituted for the word “acci- 
dent” insofar as concerns the _ bodily 
injury coverage. As to property damage 
exposure, it is the practice of prac- 
tically all the companies to write such 
exposure on an “accident” basis only. 
Continuing Mr. Beams said: 


“Occurrence” May Lead to 
Broader Coverage 


“Under certain conditions the use of 
the word ‘occurrence’ may lead to a 
broader coverage. Under other condi- 
tions, the use of the word might have 
a restrictive influence. Wherever the 
word ‘occurrence’ is used, it is impor- 
tant that careful consideration be ex- 
tended to any definitions or limitations 
of the word. 

“Some little time ago I reviewed a 
policy written on an ‘occurrence’ basis 
under which it was provided that ‘oc- 
currence’ means ‘a single event or orig- 
inating cause and includes all resultant 
or concomitant loss or losses.’ 

“What would be the coverage under 
such a policy in the event a coal hole 
was left uncovered and a dozen differ- 
ent people fell into the hole at different 
intervals? Would the failure to cover 
the coal hole constitute an originating 
cause ? 

“If the policy were issued on a ‘per 
accider.t’ basis, each time a person fell 
into the coal hole would constitute an 
accident and the policy limits would 
apply each and every time.” 


Discusses Policy Exclusions 


Mr. Beams then explained certain of 
the “exclusions” contained in the com- 


prehensive general liability policy. He 
pointed out: 

“Exclusion (a) stipulates that the 
policy does not apply ‘to liability as- 
sumed by the insured under any con- 
tract or agreement except a contract 


as defined herein (therein).’ 

“If the insured has entered into any 
contracts or agreements not included in 
the policy definition of contract, insur- 
ance does not extend to liability under 
such contract or agreements unless the 
policy is amended by endorsement to 
cover the contracts or agreements. 

“Tf the definition of ‘contract’ is ex- 
tended to include also certain other con- 
tracts or agreements, the policy, of 
course, would apply thereto subject to 
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the terms, conditions and _ limitations 
contained in the policy.” 

In respect to injury to or destruction 
of property, the speaker explained that 
the comprehensive general liability pol- 
icy makes insurance inapplicable to in- 
jury to or destruction of property 
owned, occupied or used by or rented 
to the insured. It also excludes injury 
to or destruction of property except 
with respect to liability assumed under 
sidetrack agreements and the use of 
elevators or escalators in the care, 
custody or control of the insured. 

“Tt will be noted” he continued, “that 
the coverage in respect to  sidetrack 
agreements, elevators and escalators is 
broader than the coverage under other 
types of contract. In other words, the 
coverage in respect to sidetrack agree- 
ments, elevators and escalators but not 
coverage in respect to other contracts 
extends to property in the care, cus- 
tody and control of the insured provided 
such property is not owned, occupied or 
used by or rented to the insured.” 


Aspects of Fire Legal Liability 


Further along Mr. Beams dealt with 
the so-called fire legal liability insurance 
and reviewed the much discussed 74 
sion handed down recently by the U. 
Court of Appeals, Eighth District, in 
the case of Goldman vs. General Mills, 
Inc., and Indiana Lumbermen’s Mutual 
Insurance Co. 

The speaker made clear that “the 
traditional property damage liability 
covers injury to or destruction of prop- 
erty of others caused by accident, ex- 
cluding injury to or “destruction of 
property owned, occupied or used by 
or rented to the insured or in the care, 
custody or control of the insured.” Fur- 
thermore, the insurance applies regard- 
less of whether the injury or destruc- 
tion resulted from fire or other causes 
or perils. 

Mr. Beams went on to say that both 
fire and casualty companies have pre- 
pared endorsement forms providing so- 
called fire legal liability insurance and 
underwriting rules governing the issu- 
ance of such endorsements. Speaking of 
the fire form he said: : 

“The fire form attaches to liability of 
the insured as determined and imposed 
by law for loss of property owned by 
others in the care, custody or control 
of the insured resulting from the perils 
insured against and while situated at 
specified locations and occupied for 
specified purposes. 

It is provided in the fire insurance 
company rules that the endorsement, 
which is designated “liability insurance 
form,” may not be included in the same 
policy with any other class of insurance 
but must be specifically written under a 
separate policy. 

“If coverage is restricted to loss by 
fire or lightning, the minimum premium 
for dwellings or contents thereof is $10 


(Continued on Page 42) 
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DEWEY SIGNS, VETOES BILLS 


Approves School 1 Athletic Insurance; 
Vetoes New York City and CPCU 
Chapter Incorporation Bills 


Governor Thomas E. Dewey of New 
York has approved an amendment to the 
education law permitting trustees of 
commen and junior free school districts 
to insure pupils against damage by acci- 
dental personal injuries sustai ined in 
physical education classes, intra-mural 
and inter-scholastic sports activities. 

The Governor vetoed a_ bill which 
would have permitted the New York 
City Board of Education and Board of 
Higher Education to pay medical and 
hospital expenses of students injured 
when engaged in school sports, games 
and other athletic activities, or alter- 
natively to provide insurance for pay- 
ment of such expenses. The Governor 
said that since the city is required to 
support the schools and colleges finan- 
cially, this measure would have author- 
ized the imposition of an _ additional 
burden of expenses upon the city with- 
out its consent. 

Governor Dewey vetoed without 
memorandum a bill to incorporate the 
New York Chapier of the Society of 
Chartered Property & Casualty Un- 
derwriters. 

He approved the bill, endorsed by 
the Workmen’s Compensation Board, 
amending the workmen’s compensation 
law providing that failure of an insured 
employe entitled to workmen’s compen- 
sation, or his dependents, to commence 
action against a third party within time 
limit shall not operate as assignment 
of cause unless the carrier has notified 
the claimant at least thirty days before 
expiration of the time limit of such 
assignment. This bill will, through 
carrier notice, alert claimants as to the 
automatic assignment of such cause of 
action and make it possible for them, 
or someone in their behalf, to assert 
that right if such action is desired. 


Carey Before Sucesy: Men; 
Reese Hill Special Guest 


Gerald J. Carey, executive director, 
New York City Housing Authority, was 
speaker at the meeting of the Surety 
Underwriters Association of the City of 
New York at the Lawyers Club, April 5. 

Among the guests at the luncheon 
meeting was Reese F. Hill, vice presi- 
dent of Crum & Forster Cos. Mr. Hill 
is a member of the board of insurance 
advisors assisting Thomas L. Kane, di- 
rector of insurance, Department of De- 
fense, Washington, D.C. During World 
War II, Mr. Hill was chief of the Army’s 
Insurance Division. 


Robinson Goes to Syracuse 
For American Surety Group 


Roy E. Robinson has been appointed 
a special agent at the Syracuse branch 
office of the American Surety Group. 

Since joining the company in July, 
1950, Mr. Robinson has been studying 
under the company’s branch office train- 
ing program for special agents. He was 
graduated with a Bachelor of Science 
degree from Syracuse University, class 
of 1950, where he majored in insurance 
and finance. He served for 14 months 
with the U. S. Navy. 


Revises N. J. Comp. Rates 

Manager Bernard Hamilton of the 
Compensating Rating & Inspection Bu- 
reau of New Jersey has advised member 
companies that a revision of the manual 
of rates is under consideration for July 
1 effect on the basis of the recently 
filed “W” loss ratio report and the usual 
annual review for classification rela- 
tivity. He asks the companies to notify 
policywriting offices, agents and depart- 
ments that pending further notice, 
policies effective July 1 and thereafter 
should not be written. Mr. Hamilton 
Says it 1s expected that revised rates 
will be at hand in ample time for the 
orderly writing of new and_ renewal 
policies effective July 1 and thereafter. 


PROMOTES FRANK ROESING, JR. 


Continental Casualty Elects Him As- 
sistant Vice President; Will Be 
Executive Assistant to Spottke 
Frank M. Roesing, Jr., assistant secre- 
tary, Continental Casualty Co., has been 
elected assistant vice president, it is an- 
nounced by Roy Tuchbreiter, president. 
In this new capacity Mr. Roesing will 
be executive assistant to Vice President 
Albert E. Spottke, assisting in handling 


of all phases of liability, compensation, 
and miscellaneous 
for the company. 
Educated at the University of Illinois, 
Mr. Roesing has been connected with 


casualty operations 





O’MALLEY GOES TO CHICAGO 

Michael E. O’Malley has joined the 
Chicago branch office of the Standard 
Accident Insurance Co. as claim repre- 
sentative. He is a graduate of the John 
Marshall Law School. 





Continental Casualty since January of 
1928, when he started as an underwriter 
in the automobile department. He was 
named assistant to the manager of the 
department in 1931 and manager in 1941. 
He will continue to head up auto opera- 
tions as assistant vice president, also 
continues as a vice president of trans- 
portation Insurance Co., one of the as- 
sociated Continental companies. 


Ed. Ackerman Is Improving 


Edgar M. Ackerman, associate editor, 
the Weekly Underwriter, who has been 
in Flower Hospital, New York, since 
he suffered a broken leg, is improving 
and was expected to be taken to his 
home this week. Mr. Ackerman was 
injured on a stormy Friday evening, 
March 30, when he was returning home 
from work. He was within a stone’s 
throw of his home at 33 Sutton Place, 
South, when a taxicab driver, backing 
out of a blind street, ran into him. Mr. 
Ackerman is one of the most competent 
and best liked members of the insur- 
ance newspaper fraternity. 








is one of your most faithful employes 


You pay him no salary, no retainer, no commission. But he is constantly 


at work to protect you from loss. This man provides safe, adequate 


protection for your business . . . your home and property. 


This man is your local insurance agent . . . your friend. 


Frequently he must work long hours analyzing your peculiar problem 


and planning the right insurance coverage for you. Consult him today 
and let him give you the full benefit of his specialized knowledge of 
insurance protection. 





For claim service in an emergency, call Western Union by number and ask for 
Operator 25, wko has the name and address of your nearest U.S.F. &G. Agent. 
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United States Fidelity & Guaranty Company, Baltimore 3, Md. 
Fidelity & Guaranty Insurance Corporation, Baltimore 3, Md. 
Fidelity Insurance Company of Canada, Toronto 
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{GENT OR BROKER AS YOU WOULD 


YOUR DOCTOR OR LAWYER 
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Dunning Depicts Steps of N.Y. Life’s 
Entry in Accident and Sickness Field 


James D. Dunning, director of acci- 
dent and sickness sales, New York Life 
Insurance Co., told an interesting story 


of the establishment by his company of 


an accident and sickness department in 
his address, “A Strictly Ordinary Com- 
pany Contemplates A. & S.,” before the 
accident and health spring meeting of 
the Life Insurance Agency Management 
Association at Chicago, April 9-10. 

Mr. Dunning said that because the 
New York Life had prided -itself over 
the last several decades on being the 
largest strictly ordinary company in the 
field, the announcement that it would 
enter the accident and sickness field 
created surprise and there was much 
speculation as to why this step was 
taken. He said it was a natural step to 
enter this field after the company had 
entered the group field. 

Sees Great Social Need 

The second, and _ perhaps the most 
compelling reason, iie said, “is that 
there is a great social need which we 
believe can be better handled by private 
companies than by the Government... . 
If private enterprise fails to provide 
widespread coverage the Government 
will step in and fill the vacuum. We in- 
tend to be a major factor in helping to 
fill this vacuum.” 

The third reason for entering this 
field, Mr. Dunning said, is to enable the 
company’s agents to render a_ still 
greater service to the insuring public and 
thus help the present agency force. The 
company further believes, he said, that 
its entry into the accident and sickness 
business will increase life insurance 
sales. 

“The New York Life,” he said, “is not 
entering the field with the objective of 
becoming an accident and sickness com- 
pany. We do not anticipate the develop- 
ment of any salesmen who will special- 
ize in accident and sickness insurance. 
Furthermore, we will not accept any 
brokerage of accident and sickness busi- 
ness. The New York Life is entering 
the field of accident and sickness insur- 
ance to supplement and increase its life 
insurance sales. It is an additional tool 
in the kit, and a very important one.” 


Will Increase Agents’ Income 

Saying it is almost a certainty that the 
addition of the accident and sickness 
line will increase the income of the 
present agency forces, Mr. Dunning 
added: 

“There is a great pressure in our 
present agency force for an increase in 
the commission scale. This isn’t possible 
at the moment, so it seems that the 
addition of accident and sickness insur- 
ance to our agents’ sales kits is most 
timely as it enables agents to increase 
their incomes without an appreciable 
increase in time or effort expended.” 

It will be of material assistance to 
new life insurance agents as it will help 
get them on an income producing basis 
more quickly, he said; it will help fi- 
nance new agents “as it is probably 
easier to sell than life insurance”; it 
should be of special interest to agents 
who are package sellers; it. may re- 
juvenate some of the company’s older 
agents who may be encouraged to take 
a special interest in selling, particularly 
in view of the liberal commission pro- 
gram,” 


Will Serve as Door-Opener 
Further, he said, it will give agents 
an opportunity to revisit old policy- 
holders: it will serve as a door-opener to 
new and old agents which will lead to 
the sale of more life insurance; it will 
aid in programming; it will help the 


agent who gets his business from the 
sale of business insurance. 

“So the filling of a great social need, 
as well as helping our present agents in 
the field today, has motivated us into 
entering the accident and sickness field,” 
Mr. Dunning summed up the reasons 
why the company took this step. 

On the matter of types of coverage, 
the first decision to be made, he said, 
is whether to enter the non-cancellable 
field, sell only the commercial tyne of 
policy or both. The New York Life, he 
said, decided to issue only the commer- 
cial type of accident and ‘sickness policy 
because it can give coverage toa larger 
segment of the insuring public, which is 
socially desirable as well as advanta- 
geous to life insurance agents. 

“From our studies,” Mr. Dunning said, 
“we believe that the right of the com- 
pany to re-underwrite the risk at each 
premium date has been over-emphasized. 
The fact that less than 1% of commer- 
cial policies are either not renewed each 
year or are renewed on a modified basis 
by reputable companies illustrates this 
over-emphasis on this feature of com- 
mercial policies.” 


Non-cancellable Feature Has Appeal 


He said the non-cancellable feature 
undoubtedly appeals to life insurance 
agents and has some value to the in- 
suring public as it provides somewhat 
greater security and stability than the 
commercial type of policy. The public 
interest probably reflects the aggressive 
selling methods of a few of the non- 
cancellable companies, he added, and 
when a company surrenders its right to 
re-underwrite it must protect itself 
through higher rates, lower amounts of 
benefits, more careful selection and 
limitations in policies, 

The New York Life, Mr. Dunning 
said, would have every reason to pro- 
vide non-cancellable insurance if it 
could be made available on a sound 
basis at a reasonable cost to a substan- 
tial proportion of the insuring public 
now served by its agents but unfortu- 
nately the experience of companies 
which have written this business makes 
it appear that this is neither possible 
nor practical at this time. 

“In the meantime,” he said, “we shall 
enter the accident and sickness field 
gradually, starting first with the simpler 
standard types of coverage, in a branch 
of the business which,.on the whole, has 
been the most manageable. There will 
be time enough to consider more diffi- 
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cult lines of accident and sickness in- 
surance after we have gained experience 
and know-how. We have not closed the 
door to issuing disability income insur- 
ance on some form of non-cancellable 
basis, but we have reached the conclu- 
sion that it is definitely not a field fora 
newcomer in this business.” 


Company’s First Program 


Mr. Dunning said that the company’s 
first program will consist of three acci- 
dent and two sickness policies of the 
schedule type and flexible enough to 
permit writing business on practically all 
types of prospects. In addition, he said, 
either at ‘the very outset or shortly 
thereafter it is hoped to add an accident 
dependent coverage rider and hospitali- 
zation policies for individuals and fam- 
ilies, 

Saying that the company hopes to ex- 
pand this coverage as soon as_prac- 
ticable, Mr. Dunning continued: 

“We are not trying to startle the in- 
dustry with anything new, but are try- 
ing to bring out policies with provisions 
and at premium rates which generally 
prevail in the industry. Certainly until 
we have acquired more experience in the 
business, we are not going to try any 
innovations.” 

Will Not Issue Tie-in Policy 

On the question of a tie-in sale with 
life insurance, Mr. Dunning described 
advantages and disadvantages of such a 
program and said his company has de- 
cided not to issue a tie-in policy at the 
outset “but we have in mind that pos- 
sibly sometime after our program is 
launched we will have such a _ con- 
tract.” 

In the matter of special coverages 
such as polio and automobile accident, 
Mr. Dunning expressed the opinion that 
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premiums currently charged seem to be 
a bit on the excessive side and his com- 
pany has decided not to issue such spe- 
cial policies now but will issue basic 
accident and sickness policies, with coy- 
erage complete enough to include bene- 
fits usually given with this type of cov- 
erage. 

As to level and non-level commissions, 
he said the trend seems to be toward 
the non-level commission scale as seven 
out of eight of the recent entrants into 
the accident and sickness field have 
adopted this method and several com- 
panies which are now paying level com- 
missions “have told us that they would 
certainly like to change to the non-level 
basis.” 

High Expense Rate Criticized 


Pointing out that one of the severest 
criticisms of the commercial accident 
and sickness business today is its high 
expense ratio, Mr. Dunning spoke of the 
Senate subcommittee, of which Senator 
Taft is chairman, which is looking into 
the public’s need for accident and sick- 
ness insurance and has noted the high 
expense factor. He also mentioned the 
report of the subcommittee of the Na- 
tional Association of Insurance Commis- 
sioners which brings out the fact that a 
surprisingly small part of the insurance 
dollar is returned each year to policy- 
holders. He commented on the LIAMA 
study of this subject and said this study 
“was most helpful to us in coming to 
the conclusion that we definitely should 
be on a non-level commission basis. 

“The New York Life does not consider 
the payment of high level commissions 
either desirable or justifiable and defi- 
nitely we would not have decided to en- 
ter the field unless we felt that we could 
provide accident and sickness coverage 
with expenses lower than are general in 
the industry.” 

Under the heading “Other Problems,” 
Mr. Dunning mentioned the policy lan- 
guage to be used. He said the New 
York Life decided to bring in from other 
companies two top-flight accident and 
sickness men who have been the guiding 
hand in determining policy language. 

Must Be Compromise 

“But,” he added, “in every life com- 
pany, I presume, there are some life 
insurance actuaries that are going to be 
in the picture, and they are going to 
exert pressure to use life insurance 
language with which they are familiar 
and there must be compromise, or maybe 
I should say education. 

“Tt would be possible to bring in com- 
petent men from outside of your or- 
ganization who would formulate the en- 
tire program without any help from 
your present organization. By bringing 
various elements of your present or- 
ganization into the picture, the accident 
and sickness business is integrated as 
much as possible with your entire op- 
eration and does not become a separate 
operation—off by itself—where it might 
wither and die. 

“The hard way and the slow way is to 
educate as many of the life people as 
possible in the vagaries of accident and 
sickness business and in the long run, 
this is probably the most satisfactory 
way—as otherwise, the accident and sick- 
ness department may become a forgot- 
ten orphan.” 

Organization’s Morale Rises 


Saying that for the most part the New 
York Life will use its present underwrit- 
ing and claim organizations, Mr. Dun- 
ning pointed to the morale factors in- 
volved in this procedure, saying “we 
have found a great rise in morale in our 
organization in that there seem to be 
new opportunities opening for people 
who have been with us a great many 
years.” 

Mr. Dunning said training the present 
agency organization is one of the biggest 
problems confronting the agency depart- 
ment, and asserted: 

“We intend to merchandise our new 
product through our present field or- 
ganization. We intend to train our 
managers who in turn will be expected 
to train our agents and impart to them 


(Continued on Page 39) 
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Faulkner Says First Big Selling Job 
Is at the Level of ‘Top Management 


“The agency officer’s first big selling 
job to show progress in distributing acci- 
dent and sickness insurance is at the 
level of top management,” in the opinion 
of E. J. Faulkner, president of Wood- 
men Central, first speaker at Life Insur- 
ance Agency Management Association’s 
accident and health spring meeting. The 
two-day conference opened Monday, 
April 9, at Chicago’s Drake Hotel. 

Mr. Faulkner, who is president of the 
ITealth & Accident Underwriters Confer- 
ence, continued: “With many companies 
operating in the disability insurance field, 
accident and sickness insurance is a 
secondary line in the thinking of the 
company’s ‘top brass.’ They may be men 
who have come up through the law or 
investment department of the business, 
or in life companies their experience may 
have been solely with life insurance. In 
multiple-line casualty companies, their 
background may have been only in lia- 
bility or workmen’s compensation insur- 
ance. Where this attitude toward acci- 
dent and health insurance prev ails, a job 
of educating and reorienting top man- 
agement must be accomplished before 
much else is attempted 

Sales Managers Should Be Prepared 

“As sales manager, we should be pre- 
pared to disabuse top management of 
any misconceptions that it may have 
either of the importance of accident and 
health insurance to the building of a bet- 
ter field force, or the difficulties inherent 
in creating and operating a sound and 
profitable disability insurance business. 

“Some executives seem oblivious to the 
fact that accident and sickness insurance 
in its struggle against socialization is 
fighting the battle for life insurance 
and casualty insurance as well. Other 
executives have not yet come to the 
realization that it is increasingly difficult 
because of the widespread demand for 
disability coverage to build or hold an 
agency force unless this protection is 
made available to it for sale. 

“I wish simply to emphasize the fact 
that literally millions of Americans are 
disability cost conscious today, and that 
accident and sickness insurance is in the 
front line of the struggle against creep- 
ing collectivism. Private insurance is 
challenged as never before to prove that 
it can supply essential disability protec- 
tion to substantially all of our_ people 
at a. premium that they can afford to 
pay. 

Reviews A. & H. History 

Mr. Faulkner, a pioneer in the A. & H. 
field, reviewed the history of accident 
and health insurance from 1865 to the 
present day. In pointing out the prob- 
lems faced by the business today, he 
said they were “the inevitable concom- 
itant of the opportunity that challenges 
us. For the most part, such problems 
as we have will prove to be but the step- 
ping stones to areas of greater useful- 
ness and service—the growing pains of 
progress which we should not resent but 
should welcome as a test of our ability 
to develop and as a proof of increasing 
maturity.’ 

He said that research and the devel- 
opment of widespread patterns of action 
in disability insurance are especially dif- 
ficult because of the variety of cover ages 
being offered and the varied operations 
in this field. He called attention to the 
tact that sales managers must realize the 
problems of other company officers in 
entering or expanding in this area. 

Turning to the sales manager’s own 
most pressing problems, Mr. Faulkner 
said: “Many life insurance agents have 
been taught to ‘play down’ the need for 
disability coverage. It is futile to argue 
whether life or accident and sickness 
insurance is the more important. Nearly 
everyone needs them both. Proper agen- 
cy training should seek to establish this 
in the minds of the agency family. Even 
the most dyed-in-the-wool life agent will 
be converted to accident and_ sickness 
protection when he sees it in action. He 
will come to see that disability insurance 
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not only pays the grocery bill and the 
medical expenses, but that it also insures 
the life insurance. 

Combined Line Offers Opportunity 

“It would probably be foolish to at- 
tempt to overcome entirely the natural 
predilection of some salesmen for one 
line or the other. We will always have 
some life insurance specialists and some 
accident and health insurance specialists, 
but for the vast majority of salesmen 
laboring in the vineyard of personal 
insurance, the combined line offers a 
double- barreled opportunity for greater 
service, earnings and stability. 

“Sales managers must be ever alert 
to opportunities to increase their effi- 
ciency and cut their costs. As with life 
insurance, in disability insurance, the 
carrier’s largest single expense category 
is acquisition cost. I am not one who 
decries payment of a liberal commission 
to the agent who is producing a good 
volume of sound business and is ren- 
dering a high type of service to his 
clients. To me, a much more fruitful 
attack on the costs of personal insurance 
distribution lies in an effort to wring 
the waste out of our present agency 
practices and procedures. 

“If we are willing to concede that it 
costs our companies—and that means the 
insuring public—several hundred dollars 
to attract and hire every agent who is 
placed under contract, visualize the hun- 
dreds of thousands of dollars that could 
be saved annually if our agency failures 
could be cut in half. The intangible costs 
of such failures to the companies in lost 
prestige, to the individual in morale, and 
to the public in inferior service, are con- 
siderable. 

Wastage Is Tremendous 

“Because too little is known of the 
exact complexion of the many markets 
for accident and sickness insurance, the 
wastage of time, effort and money in 
prospecting, advertising and sales promo- 
tion is tremendous. If just one-half the 
postage cost of the direct mail pieces 
that wind up in the recipients’ waste 
baskets each year could be saved, it 
would amount to a pretty penny. We 
still have a great deal to learn about 
training methods in accident and _ sick- 
ness insurance and in the combined line. 
Too often, potentially successful agents 
still fall by the wayside, because our 
training and supervision of them is 
faulty.” 

Mr. Faulkner ‘declared that companies 
are doing a good accident and sickness 
job, but must do a better one. He 
named specific questions that need an- 
swering: “In recruiting, where shall we 
seek the best agency material? Are the 
recruiting methods that have been devel- 





oped in life Insurance reliable guideposts 
when we seek a disability or combined 
line salesman ? 

“In selecting agents to sell a full line 
of personal insurance, what are the cri- 


teria to be applied? What training pro- 
grams should we set up for the combined 
line? Shall we teach the new man acci- 
dent and health insurance first, life 
insurance first, or start him with a little 
of each? What yardsticks of progress 
can we use to measure the development 
of the combined line field underwriter ? 


System of Remuneration 


“What system of remuneration of the 
field force is, most satisfactory What 
effect does the addition of accident and 
health insurance, or life insurance, as the 
case may be, have on the necessity for 
and plan of financing the new agent?” 

he Woodmen Central president called 
for research on these and other prob- 





lems by individuals and companies par- 
ticipating in a common effort. He 
pledged the cooperation of the Health 
& Accident Underwriters Conference 
with the Agency Management Associa- 
tion in any efforts to increase the effec- 
tiveness of accident and health insurance 
selling. 

“Time and circumstance,” he con- 
cluded, “have laid at our doorstep the 
opportunity to fashion a happier and 
more secure tomorrow for the American 
people through adequate personal insur- 
ance. The tools that we need to realize 
this goal are better sales methods. We 
know how to devise them, but the ini- 
tial spark and the determined follow- 
through must come from a group of 
doers who have a vision of the essential 
part that voluntary personal insurance 
plays in the preservation of democracy 
and free enterprise. That is why I sug- 


” 


gest—it’s up to us! 


Baldwin on Purposes of A. & H. Group 


Lyman C. Baldwin, chairman of Life 
Insurance Agency Management Asso- 
ciation’s accident and health committee, 
in his opening remarks April 9 at the 
second annual A. & H. meeting at the 
Drake Hotel, Chicago, said there was 
“no place agency officers have been 
able to turn to spend a couple of days 
in shirtsleeve work sessions dealing 
solely with betterment of the sales 
process for accident and health itself 
or in the combination form of accident 
and health and life insurance. 

“To this purpose, the association’s 
accident and health committee has dedi- 
cated its entire effort and force.” 

Mr. Baldwin, who is agency vice 
president of Security Life & Accident, 
explained that his committee was formed 
because of a “lack of balanced efforts 
in the sales departments of the majority 
of companies writing life as well as 
accident and health.” The number of 
Agency Management Association’s mem- 
ber companies writing A. & H. has 
doubled since 1946 when the committee 
was formed. 

Not Concerned With Claim Procedures 

“Our committee members and _ those 
in attendance at the spring meetings,” 
he continued, “do not concern them- 
selves with claim procedures or discuss 
or debate the actuarial soundness of 
rate structures, nor delve into: the pros 
and cons of pending legislation, the 
Commissioner’s standard provision proj- 
ect or any other related technical as- 
pect. These items come under an en- 
tirely different heading and are usually 
treated by other bodies of associated 
accident and health groups. 

“The objective of this group is to 
further the development of sound and 
practical sales procedures for selling 

& H. and lay emphasis on the im- 
portant subject of better training in the 
skills necessary to receive a satisfactory 
volume of combination packages where- 
in life insurance and accident and 
health are sold as one package.” 

He said, speaking of the committee’s 
work, “while we are only wading in the 
shallow water, the progress made dur- 





Officers of Organizations 
Guests at A. & H. Meeting 


Guests at the accident and health 
spring meeting of the Life Insurance 
Agency Management Association at 
Chicago, April 9-10, included the fol- 
low_ representatives of institutional or- 
ganizations: 

From the International Association 
of A. & H. Underwriters—Wesley J. 
Jones, executive secretary; the Health 
& Accident Underwriters Conference— 
C. O. Pauley, managing director; Roy 
A. McDonald and James R. Williams, 
assistant directors; National Associa- 
tion of Life Underwriters—John D. 
Moynahan, president; Edmund L. G. 
Zalinski, executive vice president; Wil- 
frid E. Jones, director of public rela- 
tions; John Lennart, chairman of the 
A. & H. committee of NALU 


ing the past year has been of sufficient 
vaiue so that we may now wade in to 
our knees. We have experienced what 
all new organizations find at their be- 
ginning, and that is, the proper evalu- 
ation of important things first. The 
planning of this very meeting has 
tacitly proven to the program commit- 
tee beyond all doubt the importance of 
combined effort of all members of the 
association to pool their entire infor- 
mational resources for better instruc- 
tional facilities, sales procedures and 
the importance and need of accident 
and health insurance for the citizens 
of our nation.” 


Dunning Depicts Steps 
(Continued from Page 38) 


the necessary knowledge to properly sell 
accident and sickness insurance. We do 
not expect to develop any specialists in 
the sale of accident and sickness insur- 
ance, nor do we intend to put any spe- 
cial emphasis on the sale of it We are 
looking at it as just another policy that 

will be merchandised along | with our 
regular sale of life insurance.’ 

Economic Pressure Effective 

Concluding, Mr. Dunning said, “Our 
present day economy is forcing accident 
and sickness coverage on the individual, 
and economic pressure is more effective 
than any sales talk that we will devise 
The recent American Medical Associa- 
tion campaign has already stimulated 
accident and sickness sales. The New 
York Life’s entering the field was mo- 
tivated by the desire to extend its serv- 
ice to the fullest and thus play a more 
complete part in providing security for 
the people of this country through the 
private enterprise system. 

“Surely the best defense against so- 
cialized medicine and Federal security 
schemes is the sale and ownership of in- 
surance against the hazards from which 
the paternalistic do-gooders would save 
us. We all know that private insurance 
strengthens rather than weakens the po- 
sition and character of the people it 
serves and preserves the spirit which 
sparks all American enterprise, and we 
hope to do our part in making private 
insurance available to the American pub- 
lic.” 


FORM SAN DIEGO ASSOCIATION 

Twenty-two accident and health un- 
uerwriters of San Diego, Cal., have 
signed a petition for crlaker of an 
accident and health association and have 
adopted plans for completion of the or- 
ganization work. 


REID NAMED IN DALLAS BRANCH 
Everett J. Reid has joined the Dallas 
branch office of Standard Accident as 
a safety engineer. He had previously 
served as underwriter and special rep- 
resentative of the Royal Indemnity Co. 
and field representative for the Texas 
Employers Insurance Association. 
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Mary Donlon Views DBL 
Results in 1950 Report 


231 INSURANCE COMPANIES FILED 





Calls Smooth Operation of This Law a 
Tribute to All Parties Concerned 
and Simplicity of Program 
Mary Donlon, chairman of the Work- 
men’s Compensation Board of New 
York, released today (April 13) the 1950 
annual report of the board which covers 
both the workmen’s compensation law 
and the new disability benefits law 
which Governor Thomas E. Dewey 
signed on April 13, 1949, and went into 

effect last July 1. 

In making public her annual report 
Miss Donlon stressed the fact that new 
and-serious problems had resulted from 
the serions turn in military operations 
on the Korean peninsula as the year 
1950 drew to a close, from the mounting 
tension 2mong nations and from _ the 
newly disturbing factor of the greater 
possibility of disaster that may result 
from enemy attack or subversive sabo- 
tage at home. In recognition of these 
new problems the report said in part: 

“To the extent that new Federal legis- 
lation seems necessary or advisable, and 
particularly as to reinsurance against 
claims due to war disaster, the Board is 
cooperating with like agencies in other 
states to promote sound provision de- 
signed to protect the rights of workers 
within the spirit of our established social 
insurance programs. To the extent that 
new state legislation seems necessary or 
desirable, the Board is assisting in the 
preparation of such legislation.” 

Sees DBL Running Smoothly 

Referring to the disability benefits 
law, Miss Donlon said that it went into 
effect smoothly, without disturbance to 
good employer-employe relations and 
with little or no general confusion. This, 
she declared, is a tribute alike to the 
basic simplicity and soundness of the 
program, to the sympathetic understand- 
ing and cooperation of employer or- 
ganizations, labor unions, the medical 
profession and the insurance industry. 

The report points to a total of 231 dif- 
ferent insurance companies which filed 
and obtained acceptance of 682 different 
forms of insurance contracts embodying 
the required DBL benefits and these 
were used in filing 187,589 different cer- 
tificates. 

A total of 104,139 employers and 
1,927,331 employes in “covered” employ- 
ment on July 1, 1950, carried the statu- 
tory benefits under the new law. In 
addition, 53,060 employers and 2,742,407 
employes were covered under plan bene- 
fits, making an over-all total of 157,199 
employers and 4,669,738 employes in- 
sured under DBL as of last July 1. “The 
plans on file for plan benefits,” said the 
report, “vary widely in terms of the 
number of weeks for which benefits are 
payable; length of the waiting period; 
the amount of weekly cash benefit; hos- 
pital, medical or surgical benefits af- 
forded in combination with cash bene- 
fits; and also as regards the terms un- 
der which a plan is effective.” 

Further along the report stated: “Of 
1,158,524 employes entitled to cash bene- 
fits greater than statutory, there were 
329,480 entitled to receive a benefit rang- 
ing from $27 to $39 per week; 420,159 
entitled to receive a benefit of $40 per 
week; 56,663 entitled to receive from 
$41 to $56 per week; and 31,309 entitled 
to cash benefits ranging from $60 to 
more than $100 per week.” 

522 Self-Insurance Plans 

Attention is also called in the report 
to the fact that on December 31, 1950, 
there were 522 approved self-insurers 
under the DBL setup. Of these, 474 
were employers with 367,471 employes. 
In addition, 48 applications were sub- 
mitted by associations, unions or trus- 
tees in behalf of an aggregate of 12,642 
employers with 241,536 employes for 
whom benefits are provided by such as- 
sociations, unions or trustees. 

Speaking of the operation of the DBL 
claims bureau, which assisted in develop- 


G. H. McKELVEY WITH SON 

George H. McKelvey, who retired last 
December from the American Casualty’s 
employ as resident vice president in 
charge of the Newark, N. J. office, is now 
associated with his son, George H., Jr., 
who is a general insurance and real es- 
tate broker in Chatham, N. J. 





ing forms, regulations and procedures 
for administration of DBL, the report 
sets forth its three chief responsibilities 
as follows: (1) To pay to unemployed 
claimants disability benefits payable out 
of the special fund; (2) To pay to claim- 
ants out of the special fund benefits that 
have not been paid by the employer or 
his insurance carrier, and (3) To exam- 
ine and schedule for hearing claims ini- 
tially disallowed, when claimants request 
such review. 

It was further reported that claims 
against the special fund, filed by the dis- 
abled unemployed as well as the num- 
ber of benefits paid, etc., were in the 
July 1, 1950, to December 31, 1950, pe- 
riod as follows: 

Number of weekly indemnity claims 
filed, 4,306; number of initial weekly in- 
demnity claims allowed, 782; number of 
weeks for which indemnity benefits were 
paid, 4,3353/5; average rate of weekly 
indemnity benefits paid, $21.22; amount 
of weekly indemnity benefits paid, $92,- 
016.49. 


RYDMAN ON CONFERENCE STAFF 





Joins H. & A. Organization to Assist 
in Legal Activities and Insurance 
Department Liaison Work 

Robert H. Rydman, assistant director, 
Department of Insurance of Nebraska, 
has been appointed to the staff of the 
Health & Accident Underwriters Con- 
ference to assist in the legal activities 
and Insurance Department liaison work. 

Prior to entering the military service 
as a second lieutenant in the Armored 
Force in the summer of 1941, Mr. Ryd- 
man attended the University of Ne- 
braska. His war record includes _par- 
ticipation in three European invasions: 
North Africa in 1942, Italy in 1943 and 
France in 1944. He was released from 
service in 1945 with the rank of major 
after having received American and 
French decorations. 

He returned to the University of Ne- 
braska and was graduated from the col- 
lege of law in 1948. In March, 1948, he 
was appointed policy attorney of the 
Nebraska Department and in October, 
1949, was made departmental attorney. 
He was given additional duties as as- 
sistant director in 1950. 

Mr. Rydman was born in LaPlata, 
Argentina, and has spent most of his 
life in Omaha. 














IT is difficult to prepare for unforeseen emergencies 


when employes are faced with a spiralling cost of living. 


A ZURICH GROUP PROGRAM cushions the finan- 
cial impact of disability and imparts the peace of mind 
assurance that difficult periods will be weathered. 


Your clients will appreciate ZURICH’S helpful counsel 
on Group problems. Make this free service available to 
them today through your ZURICH Representative. 


ZURICH-AMERICAN 
Group Department 


HEAD OFFICE @ 135 SOUTH LA SALLE ST. e CHICAGO 3, ILLINOIS 


ZURICH GENERAL ACCIDENT AND LIABILITY INSURANCE COMPANY, LTD. 
AMERICAN GUARANTEE AND LIABILITY INSURANCE COMPANY 
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WIN LEBBY-GORDON AWARDS 


Murphy, Holtzman, Altermatt, Prize 
Winners; Others Cited for Honor- 
able Mention; to Print 100 Ideas 

The Lebby-Gordon Memorial Commit- 
tee of the International Association of 
Accident & Health Underwriters, named 
for Wm. E. Lebby and the late Harold 
R. Gordon, has announced the winners 
of its recent sales idea contest. This 
nation-wide contest, open to everyone 
selling accident and health insurance, 
was sponsored to obtain proven-in-the- 
field sales articles for the committee’s 
forthcoming publication, “Successful 
Ideas for A. & H. Sales.” One hundred 
of the ideas submitted have been select- 
ed for inclusion in the sales portfolio, 
The prize winners are: 

Gerald J. Murphy. Time Insurance Co., 
Milwaukee, first prize, $250 U. S. bond; 
Arthur M. Holtzman, Mutual Benefit 
H. & A. Association, Rochester, N. Y,, 
second, $125 U. S. bond; Archie A. 
Altermatt, Monarch Life Insurance Co,, 
Minneapolis, third, $75 U. S. bond. 

The committee also designated for 
honorable mention: Courtenay Granger, 
Rockford, Ill, Sterling Life; Ruth E. 
McNabb, Walden, Col.; Norris Ewing, 
Amarillo, Tex., Travelers; Armond H. 
Schneider, Denver, Aetna Life; M. C. 
Laughman, Minneapolis, North Amer- 
ican Life & Casualty; W. W. Ziege, 
Louisville, World Insurance Co.; I. C, 
Hepburn, Vancouver, B.C., British Pa- 
cific Insurance Co.; W. F. Wood, Sr., 
Berlin, N. H., Monarch Life; Walter E. 
York, Richmond, Ind.; R. V. Lynch, 
Minneapolis, Monarch Life; Mervin L., 
Lane, Lane Agency, New York; J. L. 
Reilly, Buffalo, Federal Life & Casu- 
alty; W. M. Kizer, Omaha, Central 
States Health & Accident; J. Clay Wil- 
liams, Raleigh, N. C., Continental Cas- 
ualty; Ralph C. Garrity, Chicago, Hart- 
ford Accident & Indemnity. 

Also, Clarence ‘B. Lamp, Hutchinson, 
Minn., Washington National; William 
E. Reinsh, Omaha, Massachusetts Bond- 
ing; Arne H. Bruheim, Minneapolis, 
North American Life & Casualty Co.; 
Robert R. Gibson, Sweetwater, Tenn., 
Provident Life & Accident; H. S. Hub- 
bard, Chicago, Lumbermens Mutual 
Casualty Co.; Orren D. Olson, Minne- 
apolis, North American L. & C.; Lyle J. 
Rockwood, Cleveland, Loyal Protective 
Life; Frank J. Cantwell, Fort Worth, 
Tex., Washington National; and William 
Garden. Lancaster, Pa., Teachers Pro- 
tective Union. 

At a recent meeting of the Lebby- 
Gordon Memorial committee, a publi- 
cation date of June 1, 1951, was set. 
However, special plans are being formu- 
lated for a premier showing of the port- 
folio at the golden anniversary meeting 
of the Health & Accident Underwriters 
Conference at Dallas, May 14-16. 








Gauvreau Guest Speaker at 


Chicago A. & H. Meeting 


Charles Gauvreau, assistant general 
manager, Western Life Assurance Co., 
Hamilton, Ontario, Canada, will be 
guest speaker at the luncheon meeting 
of the Chicago Accident & Health As- 
sociation at the LaSalle Hotel, April 17. 
His subject will be “Sell the Problem— 
the Policy Will Sell Itself.” 

Mr. Gauvreau is a former president 
of the Ontario Accident & Heath As- 
sociation, past councillor of the United 
Commercial Travelers of America and 
former assistant to the president of the 
Canada Health & Accident Insurance 
Co. The meeting will be conducted by 
the women’s division of the Chicago 
association, of which Carrie M. Grae is 
president. 


BENEFITS UP IN WASHINGTON 

Governor Arthur Langlie has signed 
into Washington State law a bill increas- 
ing benefits payable for injury or death 
under the state workmen’s compensation 
program. Under the bill, widows will 
receive $100 a month, instead of $75, 
until death or remarriage. Unmarried 
totally disabled workmen are to receive 
$100 a month, with payments scaled up- 
ward for married men. 
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R. E. Stevens Bids for 


Cooperation in N. J. 


WITH CASUALTY MANAGERS 





Depicts weniger of State Agents’ 
Ass'n; h Chr.; Rogers 
Conmuetnianed on 40th Milestone 








The promise of friendly cooperation in 
promoting better relations with the 
companies and a better understanding 
of the business was made by Russell E. 
Stevens of Newark, president of the 
New Jersey Association of Insurance 
Agents, in addressing the Casualty Un- 
derwriters Association of New Jersey 

April 9 at the Downtown Club, Newark. 
Mr. Stevens urged that the idea of 
holding informal talkfests between com- 
pany men and agents be considered as 
well as a closer tieup on casualty mat- 
ters having to do particularly with New 
Jersey. He reminded the branch mana- 
gers attending that the casualty confer- 
ence committee of the state agents’ as- 
sociation confers with the companies, 
the National Bureau of Casualty Under- 
writers and with the New Jersey Com- 
pensation Rating & Inspection Bureau. 

“This committee,” he said, “could well 
confer with your association or with a 
committee representing it just as we do 
on fire insurance matters in getting to- 
gether with the Fire Insurance Rating 
Organization from time to time to dis- 
cuss changes in forms, clauses and 
rules.” 

From the legislative side Mr. Stevens 
also pointed to the usefulness of the 
New Jersey agents’ association. A com- 
pulsory automobile insurance bill is now 
being agitated in the state and, in his 
opinion, “there is considerable danger 
now that it will be enacted into law. 
We are opposing it strenuously and 
with the assistance of the National 
Bureau in the hope that the legislators 
will favor the substitution of the new 
security type financial responsibility law 
for compulsory automobile insurance,” 
he said. 


Would Tighten Qualification Law 


Mr. Stevens also told the casualty 
managers: “We are trying to get the 
Banking and Insurance Department to 
enforce the agents qualification law 
more rigidly in the appointment of 
agents and brokers. Many part-timers 
are still being licensed; the Department 
really has no choice if the applicant 
testifies that insurance is his principal 
business. Nobody, apparently, has ever 
been able to define ‘principal’ and this 
makes it difficult to keep people out of 
our business who really should not be 
in it. 

“As a former company man, I feel we 
should get better cooperation from the 
companies in this matter of appointing 
agents. An unqualified or poorly quali- 
fied agent is a headache; frequently you 
have to close him up anyway. Since 
there is enough business today for 
everyone who should participate in it, 
let’s keep the insurance business for 
those who invest their time and money 
in it. 


Tribute Paid to Chris Gough 


_John B. Rooney, president of the 
Casualty Underwriters, who introduced 
Mr. Stevens, also conducted the busi- 
ness meeting. He received unanimous 
endorsement of a resolution which paid 
tribute to Chris A. Gough’s 58-year 
service with the New Jersey Depart- 
ment. As Mr. Gough will retire on 
May 1 as Deputy Insurance Commis- 
sioner, the association expressed its 
esteem and admiration for him. “We 
hope good fortune will continue to smile 
upon you in your retirement,” the reso- 
lution said. 

P. A. S. Rogers, United States F. & G. 
manager in Newark, who is vice presi- 
dent of the association, was also recog- 
nized. On April 10 he celebrated his 
40th anniversary with his company, a 
Significant milestone. 

President Rooney welcomed the Fire 
Association as a new member; appointed 


BAYRER ON SAFETY PROGRAM 


Traces Growth of Safety Engineering 
and Draws on Long Career With 
Travelers for Illustrations 
O. D. Bayrer, supervising mechanical 
engineer of the casualty engineering and 
loss control division of the Travelers 
Insurance Cos., addressed the Greater 
New York Safety Council at the Statler, 

April 3. 

Mr. Bayrer traced the growth of 
safety engineering and drew upon many 
instances in his long career with Travel- 





a nominating committee of three to 
select 1951-52 officers, and announced 
that Bernard Hamilton, special Deputy 
Insurance Commissioner of New Jersey, 
had been designated by Commissioner 
Warren N. Gaffney to represent him as 
speaker at the association’s next meet- 
ing on May 14. William A. Sadler, 
Century Indemnity, heads the nominat- 
ing committee and serving with him are 
John H. Nolan, Aetna Casualty & 
Surety, and E. E. Ehlers, the Travelers. 

The annual outing, it was announced, 
will be held Friday, June 8, at the 
Essex Fells (N. J.) Country Club. Ed 
Charles, manager, Indemnity Co. of 
North America, is chairman of this 
committee. 


ers to point up tremendous strides which 
have been made since 1912. 

Mr. Bayrer said that the principal du- 
ties of a safety engineer are to “find, 
name, and fix exposures.” In his talk he 
discussed seven basics of physical guard- 
ing. He urged his audience to keep 
abreast of the advances which are being 
made in the design, construction and 
speed of modern machinery. 


Lewis, Zimmermann Attend 
New Orleans Zone Meeting 


Two representatives of the Surety 
Association of America, Martin W. 
Lewis, general manager, and Peter A. 
Zimmermann, assistant secretary, at- 
tended the Zone 3 meeting of the Na- 
tional Association of Insurance Commis- 
sioners at New Orleans, April 10-11. 

While in that city they met with mem- 
bers of the local surety associations. 
This procedure follows similar meetings 
attended by Mr. Zimmermann of Zone 
5 at Denver and Zone 4 at Des Moines. 
Luncheon meetings of the local surety 
associations in both cities were likewise 
attended for the purpose of bringing 
association members up to date on mat- 
ters discussed at the respective zone 
conferences. 
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TO RECONSIDER OREGON CASE 





U. S. Supreme Court Acts in Case of 
Medical Society’s Medical and 
Hospital Insurance Plan 
_The Supreme Court of the United 
States on April 9 agreed to give further 
consideration to the jurisdiction of the 
Court in the case of the United States 
vs. Oregon State Medical Society et al., 
and the motion to dismiss or affirm is 
postponed to the hearing of the case on 
its merits. Justice Clark did not par- 

ticipate. 

This test case was brought in Oregon 
in 1948 against the Oregon Physicians’ 
Service and its sponsor, the Oregon 
State Medical Society, affiliated county 
associations and a number of doctor 
members. The United States District 
Court at Portland dismissed the case 
after a_ trial which consumed many 
months last year, declaring that the de- 
fendants had not violated the Sherman 
Act when they organized to supply 
medical, surgical and hospital care on a 
prepaid contract basis. "The Justice De- 
partment asked the Supreme Court to 
review the lower court’s finding that 
such plans do not violate the anti-trust 
laws. The Justice Department contends 
that medical and hospital insurance plans 
operated exc! ‘usively by doctors’ organ- 
izations are in violation of the anti- 
trust laws. 

The Oregon case is generally believed 
to be the testing ground for similar 
anti-trust actions against doctors’ socie- 
ties operated along similar lines. In its 
effort to outlaw these plans, the suit 
was followed by Department of Justice 
investigations of organized medical so- 
ciety groups in approximately a dozen 
other states. 


Ball Heads Markel’s New 


. P P 
Organization in Canada 
George F. Ball, formerly general 
claims supervisor at Richmond, Va., for 
Markel Service, Inc., has been named 
vice president and general manager of 
Markel Service of Canada, Ltd., a new 
firm organized at Toronto to insure 
motor trucks and buses in Canada. A 
veteran of 23 years’ service with the 
firm, Mr. Ball has been in the Richmond 
office since 1938 and had been general 
claims supervisor since 1949, 

Replacing him at Richmond is Frank 
O. Lanning, former claims manager for 
the company at Jersey City, N. J. Jo- 
seph J. Sulzer, a claims examiner at 
Richmond since 1939, has been desig- 
nated as Mr. Lanning’s assistant. 

Organization of the Canadian com- 
pany is the result of negotiations carried 
on for several years between Canadian 
truck and bus operators and representa- 
tives of the Markel firm. Services of 
the American and Canadian corporations 
will be extended to insured trucks and 
bus lines operating in international trade 
between the two countries. 








MOORE MADE DALLAS MANAGER 





F. & D. Transfers Him From Houston 
to Succeed Carter as Manager; With 
Company Since 1941 

William S. Moore, Jr., for the past 
three years an associate manager of the 
Houston office of the Fidelity & Deposit 
Co. of Maryland and its affiliate, Amer- 
ican Bonding Co. of Baltimore, has been 
appointed manager of the companies’ 
branch in Dallas. In his new position, 
Mr. Moore succeeds Robert E. Carter, 
who will continue with the companies in 
another capacity. 

Mr. Moore first became connected 
with the F. & D. in 1941 as a member 
of its Dallas organization. In 1946, fol- 
lowing two years’ service in the Navy, 
he was re-employed by the company in 
Houston, subsequently advancing to the 
position of associate manager of that 
office. He is a native of Gainesville, Tex. 
and a graduate of Southern Methodist 
University. 

In addition to Mr. Moore, the staff of 
the F. & D.’s Dallas office now consists 
of W. T. Cortelyou, associate manager, 
and Max Scott and Herbert Hardison, 
special agents. 
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Name 4 More Speakers 
For Meeting in Dallas 


PLAN MORE PROGRAM FEATURES 


Ross, MacEwen, Kowins and Mrs. Levy 
to Speak Before International Asso- 
ciation; to Present Gordon Award 


In addition to the three speakers an- 
nounced recently by the Dallas conven- 
tion committee (Elmer Wheeler, Bert 
Jaqua and Travis Wallace), the follow- 
ing have accepted invitations to appear 
on the 1951 convention program of the 
International Association of Accident & 
Health Underwriters: Raymond Ross, 
vice president, Equitable Life & Casualty 
Insurance Co., Salt Lake City, whose 
address will be entitled “The Open 
Sesame”; D. C. MacEwen,  superin- 
tendent, accident and sickness depart- 
ment, Occidental Life, Los Angeles, on 
“Something More Than the Sale”; 
Joseph L. Kowins, Illinois Bankers Life, 
Baltimore, “Ideas and Techniques”; and 
Adele Levy, Mutual Benefit, New 
Orleans, “That All-Important Close.” 

Reports will also be heard from com- 
mittee chairman, the retiring president 
and the executive secretary. The council 
will meet during the session to elect 
officers and to act upon other business 
matters for the coming year. 

Monday Evening Available 

Monday evening, ‘une 11, will be avail- 
able to companies and agencies wishing 
to arrange meetings for their repre- 
sentative conventioneers. 

The “Round-Up Club,” whose member- 
ship is limited to the first 150 registrants, 
will receive recognition and will be in- 
vited to a breakfast meeting before the 
opening session on June 11. 

The women’s division and the Leading 
Producers Round Table have _ also 
scheduled special breakfasts for their 
respective members. Leading producers 
may also attend an open forum-type 
sales session sponsored by that organiza- 
tion. 

A leadership forum for local associa- 
tion officers and the presentation of the 
Harold R. Gordon Memorial Award to 
the accident and health “Man of the 
Year” are other highlights of the June 
meeting. 


AMERICAN CASUALTY CHANGES 


Promotions and Appointments Made in 
Branch Offices at Washington, D. C., 


Pennsylvania, Illinois, Oklahoma 


The American Casualty Cos. of Read- 
ing, Pa. announce new appointments 
and promotions in six of their branch 
offices. 


Charles W. Prince joins the staff ¢ 
the Washington, D. C., branch office as 
special agent for the fire company, 
American Aviation & General. 

R. Z. Kinard returns to the companies 
after an absence of several years, as 
fidelity and surety underwriter in the 
Philadelphia branch. 

Chester C. McPheeters was appointed 
field representative for the state of 
Oklahoma, with headquarters at the 
Oklahoma City branch office. 

John Matlack, formerly assistant su- 
pervisor of fire underwriting at the home 
office of the American Aviation & Gen- 
eral has been promoted to fire manager 
at the Pittsburgh branch office. 

Peter J. Bruno, formerly field repre- 
sentative for the companies in Illinois, 
has been promoted to production mana- 
ger of the Chicago branch office. 

In the Reading branch office, A. B. 
Carpenter has been promoted to produc- 
tion manager and Clair P. Kessler has 
been promoted to casualty manager. 


ENDS 20-YEAR OLD SUIT 

Superior Court Judge Ashburn at Los 
Angeles has handed down a judgment 
upholding the legal right of the Insur- 
ance Commissioner to collect the assess- 
ments due him as liquidator of the Cali- 
fornia Highway Indemnity Exchange, 
and thereby has added another chapter 
to the litigation that started June 19, 
1931, when the then Insurance Commis- 


sioner seized the Exchange. 
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Stealing away from the main theme of 
this department makes us feel a bit like 
a fugitive from a Chain-Store. But, we 
feel the urge to comment on the score 
and lyrics by Irving Berlin for his “Call 
Me Madam” show, which is probably the 
best job of its kind this side of Rodgers 
& Hammerstein. Give the score an ar- 
tist as good as Ethel Merman, a gal 
who never slurs a syllable, a singer who 
tries to let the customers hear every 
word without trying to imagine what 
she’s singing, and you have what we, as 
a paying customer, call top flight enter- 
tainment. 

Our pet song in the show is “It’s a 
Lovely Day Today” and, as sung by 
Russell Nype, it’s a diller. Nype is the 
scholarly lad with horn-rimmed glasses 
and a crew cut. He is the latest in 
musicals, since his approach is one of 
shyness and he doesn’t forget his char- 
acter even when he takes his bows, 
which are many. 

“It’s a Lovely Day Today”has sort of 
been running through our head today, 
and brought on the following parody, 
which can easily be cured by a shot of 
penicillin and a blood transfusion: 

It’s a lovely day, to-day, 

For, on Friday, that’s the day 

That The Eastern Underwriter makes a 

lovely day; 

But, if a reader 1s the sort of one 

Who only reads it just for fun, 

He is just a chump—we'll say! 

It’s a lovely day, it seems, 

For the practical guy with dreams 

Who'll read what's going on, what's 

doing, and what’s not, 
‘0, the Almost Great and the 
Great 
Have found it’s wise to be up-to-date, 
And the paper points the way— 
Which means that this may 4 
Be the sort of day 
To shout “It’s a Lovely Day.” 

Naturally, the above goes to you with 
a bow to Mr. Berlin, the producers of 
the show, Lindsay & Crouse (the latter 
being Russel Crouse, who used to run 
some of our nonsense in his humor col- 
umn in the old New York Evening Post, 
long before anyone ever dreamed there 
would be a tabloid with a similar name 
in New York) and, of course, to Slim 
Arons, our New Hampshire pal, who 
took such wonderful photographs of La 
Merman and everyone else for the illus- 
trated program. 

The big point of this diatribe is that 
Irving Berlin has written such mar- 
velous lyrics for so many years, we have 
a suggestion to make to him, to Howard 
Lindsay and Russ Crouse. You see, just 
recently, there was a great to-do about 
people who referred to members of the 
genus Hoplophoneous (ain’t we the 
One!) as Saber-toothed tigers. This 
would be a wonderful theme for a show 
to be produced as a successor to “Call 
Me Madam.” It could be called, f’rin- 
stance, “Call Me Bicuspid.” Anyhoo, to 
help the producers of the new show, 
these Hoplophoneus animals were the 
leading predators of the Oligocene pe- 
riod 35,000,000 years ago. But, we now 
find that these tigers were merely lynx- 
size and that is a far cry (wah-hoo) 
from the Smilodon which was the mam- 


More than 


moth saber-toothed tiger. 

In doing the music for the new show 
(we'd like an interest of one-twentieth, 
in exchange for our research) Mr. Ber- 
lin might like to contact Dr. Jean 
Hough, who is the vertebrate paleon- 
tologist of the United States Geological 
Survey. Dr. Hough has been excoriating 
museums in America for mounting Hop- 
lophoneus’ skeletons on tiptoes as 
though poised for a leap. Dr. Hough 
says that her research convinces her 
that Hoplophoneus walked  flatfooted 
with a shuffling gait, and she wants the 
animal called saber-tooth badger. 

Ne can just picture Irving Berlin 
writing a ditty entitled: “You May Be 
a Hoplophoneus to Your Mother, but 
You're a Saber-Tooth Badger to Me.” 

Since “Call Me Madam” will probably 
run for at least three years, there need 
be no hurry on the part of Howard, 
Russ or Irving to do this nex job, which, 
we hope, may go into the Imperial Thea- 
tre in 1953 or 1954, when the present 
show moves out. 


—MERVIN L. LANE 
PINK FLAYS CITY GOVERNMENT 


Says City’s Failure to Compensate Hos- 
pitals Adequately for Indigent Cases 
Is Shifted to Blue Cross 


Louis H. Pink, board chairman of 
Associated Hospital Service of New 
York, in his 15-year report on the ac- 


tivities of the Blue Cross Plan unit, de- 
clared that the city’s failure to compen- 
sate hospitals adequately for indigent 
and out-patient cases is shifted to Blue 
Cross and is reflected in Blue Cross 
rates. 

Pointing out that hospital charges to 
patients with and without Blue Cross 
coverage could be reduced if voluntary 
hospitals were given relief in caring for 
indigent and out-patients cases Mr. Pink 
said: “New York City pays voluntary 
hospitals $8 a day for its indigent pa- 
tients, not much more than one-half the 
costs-in wards, while Blue Cross pays 
over $14 a day for subscribers using ward 
accommodations. Westchester County 
pays $4 more a day than New York 
City; some upstate and Long Island 
counties pay up to $14. The city of New 
York makes no contribution for out- 
patient cases in voluntary hospitals.” 
Private and semi-private patients with- 
also 


out Blue Cross protection must 
help to “foot the bill,” according to Mr. 
Pink. 


“This is one of the most unfair situa- 
tions in the hospital field,” he said. 

“Blue Cross patients, and other patients 
who are paying their way, should not 
be compelled to contribute substantially, 
and without their knowledge or consent, 
to the cost of teaching, research, and 
charitable work in the hospitals. Local 
government, with such aid as it may re- 
ceive frem the nation and the state, 
should be forced by public opinion to 
pav its fair share of the load.” 

The financial statement for 1950 re- 
veals assets of $46,060,475. Surplus funds 
for the protection of members, amount- 
ing to $18,094,452, comprise a surplus of 
$11,812,519 required by law, and an un- 
assigned surplus of $6,281,933. 
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Cornwall and Kennedy Form 
Conn. Claim Adjusting Firm 


Cornwall Associates, formerly Wood- 
house & Cornwall, well known insurance 
claim adjusting firm of Connecticut, has 
become a partnership operating under 
the name of Cornwall & Kennedy. 

The partnership brings together Perry 
H. Cornwall, original member of Wood- 
house & Cornwall, and Stanley L. Ken- 
nedy, who has had more than 20 years’ 


experience in claim work with several 
prominent insurance companies. Head- 
quarters of the firm are at Hartford 


with branch offices in New Haven and 


Bridgeport. 


T. Y. Beams Speaks 


(Continued from Page 36) 





per policy per annum and the minimum 
premium for other buildings is $100 per 
policy per annum. If extended coverage 
endorsement is attached to the policy, 
additional premium is payable.” 

Referring to the endorsement issued 
by the casualty companies, Mr. Beams 
said it provides for the payment of 
sums which the insured shall become 
legally obligated to pay as damages 
“because of injury to or destruction of, 
including the loss of use of, structures 
or portions thereof rented to or oc- 
cupied by the insured, including fixtures 
permanently attached thereto, if such 
injury or destruction is caused by acci- 
dent and arises out of the fire.” Con- 
tinuing he explained: 

“The casualty companies have set up 
a minimum premium of $2.50 per build- 
ing or premises, subject to a minimum 
of $5 for the coverage in each policy. 

“Casualty company rules, rates and 
form have been approved in most states. 
On the other hand, the fire company 
rules, rates and form have been ap- 
proved in a limited number of states 
only and are pending in most other 


states.” 
The General Mills Case 

In discussing the General Mills case 
Mr. Beams said that when the lower 
court’s decision was announced consid- 
erable discussion ensued and it was the 
consensus that there would be a great 
demand for fire legal liability coverage. 
But when the higher court (United 
States Court of Appeals) reversed that 
decision with instructions to set aside its 
judgment against General Mills and en- 
ter judgment for the defendant at the 
plaintiff's cost, the interest in the cov- 
erage died down. “Canvass discloses that 
only a very few policies have been issued 
providing for fire legal liability,” said 
the speaker. 

Here are the highspots of the case as 
presented by Mr. Beams: “At the time 
of the fire on January 15, 1948, General 
Mills was a tenant of the premises. The 
fire was caused by the negligence of an 
employe of General Mills and resulted 
in the destruction of the premises, the 
damage being $142,500. 

“Under the prevailing lease, General 
Mills agreed to return the premises in 
as good condition as they were or 
‘thereafter might be put in (loss by fire 
and ordinary wear excepted.. 

“Circuit Judge Woodrough, in deliver- 
ing the majority opinion, said in part: 

The landlords here agreed that the tenant 
should not be liable to pay for loss by fire be- 
cause it was understood between them that fire 
insurance would be taken out and a fire insur- 
ance company would be required to pay for any 
loss by fire occurring on the premises during the 
term of the Such insurance company 
would be required to pay whether the loss by 
fire was caused by negligence or not as fire 
insurance universally covers loss by fire oc- 
curring from the kind of negligence here in- 
volved. 

“The two judges who voted for re- 
versal in the higher court held that loss 
by fire included fire by negligence on the 
part of the tenant or its employes. The 
judges contended that the lower court’s 
interpretation would relieve the tenant 
from liability only in case of some catas- 
trophe outside the tenant’s control and 
would have ‘reduced the covenant for 
exemption as a practical matter to a 
triviality.’ ” 


lease. 
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But even if you have an automobile accident, you can 
stay in the black—nicely in the black——if you have 


Automobile Liability insurance with The Travelers! 


MORAL: INSURE IN The Travelers 


Hartford 15, Connecticut 


A Travelers agent or broker will give you sound advice on 


the amounts and kinds of Automobile insurance you need. 












































REINSURANCE is the bedrock 


of safety underlying the insurance industry’s 
contribution to the affairs of men. 


GENERAL REINSURANCE GROUP 


Largest American multiple line market 
dealing exclusively in Reinsurance 


GENERAL REINSURANCE NORTH STAR REINSURANCE 
CORPORATION CORPORATION 
Casualty + Fidelity Fire + Inland Marine 

Surety Ocean Marine 





90 JOHN ST., NEW YORK 38 
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